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TO HELP UNCLE SAM 
TO HELP YOUR CUSTOMERS 
TO HELP YOUR STORE 


With meat so scarce, every farmer will do more 
Home Butchering this year... not ‘only to pro- 
tect himself but because Uncle Sam asks it as a 
contribution to the war effort. Home Butcher- 
ing relieves food processors and packers, and 
overloaded transportation facilities. 

You will have more than the usual profit 
motive in featuring HOME BUTCHERING 
SUPPLIES this year. You will be aiding Amer- 
ica in an important way. Enterprise is again 
doing everything possible to help you in this job. 


Full color displays are once more available for 
your counters and windows, at no cost to you. 


HOW TO MAKE YOUR STORE 
HOME BUTCHERING HEADQUARTERS 


Ask your jobber’s salesman or send to Enterprise 

@ for free display material. Then set up counters and 

windows, grouping together your choppers, stuffers, 

presses, cleavers, saws, knives, meat hooks, pails— 
everything for Home Butchering. 


Talk Home Butchering in the store and in your 
@ advertising. Tell your customers of its importance 
in the war effort. 


ENTERPRISE MANUFACTURING COMPANY of PA. 


THIRD AND DAUPHIN STREETS, PHILADELPHIA 












ictory depends on us... 


Joseph C. Grew— Former American Ambassador to Tokyo 









V. URGING EVERY AMERICAN to exert his maximum indi- 
vidual capacity in promoting the war effort, former 
Ambassador Grew emphasizes that victory or defeat 
does not rest alone in the hands of the fighting men 
thousands of miles away. Nor with the Generals 
and Admirals, or the Government in Washington. 








/ BUT IT DOES DEPEND ON US—the millions who make up 
the American people. How, for example, are we 
responding to help relieve the present desperate 






shortage in scrap metals? 





/ TODAY'S WAR PRODUCTION must have over 100,000 tons of 
scrap a day. That is more than 3,000,000 tons of 
iron and steel every month. The demand is enor- 






mous,— because every ton of new steel that goes 
into ships, trucks, tanks and guns is made up of 
one-half ton of scrap. 







/ TO HELP SHORTEN THE WAR, to help save American lives, 
scrap is needed urgently. If you haven’t already 
done so, organize your own scrap drive without 
delay. Your local Industrial Salvage Committee 
will help you plan a forceful program. Start col- 

lecting scrap of all kinds now—and keep this up 

until the war is won! 







HELLER BROTHERS COMPANY 


America’s Oldest File Manufacturers — Good Tools Since 1836 
NEWARK, N. J. * NEWCOMERSTOWN, OHIO 
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NOT TOO BUSY 
TO HELP YOU GET BUSINESS! 


We are busy —here at Yale & Towne— mostly on war 
orders for which our lock-making equipment is well suited. 

We are glad we can serve Uncle Sam as we are doing — 
but we are not forgetting the friends who helped us prosper 
during the years of peace. 

You—the hardware dealer — are important to our coun- 
try’s economic existence, and we pledge our aid to help you 
make sales in the face of shrinking stocks. 
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The Yale War-Time Progress Plan offers regular promotion campaigns to 
increase your sales of unrestricted hardware items. The “ARP Equipment” 
promotion is going on now —a new one is coming soon with special 
SATURDAY EVENING POST ads, special point-of-sale material. 


This Plan backs up these store promotion campaigns with advertising 
in SATURDAY EVENING POST that builds good will for Yale dealers by 
telling the public how you are helping to win the war. 


~YALE- 


YALE PUTS 3 BIG SALES MOVERS IN YOUR BUSINESS 
THE NAmeE YALE weELps MAKE THE SALE 


T T MANUFACTURING CO. 
HE YALE & OWN STAMFORD, CONN., U. S. A. 
NOVEMBER 26, 1942 3 
Hardware Age, published every other Thursday by Chilton Co. (Ine.). Entered as second-class matter, March 24, 1933, at the Post Office at Philadelphia under the Act of 
March 3, 1879 ( Printed in U. 8. A.) $1.00 per year. Single copies, 25¢ each. Vol. 150, No. 11. 
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NESCO CONTAINERS WILL KEEP MOTORIZED 
EQUIPMENT MOVING FORWARD 


N TODAY’S fast moving world, motorized 
armies must be able to keep moving forward 
once the offensive is started. Motor “food,” to 
put power into the drive, must be kept at the con- 
stantly advancing front line. Nesco Containers 
serve at the front line, with Gasoline for motors 














ELECTRIC ROASTERS AND CASSEROLES @ OIL STOVES AND RANGES 


and Water for the men — convenient in size, easy © CIRCULATING AND PORTABLE OIL HEATERS © PORTABLE OVENS @ 

‘ GALVANIZED WARE © BAKING TINWARE @ DECORATED AND LITHO- 
to handle, sturdily built to take abuse, and made GRAPHED WARE @ ENAMELED WARE © RADIATOR COVERS @ LUNCH 
to stack or float. BOXES © DAIRY SUPPLIES @ STEEL DRUMS. 











The pages of history may never mention fuel con- 


tainers, but offensives will continue and battles be ° 
won through their use. Nesco is proud to include ~ 10 i We 
this important item as a part of her war-time 


contribution. 





We have manufactured millions of containers of IMPROVED PROFITS WITH 30 TO 1 PLAN 
various types, ranging from Tractor Filling Cans, Sales take longer to make when stocks are a confusion of 
to Canisters, to Ash Cans, for over fifty years. The mixed trade names. Stores displaying complete lines of 
speed and accuracy needed in the production of recognized brands instill customer confidence in the mer- 

i on Z a ‘Il h h oa chandise offered. Line concentration is more profitable, too, 
essentia we containers will, bs en the war is won for it reduces inventory duplications. That’s why more 
or as materials are made available for consumer and more distributors and retailers are replacing merchan- 
merchandise, be put to work on peacetime house- dise from thirty individual competitive companies with one, 


as Nesco makes all thirty. 


hold products. 


The name NESCO, then as now, will be the key SAMPLES DISPLAYED AT 


to easy, profitable sales. 1462 MERCHANDISE MART, CHICAGO 
200 5th AVE., NEW YORK 


NATIONAL ENAMELING ; 

AND STAMPING COMPANY GIVE WAR SAVINGS STAMPS WHEN 

270 N. 12th ST. © MILWAUKEE, WIS. MAKING CHANGE... BUY WAR BONDS 
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men are risking their lives to 





safeguard the nation’s life and 






the ways of liberty, 






To deprive them of anything 






necessary in their fight for these 





aims is unthinkable. 






That they may not be deprived 





of rubber, a vital necessity to 






them, you, its distributors and 





dealers, are called on to sacrifice 

a substantial amount of your 
regular civilian needs. 

f. In war, morale is as important 


as material. We know that you 






have contributed both and will 
continue to do so until 
the battle for 







liberty is won. 
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BOSTON WOVEN HOSE & RUBBER COMPANY 


CAMBRIDGE, MASS. 
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a STURDY TOOL FOR 
TOUGH JOBS 


Rf Here’s a picture of a customer of yours—up on 


















a stick—keeping power and communication 
lines open—helping our war effort along. 
There’s no time to wait for skies to clear or 
the mercury to rise. His job is keeping juice 


flowing—and it’s a tough one. 


This explains why he’s such a “crank” on 
the tools he buys. It takes the best to stand up 
under this kind of service. And he knows the 


bestin pliers is Klein’s—has been “since 1857.” 





Your copy of the Klein Pocket 
Tool Guide will be sent on request 


DISTRIBUTED THROUGH JOBBERS 


Foreign Distributor: International 
Standard Electric Corp., New York 


Since 1857... 


anes TEEN & Sons 


3°38 68 eek MON T A: ¥ EM Ys., CHa ch @ 
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Photos from National Housing Authority 


BUILDINGS 2 Aecase Wir Worker 


ing and other government approved projects, the 


ERS 


The workers who move to busy war plant areas must 
supply available for normal needs is severely limited. 


The Stanley Works, New Britain, Conn. STANLEY 


Trade Mark 


be properly housed, if health and morale are to be pre- 


served. In most localities, new construction is the only 





answer. The hundreds of thousands of these homes are 
taking a vast amount of Stanley Hardware for doors, 
windows, cabinets, garages... S T A N l F Y 


Because manufacture of hardware has been restricted 
HARDWARE 


to release metals for vital war needs, and because exist- 











ing stocks are of necessity earmarked for defense hous- 


NOVEMBER 26, 1942 










EVERY 
COMMUNITY’S 
WAR-TIME 
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@ In spite of restrictions on hardware items, the hardware 
dealer and jobber will continue to play a most important part in every 
American community. For the hardware store is. the centralized source 
for the thousand-and-one items that war-time civilians need and are 
permitted to secure: the personal tools of mechanics and carpenters 

employed on war production projects ... equipment for Civilian Defense 
organizations . . . the saws, files and many other tools needed in shops 
and factories making war material... supplies and repair materials 
that farmers urgently need. 


By continuing such activities as are clearly vital to Victory on 
the home front... by extending services to include helpful advice 
in the conservation of tools and saws ... the hardware retailer will 
render invaluable service. 


E. C. ATKINS an». COMPANY 


410 S. Ilinois Street indianapolis, Ind. 
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AN ENCYCLOPEDIA OF FASTENING DEVICES 


Here is a preview of the new 1942 catalog of headed and 
threaded products manufactured by The National Screw and 
Manufacturing Company. It covers the most comprehensive 
line of fastenings made by any one manufacturer. Thus, it is 
the most complete catalog on bolts, nuts, rivets, screws, and 
kindred articles ever issued—a veritable encyclopedia of 
fasteners. 

This National catalog is now off the press and is being 
distributed. A request for a copy sent us on your letterhead 
will receive prompt attention. 


THE NATIONAL SCREW & MFG. CO. 


2444 E€. 75TH STREET e CLEVELAND, OHIO 
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mM TO ANNOUNCE ,,,” 


gro GRA 


E Some time ago we were invited to a bridge party in honor of Helen 
McKnight who had moved back from a west coast navy base after her 
husband had been called into active duty as a marine officer. We’d known 
Helen before she married Bill, and it was like old times, reminiscing over 
the bridge table. Naturally, Helen didn’t know Bill’s exact whereabouts 
except that he was somewhere in the Pacific with Admiral Ghormley, but 
she kept us laughing with little stories about their life on the coast. 

We had the radio turned on low as usual but nobody noticed it until, 
around ten o’clock, the music stopped abruptly, and a voice said: 

“We break the program at this time to give you an announcement of 
great military importance...” 

Involuntarily, we all paused to listen. The radio crackled a moment 
and then the announcer’s voice came through rapid and charged with 
excitement. 

“At dawn today a large invasion force of American marines launched 
an all-out attack on the Japanese-held Solomon Islands. Heavy fighting 
is now in progress against powerful Japanese resistance. Admiral Ghormley 
has warned that this is the most difficult type of military operation and that 
casualties are to be expected. However, at present, the situation is going 
forward as planned.” 

The announcer paused and dance music again flooded into the room, but 
we weren’t listening. We were busily fingering our cards and trying to think 
of something bright and reassuring to say when we knew that there wasn’t 
anything at all that anybody could say. 

Helen was the first to speak. 

“I'll bid three spades,”’ she said, and then we looked at her face and 
realized, all at once, that American heroism isn’t limited to the battlefield. 
There’s something terrible and wonderful about seeing a stricken fighter 
take a blow over the heart and shake himself and then come boring in. 
Seeing Helen’s face made us feel that way. * 

Don’t anybody tell us ever again that Americans haven’t got what it 
takes. Don’t anybody tell us that the Nazis or the Japs have got the edge 
in this war because of their iron discipline and their years of preparation. 
Maybe Americans do take awhile to get rolling because in a democracy 
everybody has a right to his own opinions and beliefs. But brother, when 
the chips are down, we know who we want in there fighting shoulder to 
shoulder. 

Bethlehem Steel Company is proud to be a part of America’s fighting 
team. Bethlehem employees, and distributors handling Bethlehem products 
are giving this war everything they’ve got in skill, sweat, and the capacity 
to produce and distribute steel. Day by day, month by month, they’re 
striving to produce and supply more steel, better steel, faster. They will 
continue to do so until the war is won. 


pETHLEHEY 
STEEL 




















Vea free Ultenual, for YOUR (iobreers! 






for Owners of All Makes 


of PUMPS 
WATER 5 YSTEMS, 


SPRAYERS 








Don’t wear out your service department and 
your trucks on unnecessary and unprofitable 
service calls. That’s one rule every wise dealer 
wants to observe today —and here’s the way 
to make it work if you are in the pump, water 
system or power sprayer business. No matter 
what make you handle, if you will place this 
free book in the hands of your customers, it will 
save you loss of time and money on “nuisance” 
calls—and make your customers grateful to you. 


Here is an authoritative general manual on 
“home” care of ALL MAKES of pumps, water 
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Says Chairman of War 
Production Board: 


"Every farmer in the United 
States has a duty to perform 
today. That duty is to take 
best care of existing equip- 
ment, to make repairs when- 
ever possible, and to put idle 
equipment to use." 


systems and power sprayers. Tells how to diag- 
nose common pump troubles and make minor 
adjustments and repairs. Full of illustrations 
and useful customer information. Reasonable 
quantities free to any dealer, regardless of make 
of equipment handled. Write us. 


MYERS DEALERS: SELL 
THIS HOME REPAIR KIT 
This handy kit enables owners of 
Myers Water Systems to make simple 
repairs. Kit contains cup leathers, 
gaskets, valve springs and similar 
parts. Write us. 


THE F. E. MYERS & BRO. CO, 
110 Fourth St., Ashland, Ohio 
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| MAGOR 


Designed and manufactured for hardest use—to 
meet most rigid specifications—backed by over forty 
years experience in building quality steel products. 


|SHOVELS 


Extra tough steel—heat-treated to impart supe- 
rior strength and flexibility in blade and shank— 
- normalized to prevent split or turn at cutting edge. 


COOPS 


A complete line of the fastest selling types— 
selected to meet present needs—priced to please 
) every customer yet show a fine profit to the trade. 
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Hacksaw Blades are 


made in two general 


No. 6 NOTES ON USE 
AND CARE OF 
CRESCENT HACKSAWS 


types: those hard- 
ened all over, and 
those having only 
the teeth or cutting 
edge hardened. In 
the latter type the 
teeth can be left harder in manufacture and therefore 











superior cutting qualities result. 


Blades are made with a varying number of teeth per inch 
ranging from 14 to 32. Se lection should be based upon 
material to be cut. Blades having 18 teeth are best for gen- 
eral, all ‘round service including solid stock and structural 
shapes. For pipe and conduit, light angles and ornamental 
iron, a blade having 24 teeth is preferable. For thin sheet 
metal and light tubing, use a blade with 32 teeth to the inch. 


INSERTING BLADE IN FRAME. Insert the blade with 
teeth pointing away from the operator and tighten so the 
blade is well strained, but not to the point where the pins 
will shear or loosen. Be sure blade is square and true in the 
frame. Since edge- 
hardened blades 





are flexible, they 
should be strained 
tighter than those 
that are hardened 
all over. After the 
first few strokes it is 





good practice to re- 


tighten a new blade. 


HOW TO CONSERVE HACKSAW BLADES. Breakage 
blade replacement much more frequently than does wear. Many blades 
are broken because too much pressure is ap plied when cutting a small 
surface. The concentration of pressure at a single point on the blade 


causes it to buckle and break. This failure occurs more 
blade is weakly strained. 


Cramping and binding causes considerable breakage that can be avoided 
by sawing with straight-line strokes, taking care not to tilt or cant the 


saw frame. 


Insecurely held work, likewise, is a frequent cguse of blade breakage. 
If the work becomes loose while cutting, the sudden binding and distor- 


tion of the blade is practically sure to cause breakage. 


Repair Parts are available for Crescent Hacksaws. 


CRESCENT TOOLS 
Give | Wings to Work 


< 


CRESCENT TOOL COMPANY, JAMESTOWN, N. Y. 
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Maintenance 
nd Repair 


and i 
Suggestions to 
Prolong Tool Life 


HINTS ON 
HACKSAW USE. 
Use normal care 
in handling the 
hacksaw. Don’t 
use the frame as 
a hammer or pry. 
Make sure the 
material to be cut 
is held rigid and 
so placed that the 
maximum number of teeth engage throughout the cut. At 
least two teeth should be in contact with the work at all times. 











Begin the cut — but with sufficient pressure to make 
the teeth cut...not merely rub on the metal. Lift the saw 
slightly on the return stroke to avoid dragging the teeth 
and thus dulling the cutting edge. Forty to fifty ‘ones per 
minute is dhe top speed le e ei ‘iency. For faster cutting 


o? 
increase the pressure ...not the speed. 


When cutting very thin stock, a good method if con- 
ditions permit, is to clamp it between two pieces of wood 
and saw through the whole assembly, as illustrated above. 


Never permit a condition wherein the teeth of the blade 
“straddle” the work. Stripped 
teeth are bound to result. Keep 
as many teeth in contact with 
the work as possible by chang- 
ing angle of contact between 
blade and work; using a blade 
of finer pitch, or by “sandwich- 
ing” as explained above. 
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@ True, your jobber has definite restrictions on what he 
can buy and what he can sell—for the Government’s first 
responsibility is to the fighting forces and the equipment 
they require. But we are manufacturing large tonnages of 
bolts for keeping household, farm and garden equipment 
in repair—and these your jobber is getting in quantities 
as large as his customers’ needs indicate, and as large as 
Government restrictions allow. Your jobber is not get- 


ting all the bolts he can sell, of course, but the bolts we 


T™E LAM 30m \@ b SESSIONS cy 3 


3 LAMSON 1 


50 


YES 
Pas CARRIAGE BOLTS. 5 


." : 


cannot send your jobber are on their way to win a war. So 
have patience, take care of your bolt stock, and order only 
what you must have for current needs. e A copy of the 
Lamson “Ready Reference”’ List, a handy visible indexed 
catalog and price list, is ready for you. Ask your jobber’s 
salesman, or write us for it. 

* 
THE LAMSON & SESSIONS COMPANY + 1971 West 85th Street + Cleveland, Ohio 


Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 


» 








LAMSON & SESSIONS 
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Ask your Jobber for the Lamson Line 














Stock these... TROJAN BLADES | 


in Gross Lots for war, scHOOL and 
amemtiel HOMECRAFT Replacements 


TROJAN Blades are styled and manufactured for 
ol precision sawing and long, dependable service. 
They are widely used in war work, training 
No. 5—For wood or metal. courses and home workshops for sawing wood, 
metal, bone, plastic, etc., in any thickness. Boxed 


of 6 blades in an envelope and 24 envelopes per % 


Se, Gater Gin ented box. A right product for repeat sales with full 








profit. 
TROJAN BLADES — No. 22P—For wood, bone, plastic, etc. 
are made of high carbon con- 
tent wire, rolled to TROJAN 
specifications, and oil hardened 
and tempered to stand maximum ae * 
abuse. Teeth are filed and set No. 420P—Hack Saw Blades. 
(nc? stamped}. Fer eutlast or- These blades fit all standard Coping Saw Frames 


dinary blades. 
Send your stock order for a gross of each blade to your Jobber! 









ACKERMANN, STEFFAN & CO., 4509 W. Palmer St., CHICAGO, U.S.A. 


Eastern Representative Pacific Coast Representati,« 
HUGHSON AND MERTON 
H. 0D. MELICK a rancis - s Angele 


200 Church St New York, N.Y 








FLOORS AND 
FLOOR COVERINGS 














BALL BEARING 


CASTERS 


THESE casters PROTECT floors and floor cover- 
ings—no scratches on floor, rugs or carpets. 
‘‘Aeme’’ Casters are ball bearing casters and move 

THESE CASTERS smoothly and easily in any direction and—they sell 
HAVE A BALL THAT, easily as they move. Let “Aeme’’ step up your 

ROLLS ON BALLS caster sales and profits. Every customer is a logi- 
cal prospect for ‘‘Aeme’’ Ball Bearing Casters. 








THE SCHATZ MANUFACTURING CO. 
U. S. A, 


REPRESENTATIVES LOCATED AT 
Detroit: 2640 Book Tower * Chicago: 902 S. Wabash Ave. 
Cleveland: 402 Swetland Bldg. * Los Angeles: 5410 Wilshire Blvd. 
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Was $399—NOW $229 


Save $1.00 by ordering your copy today 


“Taking the. Mystery Out of Builders’ Hardware” 
is your only source of complete, authentic easy- 
to-read information on all phases of Builders’ 
Hardware. 

It's a handy book you will constantly refer to, 
especially the comparative charts which will save 
you many times the cost of the book, in time and 
trouble. 

You will get a better understanding of Builders’ 
Hardware from reading this book and help in sell- 
ing this line. It will also help you train your clerks 
to become better salesmen, more alert to the profit 
possibilities this line carries. 

You will find use for this book now and during 
the years to come. 


Order your copy today — use the coupon below. 


== maATL THIS coupon TODAY ay 
+ HARDWARE AGE es 
. 100 East 42nd St., New York, N. Y. : 
4 Please send me............ copies of "TAKING THE MYSTERY OUT OF : 
: BUILDERS’ HARDWARE" by Adon H. Brownell, | will pay the Postman : 
‘ $2 each, plus a few cents postage. (Canada and Foreign Countries $3.50). : 

' 
: ER CNRS AIP: Pe Ae ee Tee SIS Rl OE ee «| oc oT) ‘ 
Ee ee eee a ee eee 1 
+ ‘ 
: I re ee re eS Ss i Ce ed eee SOURS -.0.+.+ Semen : 
‘ 0 Check here if you enclose payment, in which case we pay postage : 
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Check This 
PARTIAL LIST OF CONTENTS 


60 Chapters 
220 Pages—size 8!/, x | 1!/2—cloth bound to 
withstand hard use 
Working Blue Print—size 25 x | 1!/ inches 
Glossary of more than 300 Technical Builders’ 
Hardware terms—Cross Reference Index 
38 inch pull-out chart comparing 61 Builders’ 
Hardware Manufacturers’ finishes with 
U. S. Standard Symbols 
Comparative Charts which show you how 
to match other manufacturers’ products 
which may be specified, with the items of 
the line you handle, such as: 
Butts 
Jamb-Floor and Checking Floor Hinges 
Mortise Bit Key Locks and Latches 
Mortise Cylinder Locks and Latches 
Trim for Mortise Locks 
Double Hung Window Hardware 
Liquid Door Closers 
Floor Hinges—concealed and semi-concealed 
door closers 
Lavatory Hardware 
Suggested Lists of Locks for Use in: 
Office and Apartment Buildings 
School Buildings 
Hotels 
Hospital and Asylum Buildings 
More than 600 illustrations, Charts and 
tables 
27 Illustrations of Different Builders’ Hard- 
ware Display Rooms 
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N O wonder Phoenix and Juniata shoes have 
been preferred by the trade for over 50 years. 
They're made of special analysis open-hearth 
steel, insuring extra long wear. They're de- 
signed and built by experts, which accounts 
for their correct shape, easy fit, and uniform 
punching, creasing and shaping. And they 
are made in every type and size for both mules 
and horses. 





rings the cash register more 


and louder because first of all the /ine is complete 

PHOENIX 

Ever Ready 
Horse 
Shoe 


PHOENIX 
Toed and 
Heeled 


UNIATA 
MSport Heal —a size and type for practically every chain job 


Wind _ and all the fittings that go with them. 


Equally important is customer acceptance. For its 








° | safety, strength and dependable performance in 
Made in Front and Hind service, ““Inswell”’ Electric Weld Chain is classed 
in Extra Light, Light, : 
and Snow pattern. as “‘tops.’ . 
il 
SWEETS | Too, CM’s years of chain making for industry, . 
Toe Calks 


| farm and home carries the added assurance to 
dealers and jobbers alike that here is a manufac- 








” PHOENIX 


JUNIATA Noiseless Mule . , tt Tees : 2 
Light Mule Blunt _ upon for cooperation in building and maintain- 


turer and a line of chain that can be depended 





ing a more satisfactory chain volume. 


Country Pattern PHoEN ae | CALL YOUR JOBBER 


Horse He has the CM catalogs and will help you 





. 


Note High 
inner Rim 


















Leading jobbers every- Shoe 
where distribute Phoenix 
and Juniata horse and 
mule shoes on an es- 
tablished policy through 
regular trade channels. 





Front 


Mw select a fast moving, profitable stock of 
oto 


CM “Inswell” Electric Weld Chain. 





Phoenix also manufactures Turned Heel shoes, Sport 


shoes, Hooks and Shuts, Spuds, Drop Forged Welding ¢ j 
and Slip-On Flanges, Commercial Forgings, and other MBU -MACKINN a —_ 
similar items. * 


(Affiliated with Chisholm-Moore Hoist Corporation) T | 
172 FREMONT AVE. TONAWANDA, N. Y. tg 


PHOENIX MANUFACTURING COMPANY 


Joliet, Illinois, Catasauqua, Pa., 


Branch Offices: NEW YORK + CHICAGO + CLEVELAND 
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@ Most Home Craftsmen are busier today than ever 
before in their lives. They’re making a real contribu- 
tion to the war effort—either directly or indirectly — 
through their home workshops. And they need these 





WEAPONS FOR 
HOME WORKSHOP 
PRODUCTION 


Pails for yor! 













Carborundum “Weapons for Production” to turn their 
work out better and faster. Help to meet this demand 
and you'll be helping the war effort too. Send in your 
order today for the items you need. 





GENERAL PURPOSE WHEELS 





Workshop fans need Carborundum Brand Silicon Carbide 
Wheels to grind low-tensile materials like brass and cast 
iron. For high-tensile steels and alloys they need Aloxite 
Brand Aluminum Oxide Wheels. Be sure you have both, in 
assorted sizes and grading. 


SHARPENING STONES 





Wherever edged tools are used, there’s vital need for these 
Carborundum Brand sharpening stones. Available in both 
straight and combination grits, there’s a correct grit and 
size for every sharpening need. Be prepared to supply any 
demand by stocking a complete assortment. 





METAL FINISHING CLOTH 


In modern workshops an 
endless number of jobsare 
being done with Aloxite 
Brand Aluminum Oxide 
Coated Abrasives. Home 
Craftsmen find Aloxite 
Brand Cloth indispensa- 
ble for metal finishing, 
removing rust, fitting 
metal parts, cleaning up 
for brazing. Available in 
sheets, discs or Economy 
Rolls. 

























PAPER 


No woodworking shop 
is complete without these 
Carborundum made coat- 
ed abrasives. They pro- 
duce smooth, uniform 
finishes and make short 
work of tough jobs like 
removing excess glue. 
Order Aloxite Brand Alu- 
minum Oxide Electro- 
coated “K5”-R or Garnet 
Paper in sheets, belts or 
discs. 


SANDING 





THE CARBORUNDUM COMPANY e NIAGARA FALLS, N.Y. 


REG. U. S. PAT. OFF 


Sales Offices and Warehouses in New York, Chicago, Philadelphia, Detroit, Cleveland, Boston, Pittsburgh, Cincinnati, Grand Rapids 


(Carborundum, Aloxite and K5 are registered trade-marks of and indicate manufacture by The Carborundum Company) 
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PURITAN CORDAGE MILLS 


‘NC ORPORATEDO 


LOUISVILLE, 


KY. 





RICHARD 


SPRING BOTTOM OILERS 


For thirty-five years you have 
been buying and selling Richard 
Oilers and they have | oa giv- 
ing you and your customers 
honest, satisfying service. 


FOR 


35 
YEARS 


Right now, we have our sleeves 
rolled up 
e 


for Unc’ 


again making oilers for you and 
your customers. 


WE MAKE 
Richard Oilers— 
Plastering Tools— 
Putty Knives and 
Scrapers—Wire 
C & H Hooks— 
Carded Items— 
Three-In-One 
Garden Tool. 














THE ATLAS-ANSONIA CO. 
54-62 GRANT STREET NEW HAVEN, CONN. 





| 


doing a Victory Job | 
Sam. When we get | 
that job done, we will be back | 










| 













i 


2 SCREWS 


For Wood or Metal 


Since 1867 the name Southington has 
stood for dependable value in hardware. 
Southington Wood Screws, Drive Screws 
and Sheet Metal Screws are in constant 
demand because of their superior quality. 
All standard sizes with various styles of 
heads in the most called for types. Send 
for Catalog which illustrates and de- 
scribes the entire line. 


THE SOUTHINGTON 
HDWE. MFG. COMPANY 
SOUTHINGTON, CONN. 


Est. 
1867 1867 











BOLT CLIPPERS 
Sey wit “cities costa’ he 


lown 


cies a Porte 
time losses 
the righ tool 1 
it. Porter Clipper 
ures models to meet 
ments cutting bolts, rod 
cable or chain. Capacities up 
nealed bolts. Special 
steel. Special t 
Every Porter tool precision built 
=. Kk. BOeeTea. ee: 
EVERETT, MASS. 


jaws tor cutt 


SEND FOR CATA- 
LOG giving valuable 
information about time 
and labor saving in us- 
ing two-hand portable 
metal cutters. 


NOTE: We are using 
every available machine 
and every available 
man, 24 hours a day, to 
meet Government re- 
quirements, and especial. 
ly to meet our jobbers 
needs with the earliest 
possible shipments. 
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Dealer Sales Agreement 
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Here’s your ticket to 

greater paint profits— 

the exclusive right to sell 

the famous BPS paints of 

The Patterson-Sargent 

Company, in your com- 

munity. You'll find, as 

thousands of BPS fran- 

chise holders have al- 

ROUTE TO PROFITS ready found, that this is 

ll an investment with a 

proved yield—the biggest profit opportunity 
in the paint industry. 

The BPS sales promotion plan for more 
paint sales at a greater profit, is crystallized 
this way—it creates store traffic—turns that 
store traffic into immediate’ sales—quick 
profits. It works like this: 


Ce It creates the desire to paint. 
2) It aids in color selection. 


a 
; 
¥ 


| 
io SU aa | pene 


3) It produces store traffic . . . more sales 
. + More profits. 

You have only to be a BPS franchise holder 

to get on the right route to paint _—— .Write 

The Patterson-Sargent Co. for full details— 

or see your BPS man at the first opportunity. 
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HOW CAN | KEEP MY 
BUILDINGS IN SHAPE 
FOR THE DURATION? 





...this may well prove 


ARMERS are facing a pretty tough 

problem right now in making their 
buildings last for the duration. Chances 
are many of them will come to you for 
help. And you can do your business a lot 
of good by making every effort to take 
care of their needs. 

Like most dealers, you probably are 
unable to fill requests for steel sheets. 
Farmers understand your predicament— 
they know that war has created terrific 
demands for steel. They'll appreciate your 
help in suggesting and providing mainte- 
nance materials. Paint for roofs that show 
signs of corrosion. Wood mallets to ham- 
mer out “pockets” that might hold water. 
Calking materials to fill gaps that may 
have developed. Your own experience will 
provide many more suggestions. 

For our part, we are advertising in lead- 
ing farm magazines, showing farmers how 
to get extra life from steel rodfing and sid- 


to be your “Jackpot” question 


ing. We are doing this because it may be 
a long time before plenty of steel sheets 
are available .. . and because we want to 
help our farmer friends. 

We are urging farmers to buy war 
bonds—suggesting that they save now to 
buy the buildings they want after the 
war. We are offering them plans for better 
buildings—plans that you can have on re- 
quest. And, at the same time, our adver- 
tising is reminding customers that when 
sheets can again be had, it will pay them 
to get high quality U-S-S Steel Sheets. 

During the war, farm buildings and 
equipment will continue to wear out, with 
little chance of replacement. That’s why 
there'll be such a big market ready when 
plenty of materials are again available. 
And the dealers who get the bulk of this 
business will be the ones who have held 
their customers through friendly help and 
sound advice. , 


U'S‘'S ROOFING AND SIDING 


CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh and Chicago 
AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
"© United’ States” Steel" Export Comparty; New. York _ 














He 1s seeing a lot of Nicholson and Black Diarnond Files—in the 
Army repair units, in the training camps, in the ordnance depart- 
ment, and at the supply bases. 


He’ll reason that they must be good to be there. . . . And that 
these are without doubt the files he and his buddies should insist 
on having when they return to peacetime pursuits. 


You can lay the foundation for that business—and serve present 
essential needs as well—by constantly keeping your Nicholson or 
Black Diamond Files in the limelight. 


NICHOLSON FILE COMPANY e¢ PROVIDENCE, R.1., U.S.A. 
(Also Canadian Plant, Port Hope, Ontario) 
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“LL SUPPLY YOU NOTHING BUT 


@ Tremendous demand for goods 
regardless of quality—there’s a test 


of business character! 


Hardware distributors and retailers 
are more than measuring up to the 


situation. 


As a group they have maintained 


their personal integrity and their 


standards of merchandise. 


At a time when unworthy substi- 
tutions would be easy they tell the 
buyer the truth even if it costs sales. 


When the customer insists on in- 
ferior goods rather than none, they 


AMERICAN CHAIN DIVISION 
York, Pa., Boston, Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, San Francisco 


AMERICAN CHAIN & CABLE COMPANY, Inc. 


BRIDGEPORT - CONNECTICUT. 








FIRST CLASS MERCHANDISE!” 


let him know exactly what he’s get- 
ting. 
Their service and repair coopera- 


tion is saving America millions. 


We believe this good work will not 
be forgotten by the public when mer- 
chandise is again available in quantity. 





ESSENTIAL PRODUCTS... AMERICAN CABLE Wire Rope, TRU-STOP Emergency Brakes, TRU-LAY Control Cables, AMERICAN Chain, 
WEED Tire Chains, ACCO Malleable Iron Castings, CAMPBELL Cutting Machines, FORD Hoists and Trolleys, HAZARD Wire Rope, 
Yacht Rigging, Aircraft Control Cables, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 
READING-PRATT & CADY Valves, READING Electric Steel Castings, WRIGHT Hoists, Cranes, Presses... In Business for Your Safety 
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Product Develop- 
ment Under War 
Stress:— 


War needs have accelerated 
new production: methods and 
the utilization of new mate- 
rials. In many instances these 
changes may become perma- 
nent as they represent certain 
advantages not present in for- 
mer methods and materials. 
More flexibility in manufac- 
turing, wider use of color, re- 
duced weight yet greater ten- 
sile strength and lower costs 
are a few of the prime factors 
which will have a strong bear- 
ing on post war civilian mer- 
chandise. Some of these de- 
velopments would have come 
along anyway. Many might 
have been perfected during the 
past ten years had there not 
been reluctance on the part of 
both firms and individuals to 
risk investments in new ideas 
without the normal and human 
incentive of being sure that 
profit rewards could be ex- 
pected if the experiment were 
successful. The threat to the 
profit system (the American 
system of free enterprise) 
during this period chilled and 
stymied such progress. War 
needs required huge quanti- 
ties of everything and made 
many materials critical, thus 
forcing, suddenly, many prod- 
uct developments that may 
play a very vital part in re- 
habilitating our national econ- 
omy after the war is over. By 
this same token, many hard- 
ware distributors, both whole- 
sale and retail, have replaced 
unavailable goods by intro- 
ducing and aggressively sell- 
ing much merchandise not 
common to this field. A large 
part of such lines may become 
regular stock goods in the 
post-war period — certainly 
lines which have permitted 


profitable volume will stay in 
the hardware picture and will 
give to this business some new 
flavor, new interests and new 
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opportunity. It will pay dis- 
tributors, as well as producers, 
to give some thought to such 
new merchandise and to watch 
the trend and thus be prepared 
for the probable boom times 
which should follow the cessa- 
tion of hostilities. 


Simpli fication:— 


During the time that Her- 
bert Hoover was Secretary of 
Commerce great progress was 
made in the simplification of 
almost every kind of merchan- 
dise and materials. Hardly a 
commercial field escaped the 
benefits of that splendid effort. 
Strangely enough, very few 
fields stuck to the program. 
Every hardware wholesalers’ 
catalog is eloquent testimony 
that there are too many sizes, 
shapes and kinds of almost 
everything listed from the tra- 
ditional “Axes” to “Zinc.” 
Then, by lines, take up any 
available manufacturer’s cata- 
log and the picture becomes 
even more complex. Any 
wholesaler or manufacturer 
can, and most of them will, tell 
you that a small percentage of 
any total line enjoys the large 
percentage of the total sales 
volume. Yet both producer 
and distributor continue to cat- 





alog long and inactive lines. 
Here and there, are found not- 
able exceptions but in the main 
the long and cumbersome lines 
are continued. The mail order 
and chain store organizations 
do not do that. They concen- 
trate on active turnover items 
and constantly adjust their in- 
ventories accordingly. They 
don’t aim to “keep every- 
thing.” They give their atten- 
tion, talents and facilities to 
goods that are selling—and 
they have been successful and 
profitable operators. War 
needs are forcing resumption 
of the simplification program. 
Scarcities and current massive 
buying power are cleaning out 
stocks of previously inactive 
numbers. The average whole- 
saler and retailer, in the hard- 
ware field, will greet the first 
day of peace with a very clean 
stock situation. The smart ones 
will continue on that basis no 
matter how many numbers, col- 
ors, sizes, etc., manufacturers 
offer—making their decision 
to add new numbers by a seri- 
ous appraisal of selling oppor- 
tunity. Manufacturers could 
do the same, adjusting their 
post-war production to a con- 
centration that would help cut 
costs and eliminate complica- 
tions in their lines. 
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| nventory 
Control:— 


It would now appear that 
inventory control, under WPB 
auspices, will come to light ap- 
proximately January 1, 1943, 
with retailers permitted three 
or four months to complete 
their records and get in proper 
“control condition.” As yet 
there is no change in the re- 
quirements which exempt 
stores doing less than $100,- 
000 sales volume a year and 
whose cost price inventory is 
less than $25,000. If this rule 
sticks it would only affect a 
limited number of all the re- 
tail hardware stores in the 
country. So, at present, most 
hardware dealers won’t have 
to worry about this added ac- 
counting burden and further 
control of their business, 


“Retail Concen- 
tration’???:— 


WPB has appointed a com- 
mittee to study the feasibility 
of releasing added manpower 
through a program of concen- 
trating all retail outlets. An 
economist from Northwestern 
University, Chicago, is said to 
head up this new six-man com- 
mittee. The very idea sounds 
ominous and startling to every 
independent retail merchant. 
If government’s regulation of 
retailing, to date, is a proper 
precedent and guide, too much 
study and consideration will 
be based on the experiences of 
the large operators, such as the 
chains, mail order houses and 
department stores. It is quite 
clear that most OPA rules and 
statements are premised on 
“big store thinking” and it is 
equally clear that most men 
appointed to various retail 
study committees represent 
such larger retailing interests. 
This committee, its findings 
and recommendations should 
command the serious interest 


and attention of the entire 
hardware distributing frater- 
nity. In our next issue we will 
endeavor to have further in- 
formation on this strange de- 
velopment. 


WPB’s CMP and 
Our Civilian 
Economy :— 


Elsewhere in this issue is a 
news report on the Controlled 
Materials’ Plan (CMP) a new 
WPB program to become effec- 
tive during the second quarter 
of 1943. Basically, it com- 
bines the priorities and alloca- 
tions principles with the allo- 
cation phase on the heavy end. 
The plan provides that OPA’s 
head Leon Henderson, as head 
also of WPB’s Division of 
Civilian Supply, will ration 
available materials for civilian 
production. This may falsely 
lead to the conclusion that 
some further relief for civilian 
économy is inherent in the 
CMP. Such is not the case, as 
Mr. Henderson has quickly 
and decisively stated. Taken 
literally, the OPA Administra- 
tor predicts a further and even 
more drastic restriction of 
civilian production. Civilian 
requirements get “what’s left” 
and reports suggest that there 
are not enough of most vital 
materials for war needs. The 


chief hope of the CMP is that 
it will facilitate movement of 
raw materials and production 
and avoid bottlenecks. If com- 
pletely successful, CMP might 
provide more materials for 
civilian needs than is now in- 
dicated. However, expect less 
and if that is wrong you will 
feel better than you will if you 
expect much and get less. 


Sim plicity in 
Report Forms:— 
With the help of a group of 


business men, government 
questionnaires are due for 
complete overhauling, stream- 
lining, simplification, etc. Few- 
er and easier questionnaires 
are expected. A special bureau 
of business men, picked from 
five national business organi- 
zations, will have the “yes or 
no” authority on such forms 
after January 1, 1943. Only 
report forms bearing the ap- 
proval of this bureau need be 
answered. In many respects 
this will be the most welcome 
news that can come from 
Washington as every business 
man, large or small, has been 
sadly irked, confused, annoyed 
and worse, day after day, by 
the complex report forms that 
come from the various alpha- 
betical government agencies 
all expressed in hard to under- 
stand terms. Hooray! 





Priorities!:— 


Even at this late date there are complaints that wholesale and 
retail hardware distributors are slack or indifferent in obtaining 
and using priorities for critical goods. It seems almost incredible 
that such a condition should exist after all that has been said 


on the subject. 


As merchandise becomes more scarce, you will 


definitely not be able to replace the goods you sell without proper 
priorities, and, without these ratings to pass along, you will be 
out of business on the lines affected. Manufacturers cannot ob- 
tain raw materials without adequate and proper priorities cover- 
ing the fabricated goods they have sold and they will be fully 
as “hard boiled” as their own sources of raw materials. Whole- 
salers and retailers must realize that there is nothing optional 


about this priority system. 
get the goods. 






It must be observed or you will not 





sett, 


Med 


fs 
oy 


a 





YY; 


Meee. 


eee 











28 


HARDWARE AGE 












NOVEMBER 26, 1942 


“Most recent conservative estimate of 1943 con- 
struction volume is'50% of 1942, the highest 
year in history. If this modest prediction is ful- 
filled, the building market in 1943 will be larger 
than 1939 and about equal to 1940. Projects will 
be those essential to war effort: factories, air- 
ports, housing and other facilities heeded by the 


armed forces and war workers.”’* 


There’s builders’ hardware in this 





war market, and you builders’ hardware 





*Quoted from a statement by the | 
F. W. Dodge Publishing Company. 


Your 1943 Customer...for Lockwood 


dealers are the men best qualified to write the 
specifications. Lines are limited — designs and 
material are strictly functional — profits are light 
— but the job is part of the biggest job this 
country has ever had, and that alone makes it 
worth doing well. 

You'll find Lockwood equipped and ready to 
serve your War Orders promptly ... and 
to assist you in interpreting the necessary 


paper work. Don’t hesitate to call on us. 


LOCKWOOD HARDWARE MFG. CO,, Fitchburg, Mass 


Division of Independent Lock Company 


PATRICIAN 


POLYFLEX 


MORTISE LOCK 


BOR-LOC 


CAPE COD 


UNIFAST SUPER CLOSER 


























General view of the 
housefurnishings de- 
partment. Tables are 
in front while lamps, 
cutlery and dinner- 
ware are in the 











The  firm..-éccupies 

the entire building ONFIDENCE in 

containing approxi- ‘“ ao san 

mately 45,000 sq. ft. the present and belief in the pos- 

of floor space. The sibilities of the future was never 

store front is thor- : é ; rs 

oughly modern in its better symbolized in Lansing, cap- bs 
design. ital city of Michigan, than re- 7 


cently, when the executives of the 
Schaberg-Dietrich Hardware Com- 
pany reached a decision to move : 
their business location. 

To the average citizen this 
might have been just another e 
“moving day” for a business firm, 
but to the members of the Scha- 
berg-Dietrich organization it was 
another “red letter” day in their 
history. It, no doubt, seemed even 
more impressive to them in view 
of the fact that the move came 
practically on the eve of their 
20th anniversary. 

It was back in 1923, just a few 
years after the first World War, 
that Sim R. Dietrich, then in the 
hardware business in Saginaw, 
Mich., looking ahead and inspired 1] 
by the steady and progressive é 
growth of Lansing, gave thought a 
to the possibilities of establish- 
ing a business in Michigan’s capi- 


tal city. As a result, he, with his 


aucsmet 
Peis 


aye 


five brothers, William, Martin, 
John, Walter and Robert, and Ar- 
thur, Alvin and Ernest Schaberg, 
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RRS 2 





A closeup of the 
dinnerware, glass- 
ware and appli- 
ance department. 
Sidewall fixtures 
feature a number 
of small items. 


























4 
3 formed the present firm of Scha- 
berg-Dietrich. 
n a The original store was located 
4 
s- ’ less than a block from the present: 
r new location. Intelligent advertis- 


ing and merchandising brought 
forth very tangible results, and the 
firm enjoyed a steady growth 
- : through the years up to 1933. At 
that time, although the nation was 
in the throes of an economic up- 
heaval, the business of Schaberg- 
Dietrich had expanded to such an 
extent that it found it necessary to 
seek new and larger quarters. 
; : Accordingly, the firm moved a 
7 A block toward the main intersection 
of Lansing’s business district, 
where they occupied three floors 
: and the basement of one of Lans- 
ing’s large store bu'ldings. 

It was at this time that foresight 
and confidence resulted in another 
2 decision which was to play an im- 
portant part in the growth of this 
firm. Installation of a wholesale 
industrial supplies department 
was the new move. In addition to 
a very comprehensive line of reg- 
ular hardware, the firm also added 
an improved and more extensive 
line of sporting goods, and broad- 
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Time and Post-War Business 
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Schaberg-Dietrich Hardware 
Co., Lansing, Mich., modeled 
on traffic-producing lines 


knew lay ahead. After some study 
and a survey of every possibility. 
it decided on its latest move. 

In the new location, purchased 


military conflagration in world 
history. Instead of a_retrench- 
ment policy, the firm began im- 
mediately to adjust themselves to 
the new conditions which they 


(Continued on page 34) 





The basement was the home of 
major appliances. The _ sporting 
goods department extends along 
the wall with individual displays 
grouped around pillars. Both pil- 
lars and rafters are of knotty wood. 


View of the paint de- 
partment with tools at 
the rear. Brushes and 
paint accessories are 
in the case at left. 

































Millions of hogs slaughtered on farms each 
year for the 30-year period (1910 to 1940) 
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Courtesy Morton Sale Co., 
Chicago, Ill. 





Home Butchering—a Direct Aid 
to the War Effort 


7. butchering 


by American farmers is a major, 
war-time, essential activity today. 
A shortage of meat products is 
seriously threatening this country 
and, with a probable acute short- 
age of meat, there may come ex- 
tremely high costs. It is vital that 
American farmers prepare as 
much meat products at home as is 
humanly possible. In doing so, 
they are helping to relieve the 
burden on both food processing 
facilities and available transpor- 
tation for such products. Home 
butchering assures American 
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Home butchering will relieve 
meat shortage, packing houses 
and transportation and it is en- 
couraged by the Government 


farmers of better food at greatly 
reduced cost and has not only the 
full blessings but very definitely 
the complete urging of Govern- 
ment officials. 

It is the patriotic duty of all 
stock-raising farmers to cooperate, 
and it is equally the obligation 
of all hardware merchants serving 
the rural areas to encourage more 
home butchering this winter sea- 





son. Most of the equipment need- 
ed for home butchering is avail- 
able today in retail hardware 
stocks, but in too few cases is this 
merchandise grouped together to 
emphasize its availability. 

The active market for selling 
home butchering equipment fol- 
lows closely the active Christmas 
gift merchandise season and en- 
ables hardware merchants to prof- 
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itably utilize what might otherwise 
by a relatively dull period in the 
selling year. 

Fa Early in June the Department 
of Agriculture estimated that the 
1942 spring pig crop was about 
62,000,000 head, representing 25 
per cent more than the previous 
year. It was also predicted by the 
Department that fall hog produc- 
tion in 1942 would be the larg- 
est on record with a pig crop of 
at least 43,500,000 head, repre- 
senting 22 per cent more than for 
1941 fall season. Add this to- 
gether and you have an estimated 
spring and fall crop of more than 
105,500,000 against 85,000,000 
for 1941, represeriting the first 
year in history that the United 
& States pig crop for a full year ex- 
ceeded the 100,000,000 head 


mark. Broadly speaking, farmers 
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never had more money to spend 
and fewer things available for 
them to purchase in the way of 
luxuries and even certain major 
home necessities. In normal times 
an estimated 70 per cent of Amer- 
ican farmers do their own butch- 
ering at home. Under the stress 


i 
¥ MECARBON. MIRROR poy 
. ___BLADps = 
é : secsdieestare - 
“Eanerprise” Kalves, 
Plates and 
‘ é 
5 
; 
é 
ee 
) my A two-page presentation offered to wholesalers by Enterprise Mfg. Co. of Philadelphia, Pa., showing many of the 
| items that can be sold farmers for home butchering activities—items common to every retail hardware store stock 


a but seldom grouped together to make an impressive departmental offering. In addition to these lines are curing 
4 salt, seasoning, meat pumps, knife sharpeners, thermometers, etc. 
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A timely display card 
on home butchering 
needs with Uncle Sam 
providing the patriotic 
motive. This card from 
Enterprise is part of a 
display set of four 
pieces, suitable for both 
window and interior 
displays of home butch- 
ering equipment. With 
this display set come 
suggestions for a table 
display and a window 
display plus ideas for 
building up the home 
butchering market. 
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Divided Display Centers Shoppers’ Attention 





Pickering’s, Cincinnati, Ohio, is able to show several types of gift 
items by dividing this long narrow window into several sections. 
The attention of shoppers is directed to featured items by showing 
them on the large show cards which make up the window's background. 


of rising meat prices, shortage of 
meat through commercial chan- 
nels and the urge of the Govern- 
ment to help relieve the pressure 
on commercial producers and 
transportation facilities, it is clear 
that this winter should be a huge 
season for home butchering. 

A check through the stock of 
an average hardware store will 
bring to light all the essential 
equipment needed to build up both 


a window display and an interior 
departmental or table display of 
home butchering equipment so 
that these various items shown 
together will encourage a com- 
pletely equipped home butchering 
setup for fa?mers. It is important 
that hardware dealers seeking this 
market combine the various items 
which comprise the line and thus 
make a showing that impresses 
the farmers of their communities. 





Under the present-day urge to 
conserve meat products processed 
by commercial plants, and to les- 
sen the strain on transportation. 
it will pay hardware dealers serv- 
ing the rural area to publicize the 
home butchering idea in newspa- 
per advertising, direct mail and 
by telephone, always emphasizing 
the complete service available of 
the various items required. 

Suitable display material is 
available from the Enterprise 
Manufacturing Company of Penn- 


sylvania, Philadelphia, Pa., and ' 


the Morton Salt Company, Chi- 
cago, Ill. The former company 
makes a wide line of sausage 
stuffers, meat grinders, etc., and 
the latter company produces cur- 
ing salt, meat pumps, seasoning, 
etc. 

Practically every farm publica- 
tion, every farm bureau, and at 
least once a week a radio talk by 
a Department of Agriculture off- 
cial emphasize the coming short- 
age of meat for civilian use so 
that the farm population should 
be thoroughly convinced that the 
meat situation is destined to be 
acute by mid-winter. Thus, the 
urge to increase home butchering 
on American farms is well estab- 
lished and a ready market with 
the money to spend awaits the 
aggressive hardware merchants 
who cater thoughtfully to this 
demand. 


New Store Geared for War-Time and Post-War Business 


recently, which formerly housed a 
large printing concern, the firm 
occupies four floors and the base- 
ment of this large business block, 
two floors of well arranged dis- 
plays, and two floors and the 
basement for storage and _ stock- 
room facilities. 

By well designed and carefully 
planned lighting arrangements, it 
has been able to make decided 
economies possible in lighting 
costs. 

In addition to operating eco- 
nomically and efficiently in its new 
location under ever-changing con- 
ditions, the firm has, by its latest 
move, established the business on 
a basis which will allow for expan- 
sion whenever conditions warrant 
in the post-war period. 
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(Continued from page 31) 
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Patriotic displays of this type are featured and changed frequently. 
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The furnace vacuum unit loaded on the truck and ready to 
go out on a job. Lyman Jeffords, center, with two employees. 


Makes Furnace Cleaning and Testing 


a Profitable War-Time Service 


The Jeffords Hardware Co. 


TL 
O a firm which had 


worked up an excellent furnace 
business, wartime restrictions 
seemed to throw up an almost in- 
surmountable obstacle to profit in 
this department. However, the 
Jeffords Hardware Co., Fort At- 
kinson, Wis., found a new way to 
keep its furnace and tin shop func- 
tioning and giving its two veteran 
tin shop employees steady work 
during wartime. 

One of the “ways out” was the 
purchase of a furnace vacuum 
cleaning outfit for $125 and going 
out after furnace cleaning jobs. 
The company advertised its new 
service in local newspapers and 
also put up two panel ad signs on 
its service and delivery truck. 
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also finds that it leads 


the way to extra business 


The result was a steady flow of 
orders. Within a few weeks the 
firm had done enough business on 
the new service to pay for the 
furnace vacuum cleaner. Business 
has been steady ever since and 
shows no sign of decline as yet 
after six months of operation. 


A Popular Plan 


Lyman Jeffords, owner, reports 
that he had no idea so many 
people would take to the furnace 
cleaning idea. The firm received 
many phone calls about the ser- 


vice, and acquaintances stopped 
Mr. Jeffords and his employees 
on the streets to ask questions. 

The Jeffords Hardware Co. 
charges $4.50 for an average fur- 
nace cleaning job where there are 
four hot air pipes and two cold air 
returns. These pipes are cleaned 
as well as the top and various 
other parts of the furnace, plus 
the smoke pipe. Such cleaning 
removes soot and dirt and actually 
saves fuel and promotes better 
heating. And, in this day of ra- 
tioning, the conservation of fuel 
is something the public can read- 
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ily understand is very important. 

Where furnaces have more than 
four hot air pipes and two cold 
air returns, etc., the charges are 
more. Mr. Jeffords says that jobs 
range from $4.50 to $11. When 
his men clean furnaces in this 
manner they often pick up many 
additional repairs such as new 
smoke pipes, collars, grates and 
the like. This vacuum cleaner 
service is an excellent means for 
getting data and selling repair 
service on furnaces. 

Cleaning of chimneys is not in- 
cluded in the plan. This is a sepa- 
rate step, with an additional 
charge. Mr. Jeffords tells his cus- 
tomers that it is a good idea to 
vacuum clean a furnace and pipes 
every two years at the most, be- 
cause of the cleanliness factor in 
addition to fuel conservation. 


Some home owners get the service 
every year. 

The Jeffords vacuum cleaning 
unit is not very large, but is very 
compact and has been found suit- 
able for any job thus far in the 
Fort Atkinson area. Mr. Jeffords 
says that some of these new units 
are available in various sections 
of the country and there are also 
quite a number of used outfits. He 
thinks such a vacuum cleaning 
service fits in wonderfully with a 
hardware store’s tin shop and 
should be a permanent part of the 
business. Half a dealer’s service 
calls include inspection of a fur- 
nace to discover worn parts and 
pipes, whereas the vacuum service 
provides for this same procedure, 
but on a paid basis. 

So well has this furnace vacuum 
cleaning service functioned in 





“Shoot Talk” Ads Get Results 














Hunting needs. 
sportsmen to serve you. 
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be found in Wisconsin. 
ged more than 350,000 








The Babcock Hardware, Oconomowoc, Wis., uses a different method in adver- 
tising to local hunters. Brief, informative paragraphs are to be found 
in the copy in addition to the firm’s suggestion that Babcock’s is the 
spot where the hunter will find everything to fill his needs. Here is 
one of the firm’s ads. The title “Shoot Talk” helps to tell the story. 
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Fort Atkinson, that Mr. Jeffords 
has also instituted an allied ser- 
vice, the testing of oil burners 
and furnaces. To do this work he 
bought a special tester—made of 
obtainable plastic materials—and 
it does excellent work (it is also 
obtainable he says). 

This tester will record the tem- 
perature of the stack, the draft, 
etc. The home owner who has this 
service for his burner will know if 
his heating unit is operating 
properly and most economically. 
The charge for such a test is only 
$2 and up. In many instances 
these oil burner tests result in re- 
placement of certain parts. 


Produce New Volume 


Thus the two furnace cleaning 
and testing services are doing a 
fine job for Mr. Jeffords. They 
give him new, profitable volume 
of business in the furnace depart- 
ment, keep him in constant touch 
with home owners, and also elimi- 
nate a lot of speculative, unpaid 
for service work. Under the pres- 
ent plan every home owner who 
wants his furnace checked will 
first order a vacuum cleaning or a 
test job, because the chances are 
almost 100 to 1 that his furnace 
will need it. 

The vacuum unit is light 
enough so that no one man can 
load and unload it if necessary. 
This is an important feature, for 
it means that no special truck is 
needed to transport it. The de- 
livery man can deliver the unit 
and service man early in the day 
and pick up later when the job is 
completed. 

A service of this type is avail- 
able on a year around basis, be- 
cause the job can be done in a 
couple of hours after a fire is al- 
lowed to go out. 

Oil burner testing can be done 
at any time, winter or summer, 
without letting the fire go out, so 
this service can be pushed hard 
during the winter to insure good 
performance. With fuel oil ration- 
ing here, the fuel oil user is 
doubly anxious this year to have 
his oil burning units at a high 
peak of operating efficiency, and 
thus Jeffords Hardware gets many 
calls for testing. 


HARDWARE AGE 











¥ 


REN ty 


SS 


Ryder Rotman 3 § 


1s 


ag 
y. 
ly 


es 


1g 
y 
1e 
1- 
id 


10 


ll 


= = —_ Ve 


Aree ap THe 


RAT Ne 


Fo 


Outdoor Clothing Department 
Helps Build Traffic and Sales 


i Douglas Hard- 


ware Co., Janesville, Wis., has 
enlarged its sporting goods de- 
partment during the past year 
by adding a section for hunting 
and outdoor clothes, with the re- 
sult that business on this line has 
increased considerably. Further- 
more, the firm has put in a large 
stock of men’s and women’s bowl- 
ing shoes, and these are getting 
a good demand. During the past 
summer, the store also opened a 
summer clothes department, in- 
cluding popular slack suits for 
men. 

Malcolm Douglas, owner, feels 
that with a large traffic in the first 
floor sports departmént, a line of 
clothes fits in very well and gets 
more sales from the same cus- 
tomers. 


Sales to Hunters 


Janesville is located in the cen- 
ter of a fine hunting area. For 
that reason the firm has a large 
sporting goods department. In the 
clothes section, mackinaws sell for 
$16.95, hunting jackets at $8.75, 
red hunting shirts at $5.95 and 
mittens at $2.49. Ski pants out- 
fits range from $1.95 to $37.50. 

The clothes stock and the hunt- 
ing supplies, etc., have been placed 
on the first floor of the store, near 
the front, because it has been 
found that men do not like to go 
to a higher floor. The hunting 
clothes are displayed as open 
stock. This has been found to be 
an excellent method, because the 
men like to touch the cloth and 
feel its texture. They also like to 
try on the hunting caps. 

More and more men, too, have 
taken to wearing of some of their 

(Continued on page 90) 
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The Douglas Hardware Co. 
finds additional profits 
in this non-priority line 





Visitors to the sporting goods department cannot fail to see this 
display of outdoor clothing which has brought the firm many sales. 





Here is the bowling shoes section. Ski pants are directly behind it. 
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Dinnerware Department Competes 


A. F. Roberts, Brattleboro, 
Vt, stock, inventoried at 


$5,000, attracts customers 
to this town of 10,000 


Vou rounded 


stocks, offered at the right prices, 
help the A. F. Roberts hardware 
store in the 10,000 population 
city of Brattleboro, Vt., attract the 
local trade in dinnerware, glass- 
ware, etc., and also that of other 
larger cities and towns. Because 
of the store’s fine stocks, complete 
dinnerware sets are rather fre- 
quently shipped to other nearby 
eastern states. In fact, shipments 
have been made to people in far 
away Arkansas and California. 
Interesting and effective store 


Sample displays of 
dinnerware, includ- 
ing dinner plate, 
cup and saucer and 
bread and butter 
plate are shown on 
this ledge. Pottery 
and other giftware 
items are featured 
upon the upper and 
lower shelves. 
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displays, monthly window dis- 
plays and newspaper and direct 
mail advertising help to remind 
the ladies of Roberts’ dinnerware 
and allied stocks. These merchan- 
dising methods are backed up by 
a stock of dinnerware, glassware, 
pottery, etc., inventoried the first 
of the year at about $5,000. 


Sample Displays Stressed 


Domestic dinnerware is shown 
in grades priced at $4.95 to $10 
for 32-piece sets and as high as 
$22 for a 53-piece set. English 
sets are sold at prices ranging 


from $10 for a 32-piece set to 
$31.25 for a 53-piece set. Space 
in the show room for the display 
of dinnerware is rather limited, so 
instead of showing one or two 
complete sets, sample displays are 
utilized for the exhibit of numer- 
ous patterns. The sample displays 
are shown along the display ledge 
in the form of dinner plate, bread 
and butter plate and cup and 
saucer. However, complete sets 
are included when window dis- 
plays are installed for the dinner- 
ware section. 

Back in 1906, the store en- 
tered the dinnerware and _glass- 
ware business with but 12 open 
stock patterns. Today, 30 differ- 
ent patterns are available to cus- 
tomers. At least four times a year 
the department’s displays are com- 
pletely rearranged, in order to 
keep it fresh in appearance, and 
minor changes are constantly be- 
ing made. Pottery is the one line 
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Town Stores 


Here's an available line. Feature it! 


in this section that retains its exact 
location at all times. In addition, 
it is fairly often given display 
window attention. Larger pottery 
vases are shown in sizes and qual- 
ities ranging from 50 cents to $2 
and are an active line as is also 
the case with stone pottery. 


Build Volume 


Display and varied stocks. 
newspaper and direct mail adver- 
tising all tie in to build dinner- 
ware and related lines volume for 
the store. Regarding competition, 
Mr. Roberts observes, “I rely on 
price values to meet competition 
from other towns of our size and 
larger. For example, a store in a 


a Sai 
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This section of the 
department is de- 
voted primarily to 
glassware and 
crystalware. Lamp 
shades and wall 
decorative pieces 
are also shown. 


nearby larger town carries practi- 
cally the same patterns as our 
store and sells them at about 15 
per cent higher, probably because 


of a higher overhead. And New 


Ain? Py K9 
tg ” 
Bey. 








York prices would be even higher 
in many stores. Considerable 
study is given to the demands of 
our trade which prefers soft deco- 
rations.” 


This end graduated 
shelf display shows 
pottery, glass items 
and an assortment of 
wooden novelties. 
This display faces 
the entrance of the 
store. Side table 
units feature candle 
sticks, glassware and 
a variety of other 
allied articles. 




























The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
successful ideas for publication. 
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Encourage Employees to Improve 


Their Selling Technique 


HE following letter was re- 
ceived from Club Member 
Wm. H. Bailey, of the Perth 
Amboy Hardware Co., Perth Am- 
boy, N. J. The idea suggested is 
certainly a worthy one, one that 
other employers might well follow. 

“This idea may be worthy of 
publication: 

“Whenever an employee of the 
Perth Amboy Hardware Co. is a 
prize winner in a “Selling Sen- 
tence” Contest of the HARDWARE 
AcE Retail Sales Idea Club, our 
president, R. D. Howell, pays us 
an equal amount. 

“This practice has created a lot 
of store employee interest and 
competition among the five em- 
ployees in the retail store who are 
members of the club. We feel that 
if other managers or proprietors 
would follow this practice, it 
would be very helpful to their 
business and encourage employees 
to do better selling.” 

The idea is indeed worthy of 
publication. Any idea that serves 
to stimulate people to added ef- 
fort and serves to make them more 
interested, more active and more 
efficient is decidedly worth while. 
This one has additional value due 
to the fact that it puts the em- 
ployee “on his own” and rewards 
him for his own individual effort. 

There are many high school 
and college graduates throughout 
the country who, during their un- 
dergraduate days, sat in class- 
rooms and were taught. Many of 
them did not learn, due, in all 
probability, to the fact that they 
did not study and 
apply _ themselves 
sufficiently but ex- 
pected their  in- 
structors to do the 


work for them during classes. 
Once they were thrown into the 
world of business they were forced 
to learn. It became a case of sink 
or swim. The knowledge we dig 
out for ourselves is the type of 
knowledge that sticks. It is re- 


membered and applied to advan- 
tage. 

When club members participate 
in contests they are obliged to do 
their own thinking and dig out 
their own knowledge and informa- 
tion. And it’s pretty certain that 
that knowledge is put to practical 
use and isn’t forgotten. Mr. 
Howell has given an added incen- 
tive to his employees and has put 
a cash premium on added effort. 





Winners of the October 
“Selling Sentence’ Contest 


Contestants in the October “Selling Sentence” 
Contest were required to build selling sentences 
about the following merchandise items: 


1—Milk Strainer 


4—Electric Toaster 


2—Window Ventilator 3—Ice Skates 
5—Bath Scale 


The Editors of HARDWARE AGE, acting as judges, 
have selected the following winners. First. prize 
awards of $2.00 each have been paid to these mem- 
bers for the best selling sentence in each merchan- 


dise group: 


WINDOW VENTILATOR 


FIRST PRIZE—$2.00 
Won by 


WM. H. BAILEY 


Perth Amboy Hardware Co., 
Perth° Amboy, N. J. 


“This ventilator will protect 
your curtains, draperies and floor 
because the linen cloth is of ex- 
ceptionally heavy quality and will 
keep out coal soot; dirt, rain and 





snow. It will let in plenty of fresh 
air but it will prevent drafts. To 
make this ventilator last a long 
time and give good service, the 
heavy steel frame has an enamel 





WM. H. BAILEY 
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finish to protect it from the ele- 
ments.” 
x * 


MILK STRAINER 


FIRST PRIZE—$2.00 
Won by 
JOSEPHINE DI MARCO 


Waite Hardware Co., 
Southbridge, Mass. 


“Here is a milk strainer that is 
large enough to take another pail 
of milk, before the first one has 
filtered through. This saves time 
when it is needed. The clamping 
device is simple to operate and 





JOSEPHINE DI MARCO 


holds the filter disk firmly in 
place. The strainer is made of 
heavy gage steel, is well retinned 
and will not rust for many years.” 


x * 


BATH SCALE 
FIRST PRIZE—$2.00 
Won by 
LEONARD NELSON 


West Side Hardware Co., 
Elgin, Ill. 


“This scale gives your accurate 


weight at a glance. You may stand 
anywhere on the platform and get 
the same correct weight each time. 








It is so perfectly balanced that it 
is equally accurate for children 
and for grown folks. The mag- 
nifying lens diai enables you to 
read the recorded weight with ease 
while standing on the scale: You 





LEONARD NELSON 


will like this feature. Here’s a 
scale that will always retain its ac- 
curacy for the frame is trussed for 
strength and durability. Keep a 
record of the weight of your fam- 
ily and you will be informed of 


their health.” 


* * 


ICE SKATES 


FIRST PRIZE—$2.00 
Won by 
DANIEL R. WOODBURY 


Waite Hardware Co., 
Southbridge, Mass. 
“This shoe skate will enable 
you to enjoy the outdoors to the 
fullest extent and for a long time, 





DANIEL R. WOODBURY 






You receive $1.00 for each idea 
considered worthy and accepted 
for publication. Watch these 
pages of successful ideas. 












































for it is built for hard wear. The 
heavy cowhide leather shoe is 
moisture-proof, while the extra 
supporting straps, the steel toe 
cap and the rawhide laces make it 
ideal for hockey. The steel run- 
ners and frame are of the best 
quality and workmanship. Boys 
like them.” 
x * 


ELECTRIC TOASTER 
FIRST PRIZE—$2.00 
Won by 
HELEN M. DOUGLAS 


W. H. Douglas Hardware, 
Commerce, Tex. 


“This streamlined, automatic 
toaster toasts both sides of two 





HELEN M. DOUGLAS 


pieces of bread at once. Set the 
timing lever for the shade of toast 
you want—light, medium or dark 
brown, put in the bread and the 
toaster does the rest. When the 
toast is done, the mechanism au- 
tomatically shuts off the electricity 
and raises the toast out of the 
toaster. No more burned toast for 
those who use this 
toaster. With care 
it will give many 
years of satisfac- 
tion.” 











Honorable Mention 


The judges award the rating of “Honorable Mention” and a payment 
of $1.00 to the following contestants whose entries, though not win- 
ning one of the major prizes, were considered worthy of publication: 


MILK STRAINER 


VIRGIL KRIEGSHAUSER, Pitts- 
field Hardware, Pittsfield, 
Il. 


“This milk strainer will handle 
the milk as fast as you can pour 
it in and will do an excellent job 
of straining at the same time. It 
is of large size and well designed. 
See the smooth finish. This is 
made possible by the heavy retin- 
ning which also makes it more acid 
resisting. It is easy to clean. It 
uses the regular strainer pads 
which you can purchase here or 
in almost any other hardware 


store.” 


* * 


WINDOW VENTILATOR 
HERBERT E. HARFST, Milo H. 


Walz Hardware, Jefferson 


City, Mo. 


“A window ventilator is a very 
healthful and necessary device to 
have in your home. This one is 
constructed so that it directs the 
fresh air coming through it to- 


ward the top of the room where 
the air is warmer. It also elimi- 
nates drafts. Rain and snow can- 
not come through this ventilator 
and it will fit any window because 
it is adjustable. It will last you 
for many years because it is made 
of metal and has a durable finish.” 


ICE SKATES 


RUSSELL R. MILLER, Porter's 
Hardware, Ogallala, Neb. 


“These ice skates are stream- 
lined, lightweight and will give 
you excellent service and lots of 
fun and exercise. You will enjoy 
easier and better skating with 
these skates, because they have the 
best tubular steel runners and 
solid steel sole supports. The cow- 
hide uppers are the best grade and 
the reinforced insteps and arch 
supports make for compiete skat- 
ing comfort. Notice also how the 
uppers lace high around your 
ankles, thus giving excellent ankle 
support.” 


YOU PAY NOTHING 
Any Retail Herdware Employee May Take Part 


Just Register—Paste Coupon on Penny Postal Card—Mail Today 














REGISTRATION FORM 
HARDWARE AGE ; 
Retail Sales Idea Club, 

100 E. 42nd Street, New York, N. Y. 


| hereby register for membership in the Hardware Age Retail Sales Idea 
Club. | am a reader of Hardware Age and would like to take part in the activ- 
ities of this club, as often as | can. 











Name . ee 4 . 
Firm il ie acl ee a 
City State 








| am submitting the following question or subject as worthy material for dis- 
cussion by this organization. 





BATH SCALES 


E. THURSTON, Thurston Hard- 
ware Co., Clifton Hill, Mo. 


“This bath scale is built for 
practical, everyday use. It will 
give the correct weight of mem- 
bers of your family and it is sen- 
sitive and accurate to the fraction 
of a pound. It occupies very 
little space on the floor, can be 
easily moved to other rooms and 
is always in working order. We 
have these scales in several colors 
to match the color scheme of your 
bathroom. Give it reasonable care 
and it will last many years.” 


ELECTRIC TOASTER 


RUSSELL R. MILLER, Porter's 
Hardware, Ogallala, Neb. 


“This toaster will toast two 
slices of bread at once on both 
sides. It will require no watching 
when you are busy getting other 
things ready for breakfast. You 
see it is automatic. You simply set 
the dial for light, medium or dark 
brown, and plug in the toaster. 
When the toast is browned to the 
proper degree the toaster auto- 
matically shuts off and up pops the 
toast. It is sturdily built and fin- 
ished in chrome plate.” 


Copy this form on a penny 
post card if more than one 
form is necessary. 


USE THIS 


FORM TO 
REGISTER 


HARDWARE AGE 

























ard- 


Mo. 


for 
will 
nem- 
sen- 
tion 
very 
1 be 
and 
We 
ylors 
your 
care 


er's 
2b. 

two 
oth 
Ling 
ther 
You 
’ set 
lark 
iter. 
the 
uto- 
the 
fin- 


nny 
one 


+, 











Reniactce DEALER LETTER [i 





How long 


does ammunition 
stay accurate ? 





DURING the last war, among the types of ammunition 
that Remington was asked to supply was regular .38 
Long Colt. 


At the close of hostilities, a surplus of:this was stored 
away in an arsenal and all but forgotten. Recently, 
however, the question arose: “Is this 25-year-old ammu- 
nition still accurate?” So we were sent a sample lot 
to test in our ballistics laboratory. 


The result? Even after 25 years, this ammunition 
was still accurate enough to pass the original accuracy 
tests it was subjected to when brand new! 


Here’s where you come in. . 


if you have any ammunition in stock —the older it 
gets, the more the question will arise: “Is it still accu- 
rate?’ And what you can say, and what we can say, is: 
Good ammunition — when stored under proper condi- 


tions—will keep its original accuracy almost indefinitely. 


Be sure to take good care of any ammunition you 
have on hand — and urge your customers to do so, too. 
It’s easy. Simply keep it in a cool, dry place. 

If it’s Remington, it’s right—and it'll stay right! 
Remington Arms Co., Inc., Bridgeport, Conn. 
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The Blind Man 
and the Wall 


An ancient Greek story starts like 
this: 


“A blind man leaned against a 
wall. ‘This is the boundary of the 
world,’ he said”... 


Now, would you believe that there 
are still some blind or near-sighted 
dealers in the hardware business 
who believe that strictly hardware 
items are the boundary of it? 


Fortunately, of course, most 
hardware dealers realize that busi- 
ness can be carried on — and hand- 
somely—without those strictly hard- 
ware items which are getting so 
scarce. They’re branching out into 
other kinds of stocks and services— 
wooden toys, wallpaper, novelty 
jewelry, stationery, pictures and 
picture framing—even candy! 

The truth of the matter is this: 
Wartime hardware business is 
bounded only by the ability of deal- 
ers to adapt themselves to today’s 
conditions. 








“What's a good shotgun for 
a weddin’?” 



































ALL SALES OF GOODS and 
commodities by Army and Navy stores, 
includ‘ng commissaries and_ ships’ 
stores ashore and Army canteens, post 
exchanges and ships’ service activities, 
were excluded Nov. 9 from price con- 
trol by OPA. Such sales had already 
been exempted from ceilings estab- 
lished by the General Maximum Price 
Regulation. Supplementary Order No. 
27, effective Nov. 14, broadened the 
exemption to exclude from price con- 
trol any items sold in service stores, 
regardless of any other existing or future 
price regulation or schedule. Opera- 
tions of Army and Navy stores are gov- 
erned by law and Army-Navy regula- 
tions, OPA said. They are not open to 
the public. Prices charged are generally 
lower than prevailing market prices and 
there is no danger that prices will get 
out of line. To subject these stores to 
price control, OPA added, would im- 
pose an unnecessary administrative task 
both upon the armed services and upon 
OPA. 

x * * 


ACCORDING TO INTERPRE- 
TATION NO. 1 of Order L-6, issued 
Nov. 7 by WPB, “domestic laundry 
equipment” means washing machines 
and ironing machines of the type de- 
signed and built for home use. Under 
the interpretation, production of such 
machines is prohibited regardless of the 
purpose for which some of them may 
be bought and used by commercial 
establishments, institutions or govern- 
mental agencies. 


x * * 


CONTINUATION OF THE 
STRICT CONTROL placed upon the 
use of copper in the manufacture of 
farm tractors and farm engine power 
units was announced Nov. 7 by WPB 
with the issuance of Order L-170-a. At 
the same time, Order L-26-c, which for- 
merly contained these controls, was re- 


voked. 
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By L. W. MOFFETT 
Washington Representative 
of Hardware Age 


x * * 


The new order is similar to L-26-c, 
except that it prohibits the use of cop- 
per or copper alloy in repair parts, w'th 
cortain exceptions, and permits such 
use for a few additional purposes. It 
provides that no producer shall manu- 
facture for sale, or receive from his 
supplier for resale, any copper prod- 
ucts or copper base alloy products to 
be used in the manufacture of farm 
tractors or engine power units or repa‘r 
parts therefore, other than for the fol- 
lowing general purposes (with appro- 
priate limitations) : 

Radiators; cooling control devices; 





























electrical equipment; bearings, bush- 
ing, thrust washers and similar parts; 
replacement parts, on certain condi- 
tions; carburetor parts; plating; gas- 
kets; uses as a minor alloying element; 
brazing material; powered copper; 
gages; fuel filter screens, fuel shut-off 
valves; priming cups; clutch facings 
and brake linings. 


x k * 
PRODUCTION of low pressure cast 


iron boilers built to use exclusively oil 
or exclusively gas for fuel has been 
prohibited by WPB in Order L-187. 
Production of other cast iron boilers is 
prohibited unless they are used for es- 
sential purposes. The order defines a 
low pressure cast iron boiler as one 
designed for hot water or steam heat- 
ing operated at a maximum working 
pressure of 15 lb. per sq. in. for steam, 
or 30 lb. per sq. in. for water. This 
type of boiler is widely used both for 
industrial and domestic heating plants. 

Boilers not using exclusively oil or 
exclusively gas for fuel can be produced 
only for specified military purposes, or 
for use in hospitals already constructed 
or to be constructed in the future. Both 
of these permitted uses are subject to 
authorization of the Director General 
for Operations on PD-704. Production 
of repair and replacement parts for any 
cast iron boiler is not restricted by the 
action. 

x * & 


JOHN A. HURLEY, formerly chief 
of the WPB Consumers’ Durable Goods 
Branch, has been appointed vice chair- 
man of the Standard Products Com- 
mittee. Succeeding Mr. Hurley as head 
of the Consumers’ Durable Goods 
Branch is Dudley P. Felt, Cleveland. 
Mr. Felt is a partner of Robert Heller 
& Associates, Inc., management engi- 
neers, Cleveland. Mr. Hurley’s home is 
in St. Joseph, Mich., where he is gen- 
eral sales manager of the Nineteen 
Hundred Corp. 
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Late December—Floor Coverings 
and Dairy Supplies Are Good 


8 these days of prior- 
ities and shortages, many hard- 
ware dealers are diversifying their 
stocks and adding new lines. One 
tried and proven volume-produc- 
ing line is floor coverings. People 
are occupying new homes in many 
sections of the country, largely as 
a result of the expansion of war 
industries and the need for more 
workers. Floor coverings are es- 
sential to these people and they 
offer the dealer an opportunity 
for added sales. 


Floor coverings are best shown 
and. sold when they are featured 
in a special department. Space is 
needed for the proper display of 


such a line. Prospective custom- 
ers who are contemplating the 
purchase of a floor covering should 
not be distracted by other cus- 
tomers coming and going. _Many 
firms handling the line locate the 
department in the rear of the 
store, in the basement or on the 
second floor. Many of them who 
maintain separate floor covering 
departments also show several 
rolls of material on the main floor 
indicating, in a way, what may 
be found in the department itself. 


The window display, shown on 
this page, features rolls of floor 
covering, mats and rugs as well 
as numerous accessories. Care 


should be taken in arranging such 
a display to show the most popu- 
lar patterns and to make sure that 
a considerable range of designs 
is shown. 

This department should be at- 
tractive in appearance and chairs 
should be provided for the cus- 
tomers in order that they be com- 
fortable when samples are being 
shown. A comfortable customer 
frequently means a sale half made. 


Dairy Supplies 
The equipment used in produc- 
ing and handling milk is more 
important than ever before. It is 
being replaced from time to time 
and, for this reason, is an excel- 


HARDWARE AGE Original Window Display IDEAS 
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FLOOR COVERING WINDOW 
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MERCHANDISE—Roll linoleum samples, linoleum varnish, floor wax—paste and liquid, 
samples of small rugs or linoleum mats, cocoa door mats, paste spreader, cement, linoleum 
bindings, rubber door mats, samples of inlay linoleum, samples of tile type of floor 


covering. 


BACKGROUND—Center panel of dark blue corrugated board or painted wallboard. 


Side panels of light blue material. 
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Cut-cut letters of yellow corrugated board. 


45 


























EQUIPMENT 








ror DAIRY ano BARN 























MILKING MACHINES 








( >) 






































U 


Ba 


CREAM SEPARATORS 
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DAIRY SUPPLIES WINDOW 


MERCHANDISE—Cream separators, glass churns, cow stanchions, setting can, milk 
cans, milk pails, milking stools, tie chains, dairy cleaner. cow anti-kicks, dairy and bottle 
brushes, milk strainers, dairy thermometers, filter discs, bottle caps, calf weaners, water 


bowls. 


BACKGROUND—Center panel of buff-colored corrugated board or painted wallboard. 


Cut-out letters of dark blue. 


lent line to feature in window dis- 
plays from time to time. Milk 
producers must have the necessary 
equipment and the hardware deal- 
er should do his utmost to keep 
it before them. 

Many doctors will be absent 
with the armed services during 
the coming winter and the prob- 


Display Space Pledged 
to Uncle Sam 
AILEY-MILAM, INC., 


Fla., has pledged this window 
space te Uncle Sam for the duration. 
The window will be trimmed with 
displays designed to further the war 
effort. It will be changed twice a 
month. This trim urges the passer- 
by to invest more of his income in 
War Bonds. Display manager Robert 
Gatliff installed this trim and is in 
charge of other display promotions 
for the store. 


One of Railey-Milam’s windows 
devoted to the war effort. 


Miami, 


lem of children’s health will be a 
matter of vital importance. The 
children must have milk and the 
dairies must furnish it to them. 
Consequently, they should be re- 
minded of their needs from time 
to time. 

Filter disks can be shown to 
decided advantage in mass dis- 


Side panels of light blue with dark blue cut-out letters. 


plays. And don’t forget to show 
some of the heavier type of equip- 
ment for the barn, such as stan- 
chions, cow stalls and water 
bowls. The suggested window dis- 
play on this page will serve to 
remind the dealer of many items 
in this line that are well worth 
featuring at this time. 


HARDWARE AGE 








Sell the New Fast Moving 


Gard 


IMPORTANT! 


Stock available! Order now for 
Jan. Delivery. Don’t delay or you 
may be too late! 





8 Tools in One! 


Md 
YW The ALLINWON is a sensationally new, handy, easy-to-work-with 
tool for the home gardener . . . a needed accessory to his other 
gardening tools . . . and a double-quick profit item for you. 

It’s eight tools all in one! With a turn of the wrist it becomes 
a rake, a hoe, a broadhoe, cultivator, shovel, weed-digger, lawn- 
edger and V-point hoe! A tool for every need. 

It’s carefully heat-treated, edges are ground and sharpened, 
handle is sturdy and thick, well constructed, 48” long, 6”x11” 
steel head. The ratchet works freely and easily yet holds firm 
when locked in any position. 

Get ready now for spring business—be the first in your com- 
munity to sell the ALLINWON, there are quick, easy profits to 
be made. Act promptly and order now for January delivery—three 
dozen make shipping weight. 


With the ALLINWON there’s Manufactured by 


bli st eal 
with the cld-fesioasd “om D. E. SANFORD COMPANY 
full of tools” ... there’s no 1049 SOUTH HILL STREET LOS ANGELES, CALIFORNIA 


stooping down to pick up other REPRESENTATIVES: S. J. Williams, 220 Fifth Avenue, New York City, N. Y.; John S. Martin, 
95 Rosalind St., Rochester, N. Y.; Frank McMorrow, 495 Hippodrome Building Annex, Cleveland, 

tools . . . for the ALLINWON Ohio; T. J. Riley, 521 Bank Building, Detroit, Mich,; Jules J. Dreyfuss, 1414 N. W. Seventh 
: Ave., Miami, Florida; Ted Swartzbaugh, 1498 Merchandise Mart, Chicago, I1!.; Lee Rosenberg, 

does every job. 5240 Sheridan Road, Chicago, Il.; Lou Gershon, Ridge Building, Kansas City, Missouri. 
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V-POINT HOE BROAD-HOE SHOVEL LAWN EDGER WEED-DIGGER CULTIVATOR 
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A, unusually attrac- 


tive and interesting second-floor 
display room helps Westport 
Hardware Co., Westport, Conn.., 
do a good volume in linoleum. 
Although other grades of smooth 
surface floor covering are stocked, 
98 per cent of the sales are in 
linoleum and mostly for installa- 
tion by the store’s four linoleum 
mechanics. A few rolls are dis- 
played on the main floor, the 
Stairway leading to the second 
floor linoleum display room is 
a display in itself and there 
is a 12 by 35-ft. room on the sec- 
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A corner of the display room showing the easel display stand featuring 
broadloom samples. Note yard square insets and rolls along the walls. 


Three-Fold Display Helps 
Increase Linoleum Volume 


Special room, stairway 
and first floor aid in 
building sales for the 
Westport Hardware Co. 


ond floor which is given over to 
the floor covering department. 
The stairway display consists 
of different shades of solid color 
linoleum on each tread and riser, 
going from reds to browns, greens 
to yellows, etc. A wide range of 
shades in several primary color 
groups is shown by means of this 


unique method. Bright metal 
strips on the edge of the risers 
and treads add to the attractive 
and unusual appearance of the 
staircase display. The second floor 
display room floor is, of course, 
covered with linoleum. There are 
yard square insets of various at- 
tractive patterns and colors and 
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NOW IS THE TIME TO 


WARM MORNING 
coal heaters are march- 
ing off to war with the 
cream of America’s 
youth. Many thousands 
of them are helping to . 
keep warm and protect 
the health of our boys in 
Army Camps through- 
out the nation. 





Help Customers Get Full Service 


from Their Old Heaters 


Right now, more than ever before, it is our patriotic duty 
to conserve and take care of the things we have. This espe- 
cially applies to stoves and heaters. So help your customers 
prolong the service of their heaters ... keep them in repair 
... keep them going for the duration! 

Replacement parts for WARM MORNING Coal Heaters 
are readily available ... shipment can be made promptly. 
Many times a few new parts and repairs will make a heater 
almost as good as new. This means fuel economy, too. 

Helpful repair service by the dealer not only maintains his 
owh and the manufacturer’s reputation with heater owners, 
but also contributes to the conservation program. There is 
worthwhile profit, too, for the dealer who makes the most of 
this repair and maintenance business. And when the war is 
over, he is the dealer who is going to get the new stove business! 

During the emergency... while we are exerting all our 
efforts in making WARM MORNING Heaters for our 
soldiers in Army Camps...help “keep the home fires 
burning”... keep your customers’ heaters in good repair. 

When military requirements are filled, WARM MORN- 
ING Heaters will be back in civilian life for you to sell to a 
public which already knows, and will not forget, their out- 
standing merits. We at home can afford temporarily to sac- 
rifice the comforts of a new WARM MORNING Heater 
while it is giving comfort and warmth to a soldier! 
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Coal Heater 
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Acclaimed for Distinguished Service in 
the Nation’s Homes and Army Camps. 
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other sections of the floor are 
covered within inlaid jobs ex- 
ecuted by the store’s linoleum 
mechanics. Along the walls are 
rolls of figured and solid color 
numbers. 

\ unique feature of the second 
floor display room is a circular 
counter surrounding a pillar. The 
side of the table is comprised of 
short rolls of a variety of patterns 
and colors. The top, on which are 
kept catalogs and decoration 
hooks of three different linoleum 
manufacturers whose lines are 
handled. is covered with inlaid 
linoleum of different patterns to 
illustrate some of the counter and 
table top effects that can“be ob- 
tained. Grades of smooth surface 
goods used to cover walls and 
ceilings are also shown in_ this 
room. together with manufac- 
turers display material. About 
80 patterns are displayed in the 
room, and the floor includes sev- 
eral unusual inlay designs con- 
ceived and executed by the four 
linoleum mechanics. 

In addition to displaying 
smooth surface floor covering ma- 
terials in this room, there is a 
sample display of broadloom yard 
goods. The sale of broadloom 
goods is entirely from the sample 
display which is located in the 
center of a section with insets of 
different patterns, qualities and 
grades of linoleum. These are 
displayed on an easel type fixture 
and sell at an average of $6.00 
per yard. 
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This circular counter 
around a pillar makes 
a table for showing 
insets of table and 
wall covering grades 
of smooth surfaced 
goods and for manu- 
facturers’ catalogs. 
The side is made of 
short rolls of yard 
goods. And it gets 
customers’ attention. 


Most linoleum sales are made at 
from $2.50 to $3.00 per square 
yard, including installation. Wher- 
ever possible, the _ installation 
price is quoted to the customer 
right in the store. This, of course, 
is practical only when the cus- 
tomer brings in a sketch showing 
the room for which the linoleum 





is intended and providing the area 
involved is square or rectangular, 
without jogs, etc., to complicate 
estimating. 

Cold canvassing is not necessary 
since the firm has been a big 
operator in this field for the past 
10 years as a result of which con- 
tractors know the store. Upon 
receipt of a really good lead, the 
store will follow through. E. L. 
Greenberg, who manages the 
store. says. “We advise customers 
as to what designs to use. My own 
kitchen walls have wall linoleum 
as have two baths and an extra 
lavatory. Interested prospects for 
wall covering are shown these 
rooms.” 

Of late, an extra profit has been 
enjoyed by the store in the sale 
of sample pieces left over from 
previous jobs. These are installed 
in homes of owners liking the idea 
of unique patterns in the form 
of inlay jobs. Thus, remnants 
which would simply be carried at 
a loss provide almost clear profit 
on the material, together, of 
course. with profit accruing on 
labor. 


Display Boosts Weather Strip Sales 


NALES of weather strip and re- 
lated goods were stimulated by 
this display which is installed early 
each fall by Wolff & Watt, Inc., Wil- 
mette, Ll. 

A rack across the back of the 
table holds and displays a wide vari- 
ety of weather strip. Sales are made 
from this stock and this saves con- 
siderable time for salesmen and cus- 


oa 


tomers. Unusually long strips of 
weather strip cannot be displayed in 
the store because it is so hard to 
handle. This rack solves the prob- 
lem for this company. The top of 
the table is used to show weathe 
strip in rolls and packages. Mass 
or quantity showing of the popular 
selling packages are set up wherever 
it is practicable. 





This display served to remind people that they needed weather strip. 
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Christmas Bonus for Hardware Stores’... 





; 


It’s the extra business you'll get by featuring the timely 


Gold Seal Congoleum “AMERICANA” RUG hanes 


The “Americana” Rug has already 
proved its “pulling power” in thou- 
sands of stores across the nation. 

This colorful Gold Seal Rug de- 
picts the glorious traditions and in- 
stitutions of American history for 
which we are now fighting. 

Timely and patriotic—the “Amer- 
icana” Rug will be one of the big 
gift items of this Christmas season. 
Feature it in your window and floor 


CONGOLEUM-NAIRN INC....QKEARNY, 
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displays. Let it bring you 
a bonus in Christmas busi- 
ness — see how it attracts 
people to your store — 
opens the way for the sale 
of other merchandise! 
Are you following this new trend 
in hardware merchandising? 
You already sell hundreds of items 
to home-owners. Why not do as many 
hardware dealers have done this year? 





Take advantage of your 
strategic position — make 
extra profits with Gold Seal 
Congoleum Rugs and By- 
the-Yard. It’s America’s 
“Fastest-selling Floor-Cov- 
ering”—and a natural for you. 

Only a moderate stock is required, 
and you get prompt service from near- 
by distributors. 

Write Congoleum-Nairn now! 


NEW JERSEY... 
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The Rationing of New Farm Machinery 


eS of farm equipment will have 
less farm machinery to distribute next year. 
Repair parts will be produced at 130 per cent of 


the 1940-41 average. 


Quotas on other equip- 


ment items range from 15 to 75 per cent of the 


two-year average. 


9 


By FRED B. NORTHRUP* 


Assistant Chief, 
Agricultural Adjustment Agency 


_ * men who help 


to supply the farmer with his 
work tools are going to have 
less farm equipment to dis- 
tribute next year than you had 
this year. And the equipment 
that you can obtain for dis- 
tribution will have to do a 
harder job. It will have to go 
where it will definitely help pro- 
duce more crops, do double or 
triple duty, and also help farm- 
ers overcome a growing labor 
shortage. 

The time has come when all 
of us must go on a total war 
footing — farmers, distributors, 
government workers, industrial 
workers, and manufacturers. In 
everything that we do we must 
ask, “How will this contribute 
to winning the war?” When we 
apply this rule to farm equip- 
ment, we must ask, “Where will 
our limited supply of new goods 
do the most good?” The answer 
is obviously, “In the production 
of the crops we need to win the 
war.” And rationing is the only 


* An address delivered before the 
National Wholesale Hardware As- 
sociation at the joint convention 
of that organization and the Amer- 
ican Hardware Manufacturers As- 
sociation, Chicago, IIl., Oct. 21, 
1942. 
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way to make sure that this 
equipment gets to the man who 
needs it most. 

Rationing is necessary and 
democratic. Rationing makes it 
impossible for a man _ who 
doesn’t need machinery to buy 
it and keep someone who needs 
it from getting it. It is more 
than an escape for the dealer 
or wholesaler who hesitates to 
judge who of many customers 
may have a particular machine 
or tool. It puts the basis en- 
tirely on needs. In the long run, 
it benefits everyone, including 
those who may seem to sacrifice 
the most under rationing. 


The Only Answer 


Rationing is the only answer 
to haphazard delivery and sales 
of farm machinery. Farm ma- 
chinery must go only into the 
areas and to those farmers 
where it will produce for Vic- 
tory. If it does not, food pro- 
duction will slow down; and in- 
dustrial production here and in 
the other United Nations will 
soon follow suit. 

We have temporary rationing 
of new equipment now, and we 
shall soon have permanent ra- 
tioning. As you know, only the 
larger, more complex items are 
rationed. Many of the items you 





FRED B. NORTHRUP 


sell are under production 
quotas, but are not on the ra- 
tioned list. 

I may tell you that we have 
not made preparations for the 
rationing of used farm equip- 
ment. Rationing may offer the 
only means of stopping hoard- 
ing, over-pricing, and specula- 
tion in used equipment. 

One of the major problems in 
rationing is who shall do it. 
Fortunately, for agriculture and 
for the farm machinery people, 
we now have operating in every 
agricultural county in the coun- 
try a Triple-A committee and a 
USDA War Board. The chair- 
man of the Triple-A county 
committee is chairman of the 
War Board. He is a farmer who 
has been democratically elected 
by his neighbors to administer 
the Triple-A program in the 
county. He has the confidence 
of the farmers in the county, 
and he knows their problems. 
This is the man who is chair- 
man of the county machinery 
rationing committee. He, and 
the other members of the War 
Board, who are the representa- 
tives of the various‘ action 
agencies of the Department of 
Agriculture, have appointed two 
other farmer-members and their 
alternates to the rationing com- 
mittee. The committee, there- 
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Illustration from Thermos 
advertisement in November 
23rd issue of TIME 
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* They know they can depend on Thermos Tuermos advertising continues to assure 


brand Vacuum Bottles to keep hot things hot America’s working men and women of continued 


Sa oh 


and appetizing ...and cold things cold and re- quality and dependability in vacuum products 





freshing. ..on the job as in the home. bearing the famous trade-mark “Thermos.” 


THE AMERICAN THERMOS BOTTLE COMPANY, NORWICH, CONNECTICUT : 





Thermos Bottle Co Ltd ifolae 


Thermos Limited, London 
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fore, will be a farmer-committee 
headed by a man who has had a 
lot of experience in working 
with and for his neighbors. 

The State USDA War Board 
is in charge of the rationing at 
the State level. Fred S. Wal- 
lace, Special War Board Assis- 
tant to the Secretary, is heading 
up the program at the national 
level. Any person who is denied 
a purchase certificate by the 
county rationing committee can 
appeal to the State War Board, 
and then, through the Special 
War Board Assistant, can ap- 
peal to the Secretary of Agri- 
culture. The heart of this pro- 
gram is the county rationing 
committee. 

The retail dealers, who are 
your local representatives, know 
the chairman and members of 
the War Board in their county. 
They have worked with them. 
The dealers did a swell job in 
cooperation with the War Boards 
on the farm machinery repair 
campaign last year. 


No Advance Report 


As you know, the temporary 
rationing order went out fast. 
There was no time to report to 
you in advance what the order 
was to be like. Perhaps that 
was the best way. I know that 
it hit business groups pretty 
hard, but it hit us about as 
hard. We had to get the thing 
rolling in a matter of hours. We 
were indeed grateful for the 
wholehearted cooperation which 
manufacturers, wholesalers, and 
dealers gave us in getting the 
word out throughout the coun- 
try. 

The repair campaign is going 
to play a major part in getting 
the farm production that we 
need. Repair parts are going to 
be a large share of the dealer’s 
business during this war. I 
know that in the past the deal- 
ers have concentrated on new 
machinery. But now they are 
going to do a big parts and re- 
pair business and a relatively 
small new machinery business. 

The prospect for the number 
of repair parts next year is 
good. With the limited amount 
of steel that is available it is 
generally agreed that an ample 
supply of repairs must be pro- 
vided first and that the sacrifices 
be made on new machinery. 
There will be no rationing of 
spare parts to individual farm- 
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ers. Steel will be allocated in 
sufficient quantity to produce 
about the same amount of parts 
as was produced this year. 
There will, therefore, probably 
be enough parts to justify a real 
repair campaign this winter, al- 
though it is unlikely that there 
will be as many parts on hand 
in dealers and wholesalers in- 
ventories as there were a year 
ago. 

It occurs to me that such a 
campaign might be good busi- 
ness. By getting farmers to 
come in for their parts early, 
you and your dealers will be 
able to serve farmers better. If, 
however, farmers in your trade 
area do their repairing late, and 
they are unable to get the re- 
placements for every part they 
need, the nation will suffer. By 
joining in early repair cam- 
paigns, you will be doing farm- 
ers and the country a great ser- 
vice. 

We look upon the wholesale 
hardware dealers as the bases 
from which dealers will draw 
for local repair work. You'll 
probably put more into the ser- 
vicing of dealers than the vol- 
ume of business might justify. 
This is a time when service may 
earn more deferred dividends of 
good will than immediate profit. 


The farmer’s job is, frankly, 
going to be even harder than 
many of yours. He must produce 
more—but with less machinery, 
less labor, less fertilizer and 
less of many other things. He 
is going to have to work harder 
than ever before, and face more 
problems. The labor shortage 
is going to cause him a lot of 
sleepless nights. In fact, before 
very long, we may see a labor 
program that in effect will con- 
stitute rationing of farm labor. 
His crop has to be planted, cul- 
tivated and harvested at par- 
ticular times. If he doesn’t get 
it in, he has lost a year’s money 
and labor. Machinery breaking 
down during the harvest season 
may result in serious loss. 


Needed in War Effort 


The men who are setting up 
the permanent rationing sys- 
tems have your interests in 
mind. You are needed in the 
war effort, and you must be 
given the opportunity to do the 
best possible job under the cir- 
cumstances. 

Here is some information you 
may have been waiting to hear. 
The War Production Board has 


(Continued on page 94) 





Puts Tools in Christmas Spotlight 





This holiday window brought out the gift possibilities of tools which 
should not be neglected in the hardware store at Christmas time. J. B. 
Kozak developed this display for Babcock, Hinds & Underwood, Inc., Bing- 
hamton, N. Y. The background was covered with starred decorative paper. 
A holly wreath was placed in the center while other springs of holly. 
scattered throughout the window added the holiday touch. Celotex board 
was used for the large circle panel shown in the center of the window. 
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Tool users all over the 
country are responding to Disston adver- 
tising in THE SATURDAY EVENING 
POST and leading homecraft magazines— 
and are calling on hardware dealers for a free 
copy of the Disston Saw, Tool and File Manual. 
The Disston Manual is a practical book ged HE gerstan® aig 
which they will deep and use regularly. It is a = singe gs of We 
buying guide that will make future saw and > Fice ant 
tool sales for you. It’s a valuable good will 
builder—and a means of mene customers 
into your store now! 

If you do not have a good supply of the 
manuals on hand, use the coupon below 
and ORDER NOW! With the free offer of 
this Manual you ate cooperating in the 
widely successful, government-approved 
Disston Conservation Control Plan, in 
nationwide use now, saving essential tools 
and materials for greater war production. 
Remember this statement in the Disston 
Manual, from the Bureau of Industrial Con- 
servation, War Production Board: ‘““TOOLS 
ARE WEAPONS. CONSERVE THEM. USE 
THEM PROPERLY TO AVOID BREAK- 
AGE AND THE WASTE OF MATERIALS 
NEEDED TO WIN THIS WAR.” 















SAW, TOOL AND FILE 











HENRY DISSTON & SONS, INC. 


1154 Tacony, Philadelphia, Pa., U.S.A. a. re a ee 
j DISSTON Conservatio: 
’ 
U HENRY DISSTON & SONS, INC., 
Now an 1154 Tacony, Philadelphia, Pa., U. S. A. 
$4 } Q) 4 Please enter our order for __._ = (only) Disston Conservation Kits ($1.00 in currency 


ay 3 or check enclosed for each Kit ordered). Kit consists of Display Card and 100 copies of the Disston 
qa Saw, Tool and File Manual, imprinted with our name and address (three lines only). 


ae h 
att rae ail 1 0 Ship Complete Kit prepaid to the following address: 
wa ——— 


Street 


City 


Attn: ; 














Iron and Steel Regulation M-126 


N ANALYSIS of the regulation and an out- 
line of the way it operates together with 
answers to some of the important questions it 
has raised since its adoption. 


aia business of 


curtailment orders — conserva- 
tion orders—is a peculiar busi- 
ness. We all know what they 
are written for—what they are 
attempting to accomplish; and 
they do accomplish a _ great 
deal; and we all know that they 
have their weaknesses and that 
our working with them is just a 
matter of experience. They sort 
of build themselves up out of 
nothing in the beginning, and 
attempt to do something, and I 
would like to tell you specifi- 
cally what M-126 is attempting 
to do and why it is still with us 
and why I am afraid it is going 
to be even healthier in the fu- 
ture. 

It seems that we have plenty 
of steel. Then why do we have 
an order like M-126 to simply 
bother everybody? But you have 
just heard that we haven’t 
enough steel; you know per- 
fectly well that we haven’t 
enough steel; and I don’t be- 
lieve any of us knows how much 
enough is. I have been speci- 
fically asked a good many times 
—and perhaps you gentlemen 
would like to ask me: “How 
much steel has M-126 saved?” 
When we realize that no mat- 
ter how much it has saved, it 
isn’t nearly enough, the ques- 
tion becomes academic. I don’t 
know how much steel it has 
saved. It is simply not enough. 
We have got to be realistic 
about this thing, and you must 
realize that we down there in 


*An address before the American 
Hardware Manufacturers Associa- 
tion at the joint convention of that 
organization and the National 
Wholesale Hardware Association, 
Chicago, Ill., Oct. 20, 1942. 
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By HENRY T. BOURNE* 
Acting Chief, 
Appeals Branch, 
War Production Board 


HENRY T. BOURNE 


Washington that have to do 
with M-126 are not trying to 
make it easier. We are trying 
to make it harder all the time, 
because we have to. And so 
the future of M-126, as I say, I 
think will be a very healthy one. 
It is actually in the process of 
amendment now, which may 
make it substantially more re- 
strictive than it has been here- 
tofore. 


Regul:tion Essential 


It is a very, very necessary 
thing. It is just an instrument 
and a tool. It is a crude thing. 
All conservation orders are 
crude. They have to be. We 
started with nothing. We 
started with a perfectly new 
concept of controlled economy, 
and all we know is that we have 
just got to stop manufacturing 
non-essential products, if they 
contain critical materials, and 
steel is critical and iron is criti- 
cal. So from time to time it 
will become more and more evi- 
dent to us that certain things 
are non-essential or relatively 


non-essential and as a result we 
will have to put their names on 
the restrictive list. 

The Appeals Branch is a 
rather new development. To- 
day, with the recent reorganiza- 
tion of the Bureau of Priorities 
to what is now called the Bu- 
reau of Priorities Control, the 
Board has been taken away 
from the Appeals Branch, which 
is a very good move and is at- 
tached direct to the Office of the 
Director General in charge of 
the Bureau of Priorities Con- 
trol. The Appeals Branch is 
the operating unit which pre- 
pares cases, issues interpreta- 
tions and comes to conclusions 
as to whether an appeal is 
necessary and if it is neces- 
sary, presents the facts in as 
nearly an objective manner as 
possible to the board. 

The Appeals Branch of the 
Appeals Board, is, for this 
Army, the Base Hospital. It is 
our job to examine the situa- 
tion as it affects the individual 
who has been so badly struck 
by one of these orders — and 
they include a good many more 
than M-126—and examine the 
situation to see, if possible, by 
relaxing the order, which is 
recognized as correct, we can’t 
even be more correct as far as 
the individual is concerned. 

We recognize, and hope that 
you will recognize, that the de- 
nial of the appeal is simply a 
reaffirmation of the order. The 
order, until proven otherwise, 
is assumed to be correctly writ- 
ten, and of course it is subject 
to amendment, and often is 
amended, but we look at the 
appeal to see if possible by 
granting that appeal, we can do 

(Continued on page 9%) 
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..says Cap’n Mark! 


“Wear it out... use it up .. . make it do! That was the 
everyday habit of the folks ‘down East’ when I was sailin’ 
out of Massachusetts Bay,” says Cap‘n Mark. “And it's still 
a good rule to follow when it comes to usin’ rope— 
‘specially now when war in the Pacific makes good Manila 
fibre hard to get, and the Government has earmarked all 
the Manila cordage on hand for the Navy and Army.” 
Don't let neglect or carelessness of any kind shorten the 
life of your rope. Never throw away a length that can 
be salvaged for any sort of use. And keep your 
weather eye liftin’ for signs of wear or abuse. A 
regular routine of rope inspection is the best insur- 
ance you can have that your rope.and that of your 
customers will last for the duration. Send for a free 
copy of Cap’n Mark’s booklet on rope conservation. 
It also shows the insignia of the Army, Navy and 
Marines. 


@ This is No. 5 in a series of advertisements offering sugges- 
tions on ways to get maximum service from Manila Rope now 
in use. The same suggestions apply to ropes made of any 
fibre. Follow them closely. Save rope and fibre for Uncle Sam. 


Columbian Rope is made from the finest 
fibre. Give it the care it deserves. 


COLUMBIAN ROPE COMPANY, AUBURN, ‘The Cordage City,” N. Y. 


NOVEMBER 26, 1942 

















HERE are materials on wholesalers’ shelves 

that are only important because of the use 
that can be made of them in their present form. 
If there is no prospect of their moving, it would 
be better to divert them to war purposes. This 
can only be done by a tremendous effort to limit 
stocks within the inventories prescribed by the 


L-63 Order. 


By DEAN C. GALLAGHER* 
Chief, 
Emergency Rating Branch, 
War Production, Board 


in maintenance 


and repair problem automati- 
cally divides industry into four 
major classes. One class is the 
Class One Producers under the 
Production Requirements Plan; 
all of those persons or firms 
who use metals to fabricate 
their finished product. 

Secondly, those industries 
whe do not need priority assis- 
tance to attain their raw mate- 
rials. 

Third, service industries and, 
fourth, services and establish- 
ments above the level of the dis- 
tributors, including the domes- 
tic household and others. 

Let’s look and see what we 
have available for those various 
classes of industries under the 
maintenance and repair prob- 
lems. Of course, under the Pro- 
duction Requirements Plan, all 
*An address delivered before 
the joint session of the National 
Wholesale Hardware Association 
and the National Sheet Metal Dis- 
tributors Association, Oct. 19, 
1942, at the joint convention of the 
American Hardware Manufac- 
turers Association and the 
N.W.H.A., at Chicago, IIl 
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DEAN C. GALLAGHER 


of the persons who’ can qualify 
as Class One producers can ob- 
tain assistance for their mainte- 
nance and repair material by 
filing their requirements on a 
PD-25F form. 

Let’s step up to the third 
classification of service indus- 
tries. A great many of these 
industries have their own or- 
ders. The railroads and com- 
munications and the utilities. 
As a matter of fact, there are 
28 P Orders in existence for 
maintenance and repair in the 
War Production Board at the 
present time. 

The second classification, 
which have held supplies and 
several other industries who 
are, were covered by P Orders 
and also in that particular cate- 
gory, every industry we have is 
on Class One producers under 


the PRP. And then we used the 
majority of that type of indus- 
try under the P-100 Order— 
very important industries, by 
the way, such as sugar manu- 
facturers, tobacco companies, 
lumber manufacturers, brick 
manufacturers, and the all im- 
portant scrap yards. 

Now, let’s stop a moment and 
consider the P-100 Order. At 
the time that the original P-22 
amendment was. written, it 
seemed to be an invitation for 
everybody to come along and 
get everything under that order. 
That was a very bad situation 
because at that time material 
wasn’t as scarce as it is at the 
present time and the result was 
that the order was very widely 
prostituted. Salesmen went at 
it with rubber stamps and stick- 
ers and sold everything that 
their firms manufactured or dis- 
tributed under this P-22 Order. 


Order Rewritten 


About the time the war came 
along, we rewrote the order and 
even changed its name and 
called the P-100 and in the be- 
ginning of the war period, that 
didn’t seem to answer the ques- 
tion. The same difficulty arose. 
People just would not live up 
to the terms of that order. 

A lot of the people have 
blamed the order but it is a 
very well written order and it 
is a very tight order, from the 
standpoint of inventory limita- 
tions alone. A person absolutely 
could not operate under this or- 
der if he would live up to those 
limitations, which allow only 
110 per cent of an inventory of 
a similar quarter in 1940. Even 
the rise of prices would prevent 
any firm from operating under 
the P-100 Order. 

It didn’t seem to stop the 
firms from operating, although 
we do know that a great num- 
ber of the larger types of firms 
which are included under the 
order, such as the sugar manu- 
facturer and the tobacco manu- 
facturer and the lumber man- 
ufacturer did not operate under 
the order. A great number of 
them were excessively fat in in- 
ventories. We know of one 
particular industry that has a 
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total of, I think, 35 firms which 
have an inventory of over 70 
million in excess of their 1940 
requirements. 

Things are a little better in 
the P-100 Order at the present 
time because the rating does not 
allow a quick flow of material. 
As a matter of fact, the number 
of PD-1A’s that are being sent 
in today on maintenance and 
repair looks to me like it might 
be the final answer to the whole 
problem. 

That brings us up to the ques- 
tion of the administration of the 
P-100 Order, which is practi- 
cally down, now, in the field of 
the Priorities Regulation No. 1. 
A great many distributors and 
a great many manufacturers 
that sold material direct were 
holding material because they 
could not replace that material 
on a rating which they had. In 
accordance with Priorities 
Regulation No. 1, of course, 
that is not possible if the mate- 
rial is available and an A-10 
shows up on that material. It 
must be released unless it is 
frozen by a limitation order at 
higher ratings. 


Requests for Material 


I asked one of the regional! di- 
rectors, the other day, if he ever 
got requests for materials 
higher than A-1-A; that is, fab- 
ricating materials for mainte- 
nance and repair, because in 
Washington, in our emergency 
branch, we are constantly get- 
ting requests for AAA’s and 
AA-1’s and 2’s. This director 
informed me that certainly he 
was getting the requests but by 
getting on the phone and ex- 
plaining the rules and regula- 
of priorities, Priorities 
Regulation No. 1, that in all 
cases they were able to get ma- 
terial released, at least, on an 
A-1-A rating. 

Another mistake that we 
made in drafting the P-100 Or- 
der was by writing the name of 
the wholesaler in the definition 
as a producer. I am sure that 
the gentlemen here in this room 
are not the type of wholesalers 
that would think that we meant, 
in that provision, that they were 
able to buy material for mainte- 
nance and repair in anticipation 
of the fact that some day, 


(Continued on page 98) 
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To keep our fighters “the best fed”, our 
armed forces use the most modern 
mechanized kitchen equipment available. 
Here again Briggs & Stratton Motors 
are proving their value by furnishing de- 
pendable power for bread mixers, refrig- 
erators, water supply, lighting plants 
and other gasoline-powered equipment. 


Today, the entire facilities of the 
Briggs & Stratton Corp., are de- 
voted to the war effort and ap- 
proved civilian uses. Therefore, 
Briggs & Stratton, 4-cycle air- 
cooled motors, now in essential ser- 
vice, should be given every care to 
assure uninterrupted performance. 


Most important in maintenance 
is the use of clean fuel, correct 
lubrication with the right grade 
of oil, changed at recommended 
intervals, and motor kept clean and 
properly adjusted, In any case of 
emergency, your dealer or nearest 
Briggs & Stratton Service Station 
will be glad to be of assistance. 
BRIGGS & STRATTON CORP. 


MILWAUKEE, WISCONSIN, U. 6. A. 


FOR VICTORY — 
Buy U.S. War 


GASOLINE 
MOTORS 
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WPB Officials 


Meeting How to File PD-1X 


1500 


and wholesale retailers who pur- 


More than distributors 
chase direct from producers, in- 
cluding a large number of 
hardware wholesalers and_re- 
tailers, attended a WPB meet- 
ing held Friday, Nov. 13, in the 
Ballroom of the 
Commodore, New York City, 


called by the New York Board 


of Trade, in 


Grand 


cooperation with 
local 
merous fields the meeting had as 
its chief subjects PD-1X, L-63, 
and PD 336, 

Ray C. Neal, WPB urged cau- 


tion in filing out applications 


and urged direct purchasers to | 


take advantage of the facilities 
of local offices of WPB. 
plies listed under L-63 affect 
approximately $2,000,000,000 of 
inventories. This order was de- 
signed with the purpose of re- 
ducing distributors’ 
to a level where a 60 day inven- 


inventories 


tory of any one item would be} 


a substantial working — stock. 
Perry Patteson, assistant chief, 
Distributors Branch, 


pointed out PD-1X can only be 
extended direct to a 


quired in each part of a PD-1X 
application. 

Speaking briefly at the morn- 
ing session and 
luncheon’ session Linford C. 
White, chief, Distributors’ 
Branch, WPB, «mphasized that 
the raw 


again at a 


materials situation is 


more serious than people think | 


because of the fact that war in- 
dustries and our allies and armed 
forces must be supplied. Work 
through field offices instead of 
visiting 
strongly 


Washington, he very 
urged. Distributors 
were urged to keep a perpetual 
inventory of the more critical 
items. He pointed out Reg- 
ulation 10 is dead except from 
brass mills, copper wire mills, 


copper foundries and for the 
Iron and Steel Branch under 
Order M-17 and in the M-2] 
series. 
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Hotel | 


trade associations, in nu- | 


Sup- | 


WPR, | 


producer | 
and for stock replacement. He | 
called attention to the data re- | 


Show N. Y. 


E. F. Studwell, 
Steel Warehouse Section, Iron & 
Steel Branch out'ined the duties 
|of that branch. A question and 


session 


concluded — the 


answ r 
| meeting, several WPB_ officials 
| answering written questions 
turned in by those pre-ent at 


| the meeting. 
PHILLIPS RETIRES 
FROM COLUMBIAN ROPE 
W. H. Phillips, traveling rep- 
resentative for the Columbian 
| Rope Co., Auburn, N. Y., in Oho, 
| Pennsylvania and West Virginia 
| recently retired from active duty. 
Mr. Phillips connection with 
the Columbian Rope organiza- 
tion dates from 1907, except for 
|a short period between 1907 and 
11911. He has represented the 
company in several of the eastern 





W. H. PHILLIPS 


| states and since 1922 has cov- 
ered Ohio, western Pennsylvania 
and most of West Virginia. Mr. 
Phillips is well known to the 
jobbing trade and counts as his 
personal friends many of the off- 
|cials of the companies he so- 
lic*ted. 


BYERS TO MANAGE 
RAWLPLUG SALES CO. 


Otto H. Byers will succeed the 
late J. A. Kinkead, who passed 





Consultant, | 


| 


| 





away recently, as manager of the | 
Rawlplug Sales Co., 1135 M’s- | 


sion St., San Francisco, Cal. 
Mr. Byers, a graduate engineer, 
had been associated with Mr. 
Kinkead for 15 years and will be 
in a position to carry on success- 


fully. 


METROPOLITAN BANQUET 
HEARS RUML, PHEIFFER 


More than 840 members and 
guests at the 32nd annual ban- 
quet of the Metropolitan Hard- 
Association, held Monday 
16 at the Hotel 


ware 
Evening, Nov. 


Astor, New York City, heard ad- | 


dresses by Beardsley Ruml, gov- 
ernor, New York Federal Reserve 
Board and treasurer, R. H. Macy 
& Co., Inc., and the Hon. William 
T. Pheiffer, Congressman, 16th 
New York District. Mr. Ruml, 
father of the “pay-as-you-go tax 


plan” urged that payment of in- | 


come taxes in 1943 be on that 
basis. He predicted that such a 
plan would eventually be utilized 
because people want to be out of 
income tax debt. 

Congressman Pheiffer said 
businessmen, today, instead of 
being able to follow the law of 
supply and demand must stock 
lines in accord with government 


| regulations. There are too many 


special pressure groups lobbying 
in Washington he said, but 
pointed out that “what is sauce 
for the goose is sauce for the 
gander.” He protested needless 
expend'tures, citing two surveys 
made in the metropolitan New 
York district, one of which con- 
cerned art facilities. 

The invocation was delivered 
by Rev. Eugene Erny, St. Moni- 
ca’s R. C. Church, Jamaica, N. Y. 
Sydney H. Atkinson, Brooklyn, 
N. Y., president, New York State 
Retail Hardware Association, 
was banquet chairman and Ralph 
S. Allen, secretary, Metropolitan 
Hardware Association, was chair- 
man of arrangements, having di- 
rection of the entertainment pro- 
gram. Other officers of the 
association are: Charles Klein- 
hardt, president; Theodore Ro- 
maine, vice-president, and Henry 
F. Bond, treasurer. 

A two-hour floor show includ- 
ing dancing, singing and novelty 
acts concluded the evening’s pro- 
gram. 


CROSS MADE CHAIRMAN 
OF WAR BOND DIVISION 

William E. Cross, vice-presi- 
dent, Clemson Bros., Inc., Mid- 
| dletown, N. Y., is now an asso- 





WILLIAM E. CROSS 


ciate of the Trea ury War Bond 
Division, having been appointed 
city chairman for Middletown. 
He was also recently appointed 
vice-chairman for Orange County, 
N. Y., in charge of sales of War 
Bonds to industries. 

Clemson Bros., Inc., manufac- 
turers of “Star” hack saw blades, 
are now on a 100 per cent war 
basis only accepting orders bear- 
ing priority ratings designating 
their war use. 


GLUECK REPRESENTS 
MICRO-MASTER CO. 


A. M. Glueck, manufacturers’ 


| agent, 11 Warren St., New York 


City, was recently appointed to 
represent Micro-Master Co., Chi- 
cago, Ill., manufacturers of dial 
indicators. His territory covers 
the metropolitan New York area. 


ED OLIVER JOINS 
DAN M. BELL & CO. 


Ed C. Oliver, formerly with 
Huey & Philp Hardware Co., Dal- 
las, Tex., wholesalers, has joined 
Dan M. Bell & Co., manufac- 
turers’ agents, of the same city. 
He will assist Mr. Bell in cover- 
ing his territories. Joe Ballem, 
who has been with the company 
for the past four years will also 
assume some of the duties of 





Harold Toran, now in the Army. 


HARDWARE AGE 











AG 


NOV 


— zz 


—t oe 06k ee oe 


i tan a dn 


a 








W ARE 


F 


AGE FOR 








RMAN 
ISION 
ce-presi- 
»., Mid- 


in asso- 


r Bond 
pointed 
letown. 
ointed 
county, 


of War 


inufac- 
blades, 
nt war 
s bear- 
nating 


ITS 
>. 


turers’ 
York 
ted to 
, Chi- 
f dial 
covers 
- area. 


j 
>. 
with 
, Dal- 
joined 
ufac- 
city. 
cover- 
allem, 
ipany 
also 
-s_ of 
Army. 


AGE 





AGE WHILE IT’S NEWS 


THE TRADE 











NOVEMBER 26. 1942 














Libbey-Owens-Ford Announces 
Sales Division Realignment 


Realignment of the 


organization of the Libbey- 
Owens-Ford Glass Co., Toledo, 


Ohio, as a result of the war, was 
recently announced by George P. 
MaeNichol, Jr., vice-president in 
charge of sales. This 
department, headed by G. L. 
Conley, former eastern sales man- 
ager, and a distributors sales de- 
partment, headed by E. M. Ever- 
hard, formerly western sales man- 
ager. 

Industrial sales will be con- 
cerned with such markets as 
represented by the automotive, 
transportation and aviation in- 
dustries, instrument and optical 


manufacturers, shipbuilding, 
Armed Forces and Maritime 


Commission material divisions. 
Appointed as district managers 
of Industrial sales are: J. F. 
Gehring, Los Angeles; G. M. 
Sollenberger, Dallas; T. A 


Clarke, Kansas City; H. G. Huhn, | 


Chicago; H. J. Benson, Cleve- 
land; W. L. Slater, Memphis; 
L. P. Jones, Buffalo; H. M. 
Lewis, Philadelphia, and C. F. 
Shima, New York City. 

Six regional sales managers 
have been named to supervise 
district sales offices, under Mr. 
Everhard, along with district 
managers, as follows: W. S. Wil- 
cox, New York City, manager of 
eastern region; E. W. Bradford, 
New York; J. J. Hanrahan, 
Philadelphia; D. J. Christ, Buf- 
falo. John S. Watson, Atlanta, 
Ga., manager of southeastern 
region; A. A. Kutsche, Atlanta; 
F. B. Zoll, Richmond, Va. R. P. 
Bradley, Toledo, manager of 
central region; E. T. Law, To- 
ledo; J. F. Busse, Detroit; Paul 
LeRoux, Cincinnati. W. R. 
Crawford, Chicago, manager of 
western region; 
Chicago; H. J. Yerger, Minne- 
apolis; R. W. Anderson, Kansas 
City; C. E. Hess, Milwaukee. 
J. G. Mackenzie, Dallas, manager 
of southwestern region; R. A. 
Wallace, Dallas. C. W. Holland, 
San Francisco, manager of Pa- 
cific Coast region; R. C. Comp- 
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sales | ton, San 


realign- | 
ment creates an industrial sales 


D. F. Webb, | 





Francisco; G. M. 
Looney, Seattle; J. L. Soutter, 
Los Angeles; J. F. Hopper, 
Denver. 

George Hill, Jr., formerly dis- 


trict sales manager of the Boston | 


territory, has been 


sistant to Mr. Conley in the 


Toledo office, and E. C. Wal- 
| bridge, formerly district sales 
manager of the Minneapolis 


territory, has been appointed as- 
sistant to Mr. Everhard. 

The following product 
managers will be in the Toledo 
office: H. M. Alexander, pre- 
cision glass; E. R. Pierce, avia- 
tion glass; H. M. Ives, Thermo- 
pane, Tuf-flex and Vitrolux, all 


sales 


under the Industrial sales de- 
partment; Harold Jay, mirror | 
glass; A. O. Duhamel, Blue | 
Ridge glass; C. E. Johnson, 
Vitrolite, Thermolux and Glas- 


tone, and G. J. Kurtz, manager 
of contract service department, 


all under the Distributor sales 
| department. 
J. M. Johns, formerly in 


charge of aircraft glass sales, 
has become assistant to Mr. Mac- 


| Nichol, 


STANFORD APPOINTED 
TO W.P.B. 


D. K. Stanford, advertising 
manager of Wesco Waterpaints, 
Inc., East Boston, Mass., has re- 
ceived a leave of absence from 





D. K. STANFORD 


| the company to join the War 
Production Board as an indus- 
trial analyst in the Protective 
Coatings Section of the Chemi- 
cal Branch, for the duration of 
the war. 

Mr. Stanford has been 
ciated with Wesco Waterpaints, 
at its Boston headquarters, in 
the capacity of manager of sales 





named as- | 


| tries, 





directed 


SHERMAN SALES MANAGER 
OF AIR-FLO INDUSTRIES 

S. G. Sherman has been named 
sales manager of Air-Flo Indus- 
Detroit, Mich., manufac- 


turers of sponge products. He was | 


formerly associated with Sta‘n- 
less Ware Co. of America from 
which he recently resigned to ac- 
cept his new position. 


MYSTIC FOAM CO. MOVES 
TO NEW QUARTERS 


Mystic Foam Co., manufactur- 
ers of cleaners and polishes, has 
moved to a new address, 3134 
Prospect Ave., Cleveland, Ohio. 
The new quarters will allow 
greater office space and increased 
manufacturing facilities. 


asso- 


WHIPPLE APPOINTED 
TO W.P.B. COMMITTEE 
C. J. Whipple, president of 
| Hibbard, Spencer, Bartlett & Co., 
| Chicago, Ill., wholesale hardware 





promotion and advertising, and | 
as head of this department has | 
Weeco’s advertising in | 
the United States and Canada. | 





Cc. J. WHIPPLE 


distributors, has been appointed 
a member of the Wholesale ard 
Retail Inventory Policy Commit- 
tee, W.P.B. Mr. Whipple will 
replace John A. Donaldson who 
resigned from the committee and 
has taken leave from Butler 
Brothers, Chicago, IIL, whole- 
salers, to assume a full-time posi- 





tion in the War Department. 





Committees Formed to Put Retailing 
Operations on a War Basis 


Two of the four committees 
which will recommend concrete 
methods for American retailers 
to place their operations on a 
war basis were named recently at 
the retailers’ conference held 
under the auspices of OPA’s Re- 
tail Trades and Services Division 
and Industry Council. 

Named to the committee to 
study customer returns, ex - 
changes, adjustments and _ sales 
on approval were: B. C. Slavin, 
Bullocks Department Store, Los 
Angeles; A. C. Duchossois, 
Klein’s Specialty Shop, Kansas 
City, Mo.; Stanley Marcus, Nei- 
man-Marcus, Dallas, Tex.; Owen 
W. Metzger, Wetherhold & Metz- 
ger, Allentown, Pa.; R. E. Har- 
rison, Montgomery Ward, Chi- 
cago; S. Meyer Barnett, Hub 
Furniture Co., Chicago; S. M. 
Jacobs, OPA Industry Council; 
and Walter Thompson, OPA Re- 





tail Trades and Services Division. 

Those on the committee on 
lay-aways, will call, gift wrap- 
ping, special decorations and 
activities -for sales promotional 
purposes are: H. T. Conner, 
Borden Smith Department Store, 
Macon, Ga.; Harold L. Pearson, 
Montgomery Ward, Chicago; 
M. I. Behrens, Ludwig Bauman, 
New York City; R. A. Black, 
Jr... Industry Council; S. H. 
Harris, Levy’s Men’s Clothing, 
Jacksonville, Fla.; C. A. Whip- 
ple, Parke-Snow, Inc., depart- 
ment stores, Waltham, Mass; and 
W. R. Thomas, OPA Industry 
Council. 

The more than 50 retailers in 
attendance at the conference 
from all over America heard 
Price Administrator Leon Hen- 
derson call on them to strip re- 
tailing for action and streamline 
{. 
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Proposed Inventory Limitation Order 
Would Affect Retailers, Wholesalers 
With $100,000 Sales, $25,000 Inventory 


At a meeting held Nov. 18, at 
the Hotel Commodore, New York 
of WPB 


met with more than 300 whole 


City, representatives 


salers and retailers, in the metro- 
politan area, to discuss L-219, 
the proposed consumers’ goods 
inventory order. An outline of 
the proposed order, in its present 
form, was given together with a 
screen showing of tentative forms 
for records. The proposed order 
would affect only wholesale and 
retail merchants (and those ope- 
rating both as wholesalers and 
retailers) and merchants doing 
some manufacturing who have 
sales volume of over $100,000 pet 


year and whose inventories are 
$25,000 at cost. Concerns having 
more than 50 per cent of their 
sales in certain lines would be 
exempt from the order. Included 
in the proposed exemptions would 
be farm machinery and _ attach- 
ments; motor oil and grease; 
imported consumer goods; sec- 
ond hand goods of all kinds; 
food for stock; lumber and build- 
ing materials, except builders’ 
hardware and gasoline. 

The tentative order, in effect, 
would require wholesalers and 
retailers to keep within the same 
stock-sales ratio in the second 
and subsequent quarters of 1943 


Popular Painting of First World War 
Makes Second Wartime Appearance 


One of the most popular paint- | 


ings from the first World War 
“Not This Trip, Old Pal,” show- 
ing a soldier bidding farewell to 
his hunting dog—will make its 
second wartime appearance on 
the Hercules Powder Company 
calendar, where it made its 
debut 25 years ago. 

Done by the magazine illustra- 
tor, Arthur D. Fuller, for the 
1918 Hercules calendar, the 
painting is of a soldier in uni- 
form, with rifle in hand, leaving 
his gate to join khaki-elad troops 
marching off to war. His setter 
dog, seeing that his master has 
a gun, thinks they are bound on 
another hunting trip, which 
causes the man to say “Not This 
Trip, Old Pal.” 

The 1943 calendar 
inscription: “In the 
‘We did it 
again, Hercules dedicates anew 
its 1918 calendar, ‘Not This Trip, 
Old Pal,’ to Americans who are 
fighting and working for Vie- 
tory.” 

Reprinting — the 


bears an 
spirit of 
once; we'll do it 


calendar 25 


years after its first appearance | 


calls attention to the service per- 
formed by Hercules Powder Co. 
in the two world wars. 

In 1918, as in the present con- 
flict, the company 
most its entire effort to the pro- 
duction of military 
especially smokeless powder, and 
other chemical requirements fot 
the war program. In 1918, the 
company was cited by the United 
States War Department for meri- 
torious service for the armed 
ferces. In 1942, the Radford 
Ordnance Works, operated by 


the company, was one of the first 


devoted = al- 


explosives, 


62 


Army-Navy FE 


to receive the 
Award. 
In the interval between wars, 


Theodore Marvin, advertising 


Arthur D. 
Fuller, 
magazine 
illustra- 
tor, shown 
with his 
famous 
painting 
which will 
make its 
second 
war-time 
appearance 
on the 1943 
calendar 
of the 
Hercules 
Powder Co. 


that they had in an average of 
the parallel quarters of 1939, 
1940 and 1941. Optional for in- 
ventory figuring would be the 
selection of the 12 calendar 
months ended Nov. 30, 1942; Dec. 
31, 1942, or Jan. 31, 1943. 

Suggestions proposed at the 
meeting included one that a 
tolerance figure of 5 per cent be 
allowed to be added to the in- 
ventory total. It was suggested 
by others that it be 10 per cent. 
Another suggestion was that 
dealers and wholesalers have the 
option of having their inventory 
figures based on either the cost 
price or the retail value. Stili an- 
other was that special considera- 
tion as to tolerances be given 
those stores far removed from 
sources of supply because of de- 
livery difficulties. 


manager of the company, pointed 
out, that while 80 per cent of 
the company’s output was de- 
voted to production of industrial 
chemicals outside the explosives 
field, nevertheless, the technical 
skill and chemical training for 
smokeless powder and TNT pro- 


duction were continued among 





Throughout the meeting the 
| fact was emphasized that the 
| present form of the order is not 
final and that the definite date 
of its issuance is not known. 
The meeting was in charge of 
Eaton V. W. Read, chairman, 
WPB’s Wholesale and Retail In- 
ventory Policy Committee. He 
was assisted by Irwin D. Wolf, 
Kaufmann’s Department Store, 
Pittsburgh, member of the com- 
mittee; R. S. Alexander and 
H. D. Wolfe of the committee’s 
technical staff and John Maclay 
of the WPB legal staff. 

A similar meeting was also 
held in Chicago as a means 
of obtaining from retailers 
and distributors suggestions as 
to changes or additions in the 
proposed order since objectives 
of the order include more equit 
able distribution of goods. 


its personnel in case the country 
would again require production 
of military explosives. Besides 
its own chemical plants the com- 
pany is now directing the con- 
struction or operation of seven 
ordnance military explosives 
plants for the United States War 
Department. 
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Robert P. Burrows (left) and Robert E. Dirks demonstrate, with 
their miniature model, how an efficient control room functions 
in handling air raid incident reports phoned in from the field | 
to the report center. 


Midget Control Room 


Designed 


By GE Lamp Dept. Executives 


Robert P. Burrows, controller, 
Heights Civilian De- 
executive of the 


Cleveland 
fense and an 
General Electric Lamp Depart- 
ment, Nela Park, | Cleveland, 
Ohio, recently conceived a minia- 
ture model of an air raid control 
room. Mr. Burrows designed the 
miniature room to assist civilian 
defense staffs in determining 
how best to arrange a 
center. With this miniature room, 
Civilian Defense officials can 
quickly determine the best ar- 
rangement for a control center, 
considering any combination of 
rooms, floor space, entrances and 
personnel. Another advantage of 
the toy-size control room model 


control 


STRASS TO REPRESENT 
SUPERIOR PLASTIC CO. 


Jerome Strass, | 
representative, 1133 Broadway, | 
New York City, has announced | 


that his office will represent the | 
Superior Plastic Co., Chicago, 
Ill., manufacturers of _ plastic 
bathroom fixtures and plain and | 


hand decorated plastic tumblers. | 


manufacturers | 





SCREW THREAD STAND- 
ARD ACCEPTED 


| lated 
| 


is that it can be used for photo- 
graphic purposes. 

The actual 
model chairs, booths, telephones, 
done by Robert E. 
Dirks, assistant director of East 
Cleveland Civilian Defense and 
also an executive of the General 
Electric Lamp Department. It 
took Mr. Dirks 150 


designing of the 


etc., Was 


hours to | 


build the model control room in | 


his home work shop. When com- 
pleted, the room was presented 


to officials of Cuyahoga County | 


and of the Regional 


Office of 


Civilian Defense and they lost | 


little time in putting it to use 
for instruction in 
areas, 


Commercial Standard was circu- 


action of 
Since 


accordance with the 
the Standing Committee. 
that time signed acceptances were 
received from a number of manu- 


for written acceptance in | 


facturers, distributors and users, | 


| estimated to represent a satisfac- 


tory majority. 


FRED P. STRAUB CO. 


|CLOSES “FOR DURATION” 
& Co., | 


The Fred P. Straub 


Evansville, Ind., hardware store 


a “a , ; 
[he National Bureau of Stand-| has been closed “for the dura- 


ards, Department of Commerce,| tion” at 


least. Theodore G. 


has announced that the Recom-! Straub, who was president of the 
mended Commercial Standard for | firm, is now engaged in war work 


Screw Threads and 


Tap-Drill | for which reason and the shortage 


Sizes identified as CS24-43, has| of some types of merchandise, 


been accepted by the industry the store was closed. 


The busi- | 


and will be effective for new pro-| ness was founded in 1858 and 


duction from Feb. 10, 1943. 
In July the Recommended 
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| was said to have been the city’s | 
oldest retail business. 


their defense | 


Mckinney 
Hardware 








and the Warbirds 


At Randolph Field. . . 
Field — 


their nests . 


March Field . . . Selfridge 
where Uncle Sam's warbirds have 

. you'll find buildings equipped 
with McKinney Hardware. Builders everywhere 
realize the advantage of McKinney's greater 
durability, adaptability, and ease of installation. 
They realize, too, the advantage of equipping 
buildings with hardware which not only meets 
today's stringent requirements, but adds the plus 
of good appearance and engineering, developed 
through 75 years of quality hardware manu- 
facture. Now is the time to talk McKinney and 
display McKinney . . . to build customers 
for tomorrow. 


























NOTICE! 


STILL TIME TO GET DELIVERY 
a 

popula’ GIFT SETS 

FOR YOUR CHRISTMAS PROMOTION 


on 


SETS RETAIL AT 
i ciemeaniesiiall 


Order immediately! 
We can make prompt 
shipment out of stock. 
SEE YOUR JOBBER... 


a 





NO. 937 GIFT SET: consists ot No. 630 Sugar Server, No. 427 Drip- 


less Server, No. 453 Twin-Server set (2 condiment jars, 2 spoons, 1 
tray). All tops, spoons, and tray are Tenite plastic; containers are clear- 
glass. Packed complete in attractive red corrugated gift carton—can be 


mailed “as is” for your out-of-town trade. Retail price: $1.00. 


fe 


x 





NO. 915 MATCHED DRIPLESS SERVER SET: 


dripless servers—48 oz. and ll-oz. sizes—tissue-packed in smart setup 
gift box. Tops and slides are sanitary Tenite plastic in red, green, 
yellow, blue; containers are clear glass in ribbed design. Retail price: $1.00. 


consists of matched 


(Retail prices slightly higher west of Mississippi 


NEW YORK OFFICE—200 FIFTH AVENUE 
WESTERN OFFICE—TERMINAL SALES BLDG., SEATTLE, WASHINGTON 


FEDERAL TOOL CORP. 
400 N. LEAVITT ST., CHICAGO, ILLINOIS 

















| ing Army and Navy camps and 


| and C. H. Hogson for Pvt. John 


BUILDERS’ HDWE. FIRM 
HAS 25TH ANNIVERSARY 


On Nov. 17th, Bennett-Mont- 
gomery Hardware Co., Los An- 
geles, Cal., builders’ hardware 
firm, celebrated its 25th an- 
niversary in the builders’ hard- | 
ware business. Twenty-five years | 
ago, B. B. Bennett and Val F. | 
Montgomery organized the com- | 
pany to sell builders’ hardware 
exclusively. This company claims 
to be the first exclusive builders’ 
hardware firm in the United 
States. The concern is now busily 
engaged in defense work, supply- 


shipbuilders w'th their builders’ | 
hardware requirements. 


POT AND KETTLE CLUB 
HONORS SERVICE MEN 


A special meeting of the Los | 
Angeles Pot and Kettle Club was 
held recently in honor of the | 
members now in the armed forces 
with Geo. P. Wilcox as chairman 
of the day. A special service in 
honor of every man was given in | 
which one club member gave a | 
talk on the personal history of | 
that man. Jack Badman, Jr., | 
sponsored Lt. Stuart Eckert, Air 
Corps; W. R. Read spoke for | 
Lt. Frank C. Hartford, M. P., 


D. Perkins, Jr., Army Medical 
The history of Ray P. 
Knox, Navy Medical Corps, was 
presented by V. T. Rupp; Lt. 
J. P. McMahan, Army, was spon- 
sored by L. G. Fisk; and Lt. 
Wm. A. Saleebey, Navy, by A. 
H. Howson. 

All members present signed a 


Corps. 





This month’s quota for 
CHICAGO will buitd 
920 Novy Amphibians oll 





folder addressed to each service 
man. Each folder contained the 
minutes of the meeting, together 
with the speech of the sponsor. 


HARDWARE GOLF ASS’N 
DONATES $800 to U. S. O. 


A donation of $800 to the 
U.S.0. was voted at the annual 
gathering of the Hardware Golf 
Association, held at Excelsior 
Springs, Mo., in September. 
Funds which would normally be 
devoted to the purchase of mer- 
chandise for awards to golfers 
were thus given for the welfare 
of members of our armed forces. 

A. J. Eggleston, Richards-Wil- 
cox Mfg. Co., Chicago, and sec- 
retary-treasurer of the association, 
recently received a letter from 
J. A. Hiller, executive secretary, 
Chicago Division, U.S.O., ac- 
knowledging and thanking the 
members for their donation. 

“Receipt of your check for 
$800 which was turned over to 
Mr. Sanem on or about Sept. 22, 
as a contribution of the Hard- 
ware Golf Association, is hereby 
gratefully acknowledged,” Mr. 
Hiller’s letter said in part. 

“Our official receipt No. 42237 
was issued on Sept. 22, and prob- 
ably reached you a day or two 
later. On behalf of the officers 
and directors, but more especial- 
ly on behalf of the boys whom 
your gift . . . serves, I write to 
thank you for your generous 
help. 

“Again thanking you and 
through you the members of your 
organization for your generous 
help.” 
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INDUSTRY SPONSORS 24-SHEET WAR BOND POSTERS: 
The Treasury Department's recent request for local sponsor- 
ship of 24-sheet War Bond posters brought immediate re- 
sponse from more than 2,600 firms and individuals. The 
campaign was promoted by the Outdoor Advertising Associa- 
tion of America who announced that more than 5,000 posters 
of the first month's design have been ordered. Each poster 
depicts a piece of military or naval equipment and shows the 
bond quota for the city or county. Typical of the messages 
now appearing in the Chicago area is the one pictured which 
has been posted adjacent to the Riverdale plant of the spon- 
sor, the Acme Steel Co. 
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WINDOW DISPLAY CREATED LARGE TURN-OVER: This 
display, of plastic cork coating featured by Patterson Bros, 
New York City, hardware dealers and mill supply distributors, 
created a large turn-over in sales, according to Bruce Camp- 
bell, display manager. It showed the methods of application 
as well as the necessary tools. A yellow, black and white 
color scheme was used throughout with pictures taken from 


views used in the manufacturers’ circulars. Standing over all 





was a dummy 3-inch pipe arrangement covered with the | 


plastic cork coating. Space was left open at the top of the 
pipe section which was treated to resemble condensation. 
With neat, well-worded cards throughout, the story of the 
product was so well told that the time taken to sell this item 
in the store was cut to a minimum. Patterson Bros. also used 
a display in the store and made a special mailing of advertising 
pieces to complete the promotion. 


west and on the Pa- 
among retailers, 
manufacturers. 


RETIRES AFTER 60 YEARS | middle 
OF HARDWARE RETAILING | cific coast 

Charles S. Berkmeyer, who wholesalers and 
operated a retail store in Ver- 
dugo City, Cal., for over 20 
years, recently sold out his mer- 
chandise and fixtures and retired 
after 60 years of continuous ac- | 
tivity and participation as a re- 
tail hardware merchant in the | sociation of New York held its 
United States. Mr. Berkmeyer, | Nov. 10 gathering that evening 
now 83 years of age, went to|at Billy Rose’s Diamond Horse- 
California over 20 years ago,|shoe in the Paramount Hotel, 
from East St. Louis, Mo., where | New York City. Fifty-five mem- 
he alco was engaged in the | bers and guests enjoyed a turkey 
hardware and sheet metal busi-| dinner and the floor and stage 
ness for many years. show, “Mrs. Astor’s Pet Horse,” 


N. Y. HARDWAREMEN 
VISIT NIGHT CLUB 
In place of its usual noon-day 
meeting the Hardware Trade As- 


He felt that the trying times | with a cast including old-time 
of the war period, shortage of | vaudeville and variety show en- 
merchandise and the regulations | tertainers, providing patriotic, 
placed upon all business men | sentimental and humorous enter- 
were too much for his advancing | tainment. 
years. He retires to rest and The party was arranged by 
recollect over his many years in| Roy C. Schmidt, Stanley Tools, 


as chairman of the entertainment 
committee of the club. 


the industry and the many 
friends he has met both in the 
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» First Time Fluorescent Starters 
Reach the Limelight in 


LLOYD STARTER DISPLAY 


No. FS-24 
With 10 FS-2 and 
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Guaranteed Fluorescent Starter 
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ORDER TODAY 
ISPLAY WITH 20 STARTERS 


t $4.00 
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7813 Brown 
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Down Payment 
on a Future 


ways. And every stamp, every war 
bond she buys, helps to bring that 
future nearer. The money she'd like 
to spend for a new Grand Range now 
goes to buy weapons for victory. The 
money she saves helps to put a damp- 
er on inflation now—and will give her 
a real purchasing power when the 
war is over. Thanks to the quality and 
sturdiness of Grand’s pre-war rang- 
es, her present Grand will last for 
the duration. And after that, she'll 
be ready — and waiting — for the new 
wonder-Grand that’s coming. 





When Peace Comes, It Will Be GRAND 
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| plants. When peacetime produc 


| of business in which the division 


Merchandising Div. of Westinghouse 
Renamed Electric Appliance Div. 


The merchandising division of 
the Westinghouse Electric & Mfg. 
Co., Mansfield, Ohio, has been 
renamed the Electric Appliance 
division, according to an an- 


nouncement by J. H. Ashbaugh, | 


manager. The change has been 


tiful after the war and are bound 
|to influence the designs of the 
future. 

Westinghouse recently  spon- 
sored a research on the effect 
of cooking methods on the vila 


made because the new name bet- 
ter indicates the manufacturing 
facilities at both the Mansfield, 
Ohio, and Springfield, Mass., 


tion is resumed, the name. will | 
more specifically suggest the kind 


is engaged. 


There are already some visible 
guideposts which will likely in- 
fluence the design features of the 
electrical home appliances of the 
future, according to Mr. Ash- 
baugh. Probably domestic _ re- 
fr‘gerators will be different be- | 
cause of food storage require- 
ment changes resulting from the 
development of new forms of 





food. Dehydrated, concentrated 
and frozen foods will play an in- 
creasingly important role in the 
domestic habits of the post-war| min content of food, he ex 
era. Thus refrigerators of tomor- 
row will necessarily provide faster | 


J. H. ASHBAUGH 


plained. Knowledge gained will 
give a definite pattern of prope: 
freezing and enlarged capacity | cooking methods of control that 
for frozen storage. 


|accomplish nutritious cooking 

Developed uses of plastics and | principles with the fewest po-- 
aluminum have been accelerated | sible variables. This indicates the 
recently due to war demands. | further development of automatic 
They will most certainly be plen- | control features. 











DONLEY HONORED BY WESTINGHOUSE SUPPLY CO.: 
Harold B. Donley, merchandise sales manager of the Westing- 
house Electric Supply Co., was recently presented a 20-year 
service emblem by Walter Williamson, executive vice-presi- 
dent. Mr. Donley has been with Westinghouse since 1922 
when he was hired as a sales clerk in the company’s Electric 
Appliance Division at Mansfield, Ohio. He was appointed a 
field contact man in 1927, to work with wholesalers and re- 


| tailers on appliance merchandising. Five years later he was 


named manager of Heating Appliance Sales and in 1935 man- 


| ager of the Appliance Department. He has held his present 


post since 1941. 
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Herman H. Dignan, Hdwe. Man, Elected 
Michigan Secretary of State 


* | tail Hardware Association. He 
has taken active part §n politics 
for many years and has held the 
position of State Senator and 
Representative for several terms. 
In 1934, he was elected to the 


a position he held for two suc- 
ceeding terms. In 1938. Mr. Dig- 
nan was a candidate for the State 
| Senate and served in this capac 
ity for two succeeding terms. 
Mr. Dignan has always been 
a great help, both directly and 
indirectly, to the hardware fra- 





ternity of Michigan. Because ol 
his interest in his work, he was 


HON. HERMAN H. DIGNAN 





Herman H. Dignan, Owosso, appointed to serve on many im- 


Mich.. was elected Secretary of | portant Senate committees. Re- 
gardless of party affiliations, it is 


State of Michigan in the elec-| % 
tions of Novy. 3. 

Mr. Dignan has been in the} hardware man as the State Secre- 
tary of Michigan. 


a signal honor to have a brother 


retail hardware business for the 








Workers Learn Bristle Dressing 
at Devoe & Raynolds Factory 


One of the greatest problems | meet the needs of this market. 


facing brush makers today is the |” The search for foreign bristle 


last 30 years and in 1928 served | 
| as president of the Michigan Re- | 


State House of Representatives, 


shortage of men trained in the} dressers was successful and today, | 


art of bristle dressing---men who | at the Superkleen Brush Factory, 
can teach and impart their skill | Princeton, Ind., young American 
to others, according to A. H.| workers are learning _ bristle 
Mohrhusen, manager of theJ|dressing under the tutelage of 


Brush Division of Devoe & Ray- | old masters, drawn from Europe’s | 
nolds Co., Inc., New York City.| workshops. The men who form | 





For centuries, Russia and later | the nucleus of this new organi- 
China have supplied bristle to | zation are: Joseph Hartman, who 


the domestic brush industry. | is in charge of the brush-making | 


After the outbreak of the pres-| department. Prior to joining 
ent conflict these importations| Devoe a decade ago, he was 


(6,000,000 Ibs. in 1941) ceased, | superintendent of a large brush | 
and the country was faced with} factory. B. Kaiser, born in | 
an acute shortage of this| Alsace Lorraine, is of the fourth | 


| 
strategic raw material. This generation of bristle dressers, 
shortage was accentuated by the} in his family, and formerly oper- 
fact that many industries con-| ated his own plants in Alsace 


tributing to the national war ef-| Lorraine and Tours, France. | 


fort require huge quantities of | J. Baum, a native of Vienna, 
bristle. |}owned and operated his own 

When Dr. J. I. Hardy of the | plant in that city. S. Rosenbaum, 
Bureau of Animal Husbandy, | founded his own brushmaking 
Department of Agriculture, | business in Nuremberg, Bavaria 
cently called attention to the|in 1913. I. Amdur, a native of 
fact that well-dressed American | Russia, formerly was engaged in 
bristle was akin in many re-|the vast Hurin bristle dressing 
spcets to bristles formerly im-| plant in the State of Vitipska 
ported from the Far East, Devoe | and later went to London where 
& Raynolds experimented and | he operated his own plant. M. 


confirmed this discovery. It was| Leopold, born in Pialystok, Po- | 


one thing to dress bristles ex-| land, gained valuable knowledge 
perimentally, however, using the| in appraising bristle while en- 
expert help available, but an en-| gaged in buying them from peas- 


tirely different problem to supply | ants and gathering and selling | 


| 


the vast quantities necessary to’ to jobbers. 
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TRADE MAH atc 


Bernard PLIERS and PLIER 
ACTION TOOLS solve produc- 


tion problems. 


THE WM. SCHOLLHORN CO. 


‘New Haven, Conn. 











end | righ! eg 
no SUR RUEF-STUFF 


Being able to deliver the goods is the most important part o store 

operation today. Your rental floor sanding 
machine is a source of steady revenue and sell- 
ing Elek-Tro-Cut Ruff-Stuff Floor Sanding Paper 
for this machine is profitable. The outstanding 
performance of Elek-Tro-Cut Ruff-Stuff Floor 


Sanding Paper when used with rental machines 









heips to build rental business for your machine. 








Write for sales helps that 
are available for your 
use in soliciting this busi- 
ness. They are yours for 
the asking. 


MINNESOTA MINING & MFG. CO. 


SAINT PAUL 

MERS. OF 3- i PRODU 3-M Abrasive Paper and Cloth 
Products —“’Scotch’’ Tapes—3-M 

Elastic Cements —3-M Waox and Sealer —3-M Lapping and 

Grinding Compound — 3-M Cutting and Finishing Compound — 

3-M Roofing Granules. 


MINNESOTA 
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OBITUARIES 





FRANK J. MacCOY 


Frank J. MacCoy, 73, the senior 
partner of the Irving Hardware 
Co. and the MacCoy Sales Co. of 








FRANK J. MacCOY 


a hospital after an eight weeks’ | 


illness. Mr. MacCoy had been 
|in the hardware business con- 
| tinuously for over 53 years, hav- 
ling succeeded his father and 
| grandfather. 

The Irving Hardware Co. was 
originated in 1796 by William 


and Ebenezer Irving and was | 


joined by the first generation of 
MacCoys in 1845; then by the 
| second generation in 1868. Frank 
J. MacCoy came into the firm in 


1891 when it was Jos. F. MacCoy | 
Co. In 1926 the company was | 


reorganized as the Irving Hard- 
ware Co., Inc. In 1940 the firm 
| was changed to a partnership by 
Mr. MacCoy who was joined by 
| his two sons, Francis J., Jr., and 
Gordon D, who continue to 
operate the business. 


CHARLES VAN RIPER 


| was associated with Chas. J. 
Smith & Co., wholesale hard- 
ware distributor of Jersey City, | 
N. J., for more than 35 years, | 
| passed away on Noy. 4 at the | 
| home of his daughter, of Fair 
Lawn, N. J. 
He was best known by the | 
hardware trade in Bergen and | 
Rockland Counties and was | 
highly thought of and greatly | 
respected for his fine personal- | 
ity. 

Mr. Van Riper had lived in 
Teaneck for the past 30 years | 








and was a member of the Board | 


New York City, died recently in | 


Charles Van Riper, 70, who | 


of Directors of the Peoples Trust 
Co. of Bergen County and was 
active in other banking and 
building and loan associations. 


J. F. PASCUAL 


| J. F. Pascual, 6 Cruz St., San 
| Juan, Puerto Rico, who repre- 
| sented The Rawlplug Co., Inc., 
| New York City, in that territory, 
| died on Oct. 30 

| Mr. Pascual, an agent for seve- 
| ral American manufacturers, had 
represented the company for the 
| last five years. 

| He is survived by his son 
I]. W. Pascual, who will carry on 
tie business. 


ROBERT M. JOYCE 


| Robert M. Joyce, 73, president 
| of Henkle & Joyce Hardware Co., 
| Lincoln, Neb., wholesale hard. 
ware distributors, died suddenly 
|on Nov. 3 in that city. He had 
been in the hardware business 
for more than 42 years. 

In 1900, Mr. Joyce started 
the Lincoln Hardware Company. 
| Three years later E. E. Henkle 
| became a member of the organ- 
| ization and in 1906, they dis- 
| posed of their retail business and 
dealt in wholesale hardware. The 
| company grew rapidly and today 
covers all of Nebraska, northern 
|Kansas, eastern Colorado and 
Wyoming and the southern coun- 
ties of South Dakota. 

Mr. Joyce served as director of 
the chamber of commerce for a 
number of years and as presi- 
| dent in 1914. He headed ihe 
| transportation committee at the 
| chamber for 25 years. He was 
|also a member of the Lincoln 
| Country Club and served as its 
| president in 1910. 





ROBERT M. JOYCE 
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GUS CHARLES MOMSEN 


Gus Charles Momsen, 81, pres- 
ident and founder of Momsen- 


Dunnegan-Ryan Co., El Paso, 
Tex., wholesale hardware dis- 
tributors, passed away recently 


in that city. He had been in poor, 


health for a number of years and 
had not been to his office since 
he suffered a stroke two years 
ago. 

Mr. Momsen came to this coun- 
try in 1875 from a Danish island 
and learned the sheet metal busi- 
ness in San Francisco, Cal. In 
1881 he went to El Paso and 


after five years in that city estab- | 


lished the firm of Gus Momsen & 
1895 to 
in business as Momsen & Thorne 


Co. From 


and once again headed Gus Mom- 
sen & Co. from 1904 to 1913, 
when the present firm of Mom- 
sen- Dunnegan- Ryan Co. 
formed. 
Always public-spirited, Mr. 
Momsen was 
First Volunteer Fire Department, 
the old McGinty Club and Toltec 
Club. 
the Committee of 50 
moted El 


many years. 


He was also president of 
that pro- 
Paso’s interests for 
He is survived by three sons, 
Gus, Jr., Leo and Reuben. 


WILBUR E. WEBSTER 


Wilbur E. Webster, 65, presi- 
dent of the W. W. Cross & Co., 
Inc., East Jaffrey, N. H., one of 
the largest tack companies in 
the country, died at his home in 
that town recently after a short 


of the 


outstanding citi- 


illness. He was one most 


influential and 


zens of the town. 


Beginning his business career 


in the tack factory operated by 
his father he continued to carry 
on the business when his father 
retired in 1902. Later Mr. Web- 


ster took over other tack fac- 
tories throughout the country 


which he combined with his own 
and later the group became the 
W. W. Cross & Co., Inc. 

Taking a great interest in 
public affairs he served as a mem- 
ber of the 
member of the school board and 
park commission, town moderator 
and representative to the general 
court of New Hampshire in 1907 
and 1908. He 
justice of the Jaffrey municipal 
court from 1922 to 1929. For 10 
years he was trustee of the Mo- 
nadnock Savings Bank, was a di- 
rector of the Monadnock Na- 
tional Bank from 1926 to 1929 
and was active in organizing and 
served as first president of the 
Jaffrey Building & Loan / 


water commission, a 


also served as 


A ssocia- 
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was 


1904 he was | 


a member of the | 


_ Manitoba, 


tion. He acted as an authority 
for the tack industry on the 
N.R.A. 


Surviving are his widow, one 
son and a daughter. 


THOMAS LESLIE WALDON 


Thomas Leslie Waldon, former 
of the Marshall-Wells 


Companies of Canada, wholesale 


pre ident 





THOMAS LESLIE WAEDON 


hardware distributors, passed 
away at his home in Winnipeg, 
on Oct. 20. 

Mr. Waldon was president of 
the Marshall-Wells Co., Ltd., 
Winnipeg, and its subsidiary com- 
in Canada, since 1930. He 
before his retirement in 
vice-president of the Mar- 
shell-Wells Co., Duluth, Minn. 
with the Canadian 
since 1906, he 
served as sales «manager, 
tant manager and later became 
general manager and _ vice-presi- 
dent. Mr. Waldon started in the 
wholesale hardware business in 
Winnipeg in 1895. 
a direc ‘tor of the John Inglis Co., 
Ltd., Toronto, Ont., and the Vul- 
can Iron Works, Ltd., Winnipeg, 
Manitoba. 


panies 
was, 


1941, 


Associated 
companies also 


a?sis- 


He was also 


Surviving are his widow and 


one daughter. 


J. A. KINKEAD 


J. A. Kinkead, manager of the 
1135 Mis- 
Francisco, Cal., 


Rawlplug Sales Co., 


sion St., San 


since 1928, died suddenly from a 
heart attack on Oct. 20. He 


was an engineer of long standing 
and belonged to many engineer- 
ing societies and clubs. 

He is survived by his widow, 
several grand- 


two sons and 


children. 


| 
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Avoid the Lagging Line 
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ANNOUNCE CHANGE IN PRODUCTION 
AND DISTRIBUTION OF STEEL, 


COPPER AND ALUMINUM 


Priorities will not apply to production of 
these metals but will continue to apply to 
their fabricated products. New plan means 
greatly reduced program for civilian uses. 


(Washington Bureau 
of JIARDWARKB AGE) 

To become effective the second 
quarter of 1943, the WPB’s Con- 
trolled Materials Plan (CMP) 
will reflect a sweeping change in 
the production and distribution 
of steel, copper, copper base al- 
loys and aluminum and cut 
sharply supplies of so called non- 
essential civilian goods, includ- 
ing hardware items. So far as 


concerns production of these 


metals, which, according to WPB | 


Vice-Chairman Ferdinand Eber- 
stadt, constitutes from 75 to 90 
per cent of all war output, there 
no longer will be any priorities. 
But this does not mean abolition 


of the priorities system. Priori- | 


ties will continue to apply to 
fabricated (end use) products 
made from these metals and also 
to production and distribution 
not affected by the new plan. 

As indicated, materials other 
than controlled materials will 
continue to be distributed 
through the priorities system. 
Each company receiving an allot- 
ment number carrying an alloca- 
tion of steel will also receive a 


at this time. But he emphasized 


that the plan would mean “a 


greatly reduced program for ci- 
vilians.” 

While there can be no doubt 
that this is true, Mr. Henderson 
probably overstated the case 
when he said that only 1% per 
cent of all steel produced in 1943 
and less than | per cent of cop- 
per would be used for civilian 
end products. Broken down it 
is estimated roughly that would 
be only about 1,100,000 tons of 
This appears to be highly 
misleading when consideration is 
given to the extensive CMP list 
of civilian (Class B) products, 
Many of the items in which hard- 
ware is included, are heavy 
products requiring a great deal 
of steel even on the basis of a 


steel, 


minimum production and such a 


preference rating for use in ob- | 


taining other materials. A prefer- 
ence rating accompanied by an 
allotment number will be higher 
than other ratings of the same 
category but will not take prece- 
dence over higher ratings. For 
example, AA-3 plus an allotment 
number is higher than AA-3 with- 
out the number, but not as high 
as AA-2X. 

The WPB Division of Civilian 
Supply, headed by Price Admin- 
istrator Leon Henderson, will ra- 
tion the output of all remaining 
civilian goods. He said that the 
effect of the Controlled Materials 
Plan on the civilian economy 
cannot be determined definitely 


70 





small quantity as 1,100,000 tons 
of steel would not begin to equal 
the requirement. A much more 
sound estimate is that made by 
WPB statisticians who say that 
25 per cent of the steel output 
will be consumed by manufactur- 
ers of Class B products. This 
would mean approximately 16,- 
000,000 tons of steel. Applica- 
tion for Class B products will be 
made to WPB industry branches. 
Application for Class A products, 
which are for direct military use 
is made to War and Navy De- 
partments and other government 
agencies. 

The purpose of the CMP is to 
adjust supply to demand and to 
arrange consuming schedules ac- 
cordingly. 

The Government is going to 








produced. The Government is 
going to keep books and thus 
maintain its demand within in- 
dustrial capacity and material 
supply. 

The following is a list of Class 
B products under the CMP: 

Agricultural machinery and 
equipment; air conditioning 
equipment; batteries; bearings, 
ball and roller; bolts, nut, riv- 
ets, screws and washers; blowers 
and fans, ‘blast, blower type, ex- 
haust drying, forced draft and 
industrial dust 
paratus; 


collecting — ap- 
communication equip- 
ment; compressors and yacuum 
pumps, reciprocating, centrifugal, 
turbo-blowers and rotary; con- 
densers, steam, including surface, 
jet and barometric; construction 
machinery and equipment; con- 
sumers durable goeds; contain- 
ers; electrical apparatus for 
internal combustion engines, 
fasteners, textile and _ leather; 
furniture; general industrial ma- 
chinery other than components 
of Class A products, including 
elevators ; conveying equipment, 
industrial trucks, etc. 
Generators, 


electric; —_ hard- 


| ery; piston 





plies; heat exchangers: instru- 
ments for indicating, regulating 
and recording temperature, pres- 
sure flow; liquid level: humidity, 
movement, time and _ electrical 
quantities; machine tools and 
metal working machinery; min- 
ing machinery and equipment; 
motors, electric; and motor gen- 
erator sets; office and service 
machinery; petroleum machin- 
rings; plumbing 
fittings and supplies and plumb- 


| ers specialties, such as fixture 


ware; health equipment and sup- | 


fittings and trim; plumbing. 
heating and cooking equipment: 
power boilers and auxiliary 
equipment; power equipment 
and public utility equipment in 
cluding electric, gas, water, cen- 
tral heating and other public 
utility apparatus and equipment: 
pumps, power driven except 
measuring and dispensing pumps; 
refrigeration, commercial and in- 
dustrial. 

Safety and technical equip- 
ment; spark plugs; special indus- 
try machinery, including food 
machinery, rubber working ma- 
chinery, wood working ma- 
chinery, etc.; switch gear, panel- 
boards, switchboards, motor 
controls, switches, circuit break- 
ers and other electrical control 
equipment and accessories; trans- 
formers, transportation equipment 
(including automotive); tur 
bines, land and marine, valves; 
welding rods and electrodes; wir- 
ing devices and supplies, includ- 
ing electric fuses and pole line 
hardware and insulators. 





Limit Barbed Wire Production 
to But One Type Under L-211 


To aid the production of barbed 


tions for Steel Products) _ re- 


wire, wire fencing, and poultry | quired the simplification of struc- 


netting needed to protect prop- 
erties, crops and livestock, the 


War Production Board on Nov. | 


12 prohibited the manufacture of 
non-essential types and styles of 
such wire products. A new 
schedule, No. 3 to Limitation Or- 
der L-211 will permit the manu- 


| facture of only one type of barbed 


| wire, compared with eight styles 


decide what it wants from indus- | 


try and when it wants it. In- 
dustry is to inform the Govern- 
ment how much material is 
needed for the Government’s re- 
quirements, and ho much can be 


| 
| 
| 


usually obtainable, and reduce 


from more than 100 to a very few 


the permitted types of fencing, 
netting and flooring. 
Previous schedules to L-211 


tural steel shapes and railway 
car wheels. The new schedule 
is expected to result in a direct 
saving of steel by enabling a 
greater amount of wire to be 
made per ton of metal. During 
the last five years, an average of 
496,000 tons of steel was used 
annually for barbed wire, wire 
fencing, and netting. 

Exemptions from the restric- 
tive provisions of the schedule 
are made in the case of Army, 
Navy and Maritime orders, and 


orders for Lend-Lease shipment 


(National Emergency Specifica- | 


or for United Nations countries. 
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Coal, Wood Heating Stove 


Production Increase Allowed 


The War Production Board ,on 
Nov. 10 took steps to meet the 
acute shortage of coal and wood- 
burning domestic heating stoves 
by permitting an increased out- 
put of these products between 
now and Jan. 1. The increased 
production will be accomplished 
without stepping up consumption 
of raw materials in the stove in- 
dustry. 

This was assured by the sim- 
ple expedient of prohibiting man- 
ufacture of wood and coal burn- 
ing cooking stoves until Jan. 1 
and permitting the raw materials 
thus made available to be put 
into the production of heating 
stoves, 

The action was taken in an 
amendment (No. 4) to Limita- 
tion Order L-23-c, which estab- 
lishes quotas for raw material 
consumption in the production of 
both heating and cooking stoves. 
Under L-23-c, 70 per cent of the 
iron and steel used for produc- 
tion of cooking stoves in the 
year ending June 30, 1942, was 
allowed for manufacture of simi- 
lar types of stoves this year. 
Heating stoves had _ previously 
been under a 50 per cent curtail- 


ment in raw material consump- 
tion as a result of L-23-c. The 
amendment combines these 
quotas and makes them available 
for production of heating stoves 
only. 

As a result of the action, it is 
expected that the serious short- 
age of coal and wood heating 
stoves which has developed be- 
cause of fuel restrictions and de- 
mands of the defense housing 
program and the armed forces 
will be eliminated. 

Sale of the stoves to house- 
holders will be subject to pro- 
visions of L-79, which require 
certification by consumers to 
dealers that no other means of 
heating is available at the time 
of purchasing a_ new _ stove. 
Dealers and distributors must 
apply to WPB on form PD-1X 
for authorization to replenish 
their stocks of stoves. 

Manufacturers who produce 


only coal and wood cooking 
stoves are not affected. Likewise, 
production of combination 
ranges is not affected unless the 
heating 


manufacturer makes 


stoves also. 


Galvanized Flat Sheets for 


Emergency Repair, Maintenance 


Galvanized flat sheets have been 
placed under a warehouse load 
directive by the War Production 
Board. These are defined as “flat 
rolled galvanized sheets in any 
gage, but not including formed 


roofing and siding or flat rolled | 
distributor has received his full 


material sold for the purpose of 
manufacturing such formed roof- 
ing and siding.” 

Mills are instructed to deliver 
as follows: (1) Distributors to | 
whom the mill shipped over 800 
tons during 1940 are to receive 
each quarter up to 2% per cent 
of the total shipments of gal- 
vanized flat sheets to their stock 
during 1940. (2) Those distrib- 
utors to whom 800 tons or less 
were shipped in 1940 shall re- 
ceive galvanized flat sheets as fol- 
lows provided that not more than 
one minimum car may be deliv- 
ered in one quarter—(a) One 
minimum car a year where 1940 
shipments were under 200 tons 
but over 20 tons. (b) Two mini- 
mum carloads a year where 1940 | 
shipments were over 200 but not | 
over 400 tons. (c) Three mini- | 
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mum carloads where 1940 ship- 
ments were over 400 but not over 
600 tons. (d) Four minimum car- 
loads a year where 1940  ship- 
ments were over 600 but not over 
800 tons. 

It is understood that, where a 


quota or has ordered galvanized 
flat sheets less than 30 days prior 
to the first of the month in which 
delivery is requested, the above 
outlined directive shall not apply. 
Producers are to fill additional 
orders for flat galvanized sheets 
covered by high ratings on Form 
PD-83g or rated under M-21-b 
provided the total of all receipts 
by the distributor does not ex- 
ceed his quota. Furthermore, this 
directive takes precedence over 
other rated orders and the pro- 
visions of Priorities Regulation 


| No. 1 


The mills are also to schedule 
production and shipments in ap- 
proximately equal amounts drr- 
ing each month of any calendar 
quota. 





ATTENTION TO DETAIL 
DOES IT! 


While modern machines are used in the 
manufacture of Russell Jennings Auger 
Bits, it takes more than that to account for 
their world-wide reputation for ease of use, 
clean cutting quality and ‘long service life. 
Below are some outstanding reasons for 
their popularity which every clerk should 
have in the back of his mind when talking 
to customers. 
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Spurs and lips are hand-sharpened; and, due to 
fine steel and special heat treatment, long edge 
life results. s 

Lead screw accurately centered and hand-finished. 
It bites into the wood and pulls the bit in after it! 
Each bit checked to micrometric accuracy. You 
can absolutely depend on the size marked on the 
tang. 

A well-designed, open throat affords good chip 
clearance, makes for easy boring. 

A true taper from spur to end of twist makes cer- 
tain there will be no “binding.” 
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Each Roll of 


PANTHER and 
DRAGON TAPE 


Contains Guaranteed Footage 


Because of manufacturing tolerances, slight varia- 
tions in weight may occur in any roll of tape. With PANTHER 
and DRAGON Tape this does not affect the footage, which is 
actually measured as the tape is wound on the roll. 

Whether or not tape is sold by the roll, or by the pound, is 
unimportant so long as the unit purchased contains a specific 
and guaranteed number of feet — sufficient to provide a given 
amount of “coverage” — and meets the requirements of the 
Industry’s specifications. 

In addition, the dealer and his customer want quality. You 
can be certain of this with PANTHER and DRAGON Tapes 
because they meet the quality requirements of the latest U. S. 
Navy and Federal specifications. 


Sold Exclusively Through Distributing Wholesalers 
HAZARD INSULATED WIRE WORKS 
Division of The Okonite Company 
WILKES-BARRE, PA. © OFFICES IN PRINCIPAL CITIES 
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HAZARD 


es 
FRICTION AND RUBBER TAPES 
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Defense Supplies Corp. 
Ammunition Sales Not 


Under Price Control 


(Washington Bureau | Sales by manufacturers to ,the 


of HARDWARE AGE) ae 
: ™ | Ordnance Division and by the 


Exemption from price control | Ordnance Division to DSC al- 
has been granted by OPA to|ready have been exempted from 
sales of ammunition by the De-| price control. Jobbers’ and re- 


fense Supplies Corp. Under ed ha sales of ammunition re- 





Department control, ammunition | main under GMPR at the highest 
is to be made available to certain | price charged in March, 1942, 
restricted classes of  civilian| and their sales of shotgun shells 
users, such as police and defense | remain under Maximum Price 
plant guards. A plan has been Regulation No. 210. 

worked out by the War Depart-| According to a joint arrange- 
ment Ordnance Division, WPB/| ment between OPA, the Ord- 
and DSC whereby civilian am-| nance Division and DSC prices 
munition supplies are purchased | charged to jobbers by the latter 
from manufacturers by the Ord-| will not exceed the manufac- 
nance Division which resells ex-| turers’ March, 1942, prices to 
clusively to DSC, which in turn, | wholesalers plus 5 per cent. OPA 
sells to jobbers. whose sales were | said the jobbers should be able 
exempted from price control, ef-|to absorb this small increase in 
fective Nov. 7. | cost. 


Government Instituting Action 
to Requisition Idle Copper 


Reports from almost 80,000 | 44,555,000 lb. were allocated to 
business firms have revealed 200,-| brass mills and ingot makers for 
000,000 Ib. of idle and excessive | remelting. An additional 25,000,- 
inventor:es of copper and copper | 000 lb. will be allocated to war 
base alloy products, and the| use as quickly as purchase con- 
government is instituting action | tracts, which have been sent to 
in cases where holders have been | holders, are returned. 
wegligent in filing reports, or In addition to the movement 
refuse voluntarily to sell their|of copper through voluntary 
materials for war use. This was! sales, 3,632,000 lb. were author- 
announced Nov. 12 by Col. C. R.| ized for retention by holders for 
Baxter, U.S.A., Chief of the Ma-| war orders. Holders of 64,000,- 
terials Redistribution Branch, | 000 Ib. of copper have thus far 
War Production Board, who em-| refused to sell their idle and 
phasized that “the substantial | excessive materials, however, and 
numbers of United States forces| the government, Col. Baxter 
now engaged in_ operations! stated, will institute requisition- 
against the enemy obviously mean | ing action whenever necessary. 
increased demand for munit‘ons “A 37-millimeter anti-aircraft 
snd other implements of war for} gun uses a ton of copper every 
which copper is vitally needed.” | 20 minutes it is in operation. Six 
Col. Baxter revealed that 125,-| hundred pounds of copper go 
000,000 Ib. of copper have} into every medium tank and a 
been voluntarily offered for sale,| ton into the engines and air 
and 93,000,000, or approximately | frame of a flying fortress. The 
75 per cent of it, has already | Signal Corps alone needs 5000 
been allocated to war production. | tons of copper every month for 

Of the total offered for sale, | radio, telegraphic and telephonic 
26,800,000 Ib. so far were moved | equipment. Without these imple- 
in existing form to war use by | ments of war, our Army would be 
direct sales under Priorities Reg- | without speed, maneuverability, 
ulation 13; 17,800,000 lb. were | communications or fire power,” 
reported and allocated as scrap; | said Col. Baxter. 
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“Many firms—and some of 
them very important ones—have 
not yet sent back their inventory 
reports to the Copper Recovery 
Corporat‘on, Agent of Metals Re- 
serve Co. despite follow-up letters 
and wires. 

The majority of holders are 
giving this program their full and 
complete cooperation. It is the 


Government’s desire to keep this | 


program on a voluntary basis. 
requisitioning actions 
will be instituted in all instances 


However, 


where materials are vital for war | 


use and holders refuse to sell. 


War producers are urged to 
use the facilities of the Copper 
Recovery Corp., 200 Madison 
Ave., New York, in filling emer- 
gency shortages of copper in vari- 
ous forms. The special unit of 
WPB’s Copper Branch, located 
in the Copper Recovery Corpora- 
tion, continues to receive emer- 
gency requests at the rate of 
500,000 Ib. per day. More than 
half of these requests are being 
| filled from idle and excessive in- 
ventories, where materials are 
located in the exact form needed, 
private sales arranged, and ship- 
ments made at once. 


Rales on Maximum Prices for 
Items Packaged for Xmas Sale 


(Washington Bureau 
of HARDWARE AGE) 


To be in effect from Nov. 2 to 
Jan. 15, OPA has issued Supple- 


mental Order No. 24 setting up | 
rules for determining maximum | 
prices which retailers and whole- | 


salers may charge for hundreds 
of thousands of articles including 
hardware specially pack- 
aged for Christmas sale. The or- 
der is limited to packaging done 


items, 


by the manufacturer or producer. 
Packaging done by the retailer 
or wholesaler does not entitle the 
seller to increase the price un- 
less the 
pendent intrinsic value of its 
own. 

The rules classify the holidav 
packages into two main groups: 

1. Those in which the packag- 


ing consists primarily of paper | 


or ordinary cardboard or both 
and in which the article or ar- 
ticles are regularly sold by the 


package has an_inde- | 


vendor in’ season other than 
Christmas time. The maximum 
price for the contents and the 
packaging in this group is the 
maximum price which normally 
would apply to the contents with- 
out the special wrappings. 

Those in which the packag- 
ing consists of material other 
than paper and ordinary card- 
board and is of a type which 
normally would carry a combined 
price higher than the price 
charged for the contents without 
|the special packaging; or those 
|in which the package contains an 
article or articles not regularly 
sold by the vendor in seasons 
other than the Christmas season. 
| Packages falling in this classifica- 
|tion may be treated as a single 
| commodity and the maximum 
price for it determined by the 
|formula in Sec. 3 (a) of the 
|General Maximum Price Regu- 
! Jation. 


Dealers, Jobbers Eligible for Priority 
Assistance on Ice Boxes Use PD-IX 


Distributors and dealers who | 


need priority assistance to re- 
plenish their inventories of do- 
mestic non-mechanical refrigera- 
tors (ice-boxes), should make ap- 
plication to the War Production 
Board on Form PD-IX, officials 
of the Distributors’ Branch said 
today. It was pointed out that 
only those dealers who sold such 
refrigerators during the current 
year will be granted priority as- 
sistance. 

Dealers, including wholesalers 
and retailers who purchase di- 
rectly from manufacturers, are re- 
quired to make application for 
priority assistance on Form PD- 
IX, and when requesting it for | 
domestic ice-boxes, should in- 
clude the following information 
on: 
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(1) Quantity and model num- 
| bers of the refrigerators the ap- 
| plicant wishes to order. (2) 
| Physical inventory, including 
| consignments as of Dec. 31, 1941. 
(3) Receipts, including consign- 
ments from Jan. 1, 1942, to date 
|of filing. (4) Inventory, includ- 
|ing consignments, as of the date 
| of filing. (5) Total purchase cost 
lof items for which priority as- 
| sistance is requested. (6) Book 
|or physical inventory and sales 
|of department or entire business. 
| The applicant must also state 
lthe name of the manufacturer 
with we his order is to be 
| placed. A distributor, who sells 
| both at retail and wholesale, must 
| indicate the percentage of his 
| 1942 sales that were made in each 
' classification. 











gy 
CHAMPION 


SCREW DRIVERS 
DON’T TWIST 
LOOSE 


A man may guide a 
CHAMPION driver to 
the stot but he'll never 
have to hold the blade 
in the handle. We've 
done that for him, for 
the life of the tool. 
And the life of any 
UNION tool is a 
long and happy one. 






HARDWARE COMPANY 
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NEW YORM® OFFICE IS' CHAMBERS S&S 





73 














































































TREET 





STAINLESS STEEL, STEEL, IRON 
PROHIBITED FOR MANY ARTICLES 


75 STAINLESS STEEL ITEMS AFFECTED 


Temporary limited use of stainless 
steel permitted. About 100 items 
of iron and steel also prohibited 


from manufacture in 


Use of stainless steel in more 
than 75 products, ranging from 
coffee pots and cutlery to farm 
machinery and hot water heaters 


are prohibited under the terms of 


a revised iron and steel conserva- 
tion order (M-126) 
Nov. 5. 

Effective immediately, delivery 
of stainless steel for products on 
a new List S is prohibited. For 
a period of 30 days, beginning 
Nov. 5, manufacturers may use, 
vut of inventories, up to 50 per 
cent of the average monthly 
stainless steel consumption for 
such products in 1941. 


announced 


Complete stoppage of stainless 
steel use for the products on List 
S is effective at the end of the 
W-duy period, except that assem- 
bly is permitted for an additional 
15 days. 

At the same time, the revised 
order adds about 100 items to List 


A, which prohibits delivery of | 


iron and steel, effective immedi- 
ately, and prohibits the manufac 
ture of the listed items with any 
type of iron and steel after 30 
days, and assembly after 60 days. 

During the 30-day period, man- 
ufacturers of products added to 
List A by the revised order may 
use, out of inventories, up to 75 
per cent of the average monthly 
iron and steel used for such prod- 
ucts in 194], 

Where Army - Navy - Maritime 
Commission orders are not given 
specific exemption by the inclu- 
sion of a List A or List S prod- 


uct on List C as well, the restric- | 


tive provisions relating to the new 


items will not apply for 60 days | 


beyond the governing date. 
Stainless steel may continue to 

be used to make items on List ¢ 

for Army-Navy-Maritime Commis- 


sion orders until Dec. 31. After | 
' 
that date, use of stainless steels | 


for List C products is prohibited. 
except where expressly permitted 
for an item. 

An additional exemption for 
stainless steel use for List C items 


after Dec. 31 is provided to take | 


care of instances where other ma- 
terials cannot be obtained readily. 

A partial list of the new items 
on List A (barring the use of all 
iron and steel) follows: 


30 days 


Miniature toy banks 

Bicycle racks 

Linoleum binding. 

3oat hooks. 

Boot jacks. 

Meter boxes and covers, ex- 
cept industrial. 

Buckles for clothing, except 
overalls and dungarees. 

Cigarette package holders. 

Hand cigarette making ma 
chines 

Curling irons. 

Diaper receptacles. 

Furniture and linoleum edging 


Fan stands 

Window and 
shades 

All types of skewers. 

Tent frames and supports. 

Sewing thimbles. 

Shutter-type ventilators 
} Household water softeners and 
stills. 
Finger nail files 
First aid kits. 
Flag holders 
Fence gates 
Outdoor grills 
Tool houses 
Hog houses 
Poultry houses, 
| netting. 

Humidification devices, except 
industrial and hospital use 

Ice cream molders. 

Pienic jugs. 

Step ladders. 

All types of lawn and land- 
scaping equipment 

Lunch boxes 


roller type 


except wire 





| 


Meat molds. 

Oil well pumping units with 
certain exception. 

Partition studs. 

Tent pegs 

Pencil holders. 

Tank towers under 50 feet in 
height. 

Electric vibrators. 

Window shade rollers 


Among the items on the new 
List S (stainless steel prohibited) 
are: 


Ammunition boxes and chutes 
Coffee pots 

Cutlery. 

Dishes, saucers and plates. 
Fountains. 

Iceboxes. 

Lavatory equipment. 

Light fixtures. 

Kase clamps. 

Fans, except industrial. 
Name plates. 

Radio antenna. 

Washing tubs 

Shelves. 

Window screens and frames. 
Fishing tackle and equipment 
Furniture hardware. 

Cable terminals. 

Clocks, clock-dials and cases. 
Lanterns and lamps. 





AA-1 Rating Authorized for 


Essential 


Pointing up the importance of 
keeping the nation’s civilian 
economy in a healthy condition, 
the Requirements Committee of 
the War Production Board on 
Nov. 11 authorized that the top 
priority rating of AA-| may be 
applied to essential repair and 
maintenance. Included in’ the 
scope of the determination, 
which becomes a basic policy for 
the first quarter of 1943, are es- 
sential repairs and maintenance 
for productive facilities, utilities. 
housing and consumers’ durable 
goods, 

The action will make it pos- 
sible for vital plants and fac- 
tories, mines and refineries and 
other industrial facilities to 
continue effective production of 
both munitions of war and es- 
sential civilian goods. Communi- 
cation and transportation systems, 
gas, oil and water lines and other 
services will be assured of ma- 
terials to keep them performing 
their essential functions. Sup- 
plies and materials needed for 
essential maintenance and repair 
for housing may also be obtained. 

Until the Controlled Materials 
Plan goes into full operation, the 
existing priorities system will be 
used to obtain the steel, copper 


Under 


CMP each break 


Repairs, Maintenance 


down its material requirements | 


| three ways: into that needed for 
| production, construction and fa- 
cilities and maintenance and _ re- 
| pair. By including maintenance 
jand repair requirements in the 
| over-all materials program, CMP 
| provides a long-range assurance 
that the nation’s ¢ssential indus- 
tries will be kept in operation. 


| M-21-b AMENDED AS TO 
ORDER ACCEPTANCE 
(Washington Bureau 
of HARDWARE AGE) 
Issued to prevent serious de- 
pletion of stocks, Amendment 
| No. 7 to M-21-b, with some ex- 
legptions, bars iron and _ steel 
warehouses from accepting or- 
ders rated lower than AA-5. For 
ometime, the warehouses were 
| permitted to make deliveries on 
\-l-a and higher rated orders. 
Exceptions to the provision 
are: 
1—For essential repair and 
maintenance purposes, alloy iron 
and alloy steel can be delivered 
on A-1-k or higher rated orders. 
| Such deliveries are restricted in 
| any one quarter to three per cent 
lof the warehouse’s quota for al- 
loy ‘including stainless) and tool 
steels, and 5 per cent of the 


| 


and aluminum needed for such | 
maintenance and repair. 
agency will 


quota for other iron and_ steel 
| products (or 150 tons per quarter 
if that figure is greater). 














2—Plate ends and short sheets, 
commonly known as wasters, can 
be delivered on A-I-k or higher 
rated orders. 

3—-Tubular preducts and wire 


| rope can be delivered on A-10 or 


higher rated orders. 

4—Nails, bale ties and similar 
wire products, as well as roofing 
and siding sold primarily to the 
farm trade, can be delivered 
without a preference rating. 


LAMPS MAY BEAR ONLY 


MANUFACTURERS’ MARKS 


Manufacturers of incandescent 
lamps are prohibited from etch- 
ing a trade mark or other identi- 
fication on lamps for anyone but 
themselves or other manufac- 
turers, the Director General for 
Operations made clear Nov. 16 
in an interpretation (No. 1) to 
Order L-28-a. 

The interpretation emphasized 
that lamp puchasers who are not 
manufacturers cannot have their 
trade mark or other identification 
etched on lamps. However, lamp 
manufacturers whether they 
produce the lamps themselves or 
purchase them from someone else 
—can, to identify their product 
if they desire, use more than one 
trade mark. 

The interpretation also pointed 
out that the restriction on variety 
of bases for lamps imposed in 
Schedule A of the order applies 
only to design or shape of the 
base. Material content of any 
single type of base for a given 
lamp can be varied, so that it 
may be made of plated steel, 
plastics, or other permitted ma- 
terials provided that the design, 
shape and size of the base is not 
changed. 


HARDWARE AGE 








pal 


tra 
liq 
ash 
tle: 
bis 
car 
Diy 
sur 
tar 


foll 
gar 
buc 


nel 
sen 
spe 
nul 


gag 
use 
sch 
anc 
(ot 
wri 
(w 








with 


eet in 


: new 
hited) 


hutes 


nes. 
ment 


aAses 


heets, 
s, can 
ligher 


- wire 


10 or 


imilar 
pofing 
‘o the 
ivered 


7 


INLY 
.RKS 


scent 
etch- 
denti- 
e but 
ufac- 
il for 
v. 16 
1) to 


sized 
e not 
their 
ation 
lamp 
they 
es or 
» else 
rduct 
1 one 


inted 
riety 
d in 
plies 
| the 
any 
viven 
at it 
steel, 


ma- 
sign, 
: not 





NOVEMBER 26, 1942: 





Fertilizer Delivery 


Prohibition Extended 


Prohibitions on delivery of 
chemical fertilizers for use in 
1943 was recently extended to 
Dec. 1, 1942, by Amendment No. 
2 to Conservation Order M-231, 
issued by the Director General 
for Operations. 

The existing order was set up 
to control the distribution of 
fertilizers to prevent excessive 
accumulation of stocks and in- 
equities in distribution. The 
original order provided that until 
Nov. 15, 1942, no deliveries of 
fertilizers might be made except 
for use in 1942. It was expected 
that a new order regulating dis- 


tribution use of fertilizers in 
1943 would have been issued by 
that date. Additional time is re- 
quired for the Department of 
Agriculture and. WPB to study 
1943 crop requirements, and for 
OPA to consider revision of ceil- 
ing prices to enable use of vege- 
table oil meal as a substitute for 
nitrogen fertilizers. This amend- 
ment simply extends the pro- 
hibition on purchase for use in 
1943 until the time when the new 
order is expected to be issued. 
This control over fertilizers is 
exercised to prevent inequities in 





distribution. 





Curtail and Simplify Production 
on Galvanized Ware in Order L-30-a 


Galvanized ware was put under 
simplification and curtailment re- 
strictions Nov. 7 by the War Pro- 
duction Board. The net result 
will be (a) reduction by Jan. 1, 
1943, from 150 of all sizes and 
kinds of galvanized ware now 
manufactured to six articles of 
only a few sizes, and (b) 44,000 
tons of steel and over 10,000 tons 
of zinc made available for the 
war production program. 

In addition to galvanized ware, 
the order (L-30-a) applies to all 
products affected made of iron 
or steel which have plain, ja- 
panned, painted, lithographed, or 
lacquered finishes. Effective Nov. 
12 the order cut off production 
of watering pots, radiator and 
tractor filling cans, foot baths, 
liquid and dry measures, dippers, 
ash sifters, coal hods and scut- 
tles, utility baskets and all rub- 
bish and ash receptacles except 
cans and pails of specified sizes. 
Dippers and liquid and dry mea- 
sures may be produced for mili- 
tary and other essential purposes. 

For the next two months the 
following items may be made: 
garbage cans and pails, pails and 
buckets, wash tubs, fire buckets, 
wash boilers, fire shovels, fun- 
nels, refrigerator pans, and kero- 
sene storage containers. Of these, 
specifications as to dimensions, 
number of sizes which may be 
made by any manufacturer, and 
gage of the steel which may be 
used are listed in an appended 
schedule covering garbage cans 
and pails, pails and _ buckets 
(other than fire buckets and 
wringer buckets), wash tubs 
(without stands or legs), wash 





boilers, and funnels (with or 
without wire strainers). 

The order also prohibits pro- 
duction of fire shovels more than 
22 in. long and is applicable to 
kerosene containers of 1 to 5 gal. 

For the next two months, pro- 
duction of all of the permitted 
items is cut 50 per cent (based 
on average monthly output in the 
year ending June 30, 1941). 

Effective Jan. 1, 1943, output 
of galvanized ware will be further 
cut to allow manufacture of only 
six products; garbage cans, gar- 
bage pails, wash boilers, fire 
shovels, pails, and wash tubs. 
With the exception of pails and 
wash tubs, output of these will 
continue to be at one-half of nor- 
mal. Production of pails and wash 
tubs will be cut to one-tenth of 
the average monthly rate in the 
base period. 

Pails, buckets and tubs de- 
signed especially as packing or 
shipping containers are not af- 
fected by the order. The restric- 
tions of the order do not apply 
to certain items produced for the 
armed forces, Maritime Commis- 
sion and War Shipping Adminis- 
tration which conform to certain 
government specifications. If they 
do not conform to these specifi- 
cations, their production is sub- 
ject to restriction of the order. 

Exempted from provisions of 
the order are articles which on 
Nov. 12 had been cut or blanked 
to size—so long as they are com- 
plete by Dec. 7, except for appli- 
cation of zinc or other coating 
and attachment of bails, handles, 
spouts, or “ears,” which may be 
done later. 








Today, when the Time ele- 
ment is so vital that it is 
measured in minutes rather 
than in hours, the 3-mile-a- 
minute speed of AIREXPRESS 
is proving a ‘‘life-saver’ in 
the Battles of Production 


and Delivery. 


You do not need a priority to 
ship by AIR EXPRESS, but if you 
have war production shipments 
requiring priorities, they will be 
granted. Phone Railway Express 
Agency, AIR EXPRESS DIVISION, 


or any air line. 


NOwW IN ITS '" YEAR 


4UR is. EXPRESS 


Division of RAILWAY EXPRESS 



































LOOK AT THESE FEATURE 


CORDUROY COLLAR + BRASS 
BUCKLES + CLASP BUTTONS FOR 
SLEEVES AND INSIDE COAT + NON- 
RIP POCKETS + REFLEX EDGES KEEP 
WATER FROM RUNNING INTO FRONT 





You won't find any finer or better 
made Slickers on sale anywhere at 
this price. We suggest you cover your 
needs at once while the supply lasts. 
For Immediate Delivery 

No Priority Needed 


While They Last... 


$3.50 race 


Medium or Large Size 
Order Direct From Dept. HA 
1744 


Jacob 
Sharinon 
Gla 






PHILADELPHIA 


Extra Heavy, Olive Color 


SLICKER COATS 


Here’s a rare opportunity to buy the 
Finest Slickers ever manufactured! 













J. Jacob Shannon & Company 
BROAD & HUNTINGDON STS. 
PENNSYLVANIA 


“THE OLDEST EQUIPMENT HOUSE IN PHILADELPHIA” 
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SALES|PROFIT/ 
CUSTOMERS 


That's what you'll get with Lo-Temp, the amazing new 
anti-freeze that HOLDS TO 90 DEGREES BELOW FREEZ- 
ING! LO-TEMP will not boil away in the Summer or 
freeze in the Winter. It is guaranteed against rust and 
corrosion and ONE SHOT LASTS ALL YEAR! What other 
anti-freeze has all these sales possibilities? None! LO-TEMP 
is selling fast, but there is still a supply on hand. You can 
be sure of a prompt shipment if you get your order in 


NOW! 


£O-TEWP CHEMICAL woRKS 


117-119 NINTH AVE., NO., NASHVILLE, TENN. 














Inventory of New Farm 
Machinery Must Be Filed 


Amendment No. 2 to Tem- 


| porary Rationing Order A—New 


Farm Machinery and Equipment 
calls for the filing of an inven- 
| tory of new farm machinery and 
equipment at the close of busi- 
ness on Oct. 31, 1942. It was is- 


| sued Oct. 22 by Acting Secretary 


of Agriculture Paul H. Appleby. 

The amendment provides for 
the following: 

1. The inventory of new farm 
machinery and equipment must 
be filed on or before Nov. 10, 
1942. 

2. It must disclose the county 
and state in which the items are 
located. 

3. Each dealer, distributor and 
manufacturer must file such an 
inventory. 

4. If business is done in more 
than one state, the inventory 
should be filed with the Special 
War Board Assistant, Room 3095, 
South Building, Department of 
Agriculture, Washington, D. C. 

5. If business is done in one 
state, but six or more counties, 
the inventory should be filed with 
the State U. S. Department of 
Agriculture War Board. 


6. Where business is done in 


| only one county, the filing should 
| be with the County Rationing 


Committee. 


‘The new farm machinery and 
equipment on which an inventory 
must be filed is as follows: 


PLANTING, SEEDING AND 
FERTILIZING MACHINERY— 
Corn planters—two row, horse 
drawn; two row, tractor drawn 
or mounted; three and four row, 
tractor drawn. Combination Corn 
and Cotton Planters—two row, 
horse drawn; two row, tractor 
drawn or mounted; three and 
four row, horse or _ tractor 
drawn. Potato Planters—horse or 
tractor drawn. Transplanters— 
one and two row, horse or tractor 
drawn. Listers with Planting At- 
tachments — one row, horse or 
tractor drawn or mounted; two 
row, horse or tractor drawn or 
mounted. Beet Drills—horse or 
tractor drawn. Grain Drills— 
horse or tractor drawn. Fertiliz- 
ing Distributors—horse or tractor 
drawn. Lime Spreaders (Sowers) 
—wheel type, horse or tractor 





drawn; endgate types. Manure 
Spreaders—four wheel, horse and 
tractor drawn. 

PLOWS AND LISTERS— 
Moldboard Plows—tractor drawn 
or mounted, one bottom, two bot- 
tom, three bottom. Disk Plows— 
tractor drawn; two disk, three 
disk. One Way Disk Plows or 
Tillers. Listers (Middle Busters 
without Planting Attachment)— 
one row, horse or tractor drawn 
or mounted; two row, horse or 
tractor drawn or mounted. 


HARROWS AND PULVER- 
ZERS — Harrows — spike tooth 
sections, horse or tractor drawn; 
spring tooth sections, horse or 
tractor drawn; disk harrows. 
Soil Pulverizers and Packers. 

CULTIVATORS AND WEED.- 
ERS—Cultivators—tractor drawn 
or mounted, one row, two row, 
three row; Beet cultivators, horse 
or tractor drawn or mounted; 
Field cultivators, horse or tractor 
drawn. Rotary Hoes—horse or 
tractor drawn. Rod Weeders— 
horse or tractor drawn. 


HARVESTING MACHINERY 
—Grain Binders. Rice Binders. 
Combine (Harvester-Thresher) — 
width of cut, 6 ft. and under; 
width of cut, over 6 ft. Corn 
Binders. Corn Pickers (Pull and 
Mounted Type). Ensilage Har- 
vesters (Corn, Hay) Potato Dig- 
gers—walking plow type; other, 
horse or tractor drawn. Pea and 
Bean Harvesters. Beet Lifters— 
horse or tractor drawn. 

HAYING MACHINERY— 
Mowers — horse drawn, tractor 
drawn or mounted. Rakes—Sulky 
(dump) ; side del. including com- 
bination side rakes and tedders; 
Sweep. Hay Loaders. Stackers. 

MACHINES FOR PREPAR- 
ING CROPS FOR MARKET OR 
USE—Grain Threshers, including 
Rice and Alfalfa Threshers. Pea 
and Bean Threshers. Peanut 
Pickers. Ensilage Cutters (Silo 
Fillers). Feed Cutters (power). 
Corn Shellers (power)—cylinder 
(150 bu. and under); cylinder 
(over 150 bu.). Corn Huskers and 
Shredders. Hay Presses or Balers 
—engine or belt power; Hay 
press combines (wind row pick- 
up). Feed Grinders and Crushers 
—power, burr type; hammer, 
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and roughage mills. Grain Clean- 
ers and Graders. Potato Sorters 
and Graders. 

TRACTORS—Wheel type, spe- 
cial purpose. Wheel type, all pur- 
pose. Garden Tractors. 

ENGINES—one or more but 
under 5 hp.—air cooled, water 
cooled. Five or more but under 
10 hp.—water cooled. 

FARM WAGONS AND 
TRUCKS—Wagon, farm, not in- 
cluding boxes. Trucks (not mo- 
tor trucks), farm, not including 
boxes. 

DAIRY MACHINERY AND 
EQUIPMENT—Milking machines 
(complete units). Cream sepa- 
rators (centrifugal) — capacity, 
250 Ib. per hr. or less; capacity, 
251-800 lb. per hr. Metal milk 
cans and covers. Milk coolers— 
immersion type; tubular type. 

SPRAYING OUTFITS (COM- 
PLETE)—Power sprayer (not in- 
cluding engine). Traction spray- 
ers. Spray pumps, power. Dust- 
ers, power and traction. 

DOMESTIC WATER SYS- 
TEMS—Deep well, all sizes; re- 
ciprocal; jet pumps. Shallow well, 
all sizes under 250 gal. per hr.; 
250 to 499 gal. per hr.; 500 gal. 





per hr. and over. Power pumps, | 
horizontal type. Windmill pumps. | 


Windmill heads. Windmill tow- 
ers. Pump jacks. 


ELEVATORS, F ARM, IN. | 
CLUDING GRAIN AND FOR. |; 


AGE BLOWERS—Portable and 
stationary. 


SILOS. 


IRRIGATION EQUIPMENT | 


—Turbine pumps, 0 to 1200 
g.p.m.; 1200 g.p.m. and up. Cen- 
trifugal pumps. Hydraulic rams. 
Jistribution equipment—land lev- 
ling equipment (including power 
ditchers, draglines, and other self- 
powered machines);  ditchers, 
corrugators, scrapers; portable 
pipe and extensions; sprinklers. 
FENCING MATERIALS— 
Barbed wire; poultry netting; 
square mesh wire fence; light 
poultry fence; standard poultry 
and rabbit fence; close mesh 
poultry fence; wolf-proof fence; 
standard field fence; hog and 
cattle fence, close mesh; stand- 
ard field and dairy fence; metal 
gates, and metal fence posts. 
Amendment No. 1 of the Order 
provides exemptions for certain 
machinery and equipment having 
a retail sales value of $25 or less 





Wage Adjustments May Be Made 
National War Labor Board Rules 


The National War Labor Board 
has issued the following interpre- 
tations on the subject of wage 
adjustments and increases. These 
are issued to make clear certain 
provisions of the Wage Stabiliza- 
tion Act and the President’s Ex- 
ecutive Order which became ef- 
fective early in October. 

“Wage adjustments may be 
made in the rates of individual 
employees, without approval of 
the National War Labor Board, 
if they are incident to the appli- 
cation of the terms of an estab- 
lished wage agreement or to 
established wage rate schedules 
covering the work assignments of 
employees and are made as a 
result of: 


1. Individual promotions or re- 
classifications. 

2. Individual merit increases 
within established rate ranges. 

3. Operation of an established 
plan of wage increases based 
upon length of service. 

4. Increased productivity under 
piece-work or incentive plans. 

5. Operation of an apprentice 
or trainee system. 

“The Board further finds that 
adjustments of wages made under 
this Order should not result in 
any substantial increase of the 
level of costs and shall not fur- 
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mish a basis either to increase 
price ceilings of the commodity 
or service involved or to resist 
otherwise justifiable reductions 
in such price ceilings. 

The National War Labor Board 
also has ruled that all increases 
in wage rates which have been 
directed by the Board prior to 
Oct. 3, 1942, shall be put into 
effect in accordance with the 
terms of the Directive Order in 
each particular case. 

The Board also issued an order 
approving all increases in wage 
rates which were put into effect 
on or before Oct. 3, 1942, pro- 
vided, however, that the Board 
reserves the power under the 
provisions of Title III, Section 3 
of the Executive Order to disap- 
prove any such wage rate which 
it may find to be inconsistent 
with the policy enunciated in the 
said Executive Order or hereafter 
formulated by the Economic Sta- 
bilization Director and in case of 
such disapproval to order the dis- 
continuance of further payment 
of such wages. 

Wage adjustments made by 
employers who employ not more 
than eight (8) individuals are 
exempted from the provisions of 
the Executive Order of Oct. 3, 
1942, according to interpretations 
of the Board. 
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IRONING BOARD PADS 
and COVERS 








































A COMPLETE LINE 
PRICED RIGHT! 


e@ Ironing is much easier and 
quicker . . . ironed work has a 
smooth, professional finish 
when your customers use these 
improved pads and covers! That 
is because Tex-Knit Pads are 
WAFFLE KNITTED for greater 
resiliency, faster heat and mois- 
ture absorbency. Four styles... 
popularly priced..all fast sellers. 














© Order from your 
jobber or write for 
illustrated price 
list C-2. 







Jobbers! Your 
inquiries invited. 
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ANTI-FREEZE Is YOUR 
BEST INVESTMENT! 


@ Single shot action . . . one filling lasts all the year. 
@ Safe, non-corrosive, odorless. 
@ Made of non-critical materials. 


@ Bonded performance. . 
approved in laboratory tests. 
We still have a supply, so get YOUR order in now! 


New ... Different .. . Better! 


BOND anti-FREeze FACTORY 


117-119 NINTH AVE., NO. NASHVILLE, TENNESSEF 


























PERMANENT 





. thoroughly tested and highly 















































Here, Mr. Dealer, 
Is Why Factories 
In Your Community 
NEED YOU NOW 




















Army, Navy, and war contractors need all 
kinds of material quickly. Small quanti- 
ties of items, such as you may have in 
stock, become of inestimable value to 
them. Since these people give you business 
with high priority ratings, the material 
which they buy from your inventory 
may be replaced. Thus, by making calls 
regularly on war production establish- 
ments, you not only serve the war effort, 
but you also take a worth-while step 
toward building a profitable business for 
the duration. And when you are seiling, 
remember Warren Heavy Hand Tools. 




















WARREN T00L CORP. 
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Price Regulation No. 261 on 
Contract Builders Hardware Sales 


The Office of Price Adminis- 


tration has issued Maximum 
Price Regulation No. 261, effec- 
tive on Nov. 13, and applies to 
“finishing builders’ hardware.” 
It is titled, Contract Sales of Fin- 
ishing Builders’ Hardware.” 

In the section, Definitions, “fin- 
ishing builders’ hardware” is de- 
fined as “any article suitable for 
supporting, guarding, operating, 
controlling, identifying, or secur- 
ing the various parts or openings 
of a building, including, but not 


| limited to, doors, windows, tran- 
| soms, drawers, gates and scuttles, 


for the convenience, protection 
and safety of the occupants, 
whether such devices are actu- 
ally so used or otherwise, and 
accessories therefor, including, 
but not limited to, knobs, locks, 
hinges, miscellaneous door hard- 
ware, window hardware, screen 
hardware, and name plates, but 
excluding all rough or construc- 
tional hardware.” 

An OPA explanatory release 
says: “Maximum prices for all 


| contract, or lump-sum sales of 





finishing builders’ hardware— 
knobs, locks, window hardware, 
screen hardware and similar mis- 
cellaneous items—are established 
by OPA through issuance of 
Maximum Price Regulation 261, 
effective Nov. 13. 

“Hitherto, sales by manufactur- 
ers in this industry and by dis- 





tributors other than retailers had 
been covered by Revised Price 
Schedule No. 40—Builders’ Hard- 
ware and Insect Screen Cloth— 
and sales by retailers having a 
contract hardware department 
had come under the General 
Maximum Price Regulation. The 


| value of builders’ hardware sold 


by the manufacturers in 1941 
was $70,000,000. 

“The new regulation estab- 
lishes maximum prices for manu- 
facturers at the highest prices 
received by the manufacturer for 
delivery between Oct. 1, 1941, 
and March 31, 1942, of finishing 
builders’ hardware of approxi- 
mately the same grade, quality, 
and amount for a similar build- 
ing project and to a purchaser 
recognized under trade practices 
as entitled to similar treatment. 

“In the case of persons other 
than manufacturers, including 
retailers having a contract hard- 
ware department previously cov- 
ered only by the General 
Maximum Price Regulation, the 
maximum prices are based on 
actual cost of materials under 
each contract, plus percentage 
mark-ups for which ceilings are 
set in the following schedule: 


———_ 
u 
Cost of Material: (Per Cent) 
Up to $60.98........ 50 

$50 to $199.99....... 45 

$200 to $499.99...... 40 

$500 or above....... 33 1/3 





End Use Information Required 
From Mills by Copper Branch 


As announced in the Nov. 12 
issue of Harpware AcE Priori- 
ties Regulation No. 10 was re- 
cently revoked. However WPB’s 
Copper Branch continues to re- 
quire end-use information from 


| brass mills, copper wire mills and 


copper foundries, before making 
allocations. In purchasing iron 
and steel products covered by 
General Preference Order M-21, 
it is necessary to use the cer- 
tificate included in section (c) 
(2) giving the proper group 
classification as outlined in 
Schedule A of Order M-21. This 
is merely a continuation of the 
requirements of this Order since 





its issuance April 21, 1942. The 
Iron and Steel Branch also points 
out that the end-use information 
requirements of General Prefer- 
ence Order M-17 continue. 
Purchasers of copper and brass 
mill products covered by Order 
M-9-a are required to furnish 
allocation numbers and _infor- 
mation as to whether material is 
for the “Army,” “Navy,” “Do- 
mestic” or “Foreign Countries” 
as is required on Form PD-123. 
The Copper Branch adopted the 
allocation numbers of Priorities 
Regulation No. 10 and will con- 
tinue to ask for this information. 


HARDWARE AGE 











ales 


rs had 

Price 
’ Hard. 
‘loth— 
ving a 
rtment 
eneral 
n. The 
e sold 

194] 


estab- 
manu- 
prices 
er for 
1941, 
ishing 
proxi- 
ality, 
build- 
haser 
ctices 
ment. 
other 
uding 
hard- 
- COv- 
neral 
, the 
1 on 
inder 
itage 
3 are 
le: 
num 


-U 
‘ent) 


The 
ints 
tion 
-fer- 


rass 
rder 
1ish 











SAMUEL M. STONE 


ORE than fifty years ago, two brothers went to 

work in the retail hardware store of their uncles, 
Stone Bros., in Urbana, Ohio. In the intervening years 
both men made their marks-in the hardware industry and 
are widely and favorably known not only in this country 
but in the hardware business throughout the world. They 
are Samuel M. Stone, president, Colt’s Patent Fire Arms 
Mfg. Co., Hartford, Conn., and Joseph E. Stone, vice- 
president in charge of sales, The Stanley Works, New 
Britain, Conn. Currently, they are observing a combined 
service of a “Century of Hardware,” a distinction and 
privilege that comes to few brothers in the same field of 
endeavor. Both men are enjoying the daily activities and 
responsibilities of their respective positions in our indus- 
try and are also giving generously of their time and talents 
in various community and civic affairs. A brief outline of 
their respective hardware careers follows: 


SAMUEL M. STONE, president of Colt’s Patent 
Fire Arms Manufacturing Co., Hartford, Conn., has been 
identified with the hardware business for the past 55 
years. Born February 19, 1869, he had his introduction 
to the field in 1887 when he became clerk in a retail hard- 
ware store in Urbana, Ohio. He remained with that firm 
until 1891 when he became associated with the Simmons 
Hardware Co., St. Louis, Mo., in the capacity of a buyer. 
In 1905 he became identified with the Colt’s Patent Fire 
Arms Manufacturing Co. as salesman. He was later 
elevated to the position of sales manager and then to vice- 
president. He has been president of the company since 
1921. Mr. Stone has been a director of the National 
Association of Manufacturers, the Manufacturers Associa- 
tion of Connecticut and the Hartford Chamber of Com- 
merce and is a past-president and present director of 
the Manufacturers Association of Hartford County. He 
is at present a director of the following organizations: 


NOVEMBER 26, 1942 





A Century of Hardware for the Stone Brothers 











JOSEPH E. STONE 


Colt’s Patent Fire Arms Manufacturing Co., Phoenix 
State Bank & Trust Co., Hartford Electric Light Co., 
Hartford Steam Boiler Inspection & Insurance Co., 
Connecticut Mutual Life Insurance Co., National Fire 
Insurance Co., Veeder- Root Incorporated, Hartford 
County Mutual Fire Insurance Co., Dime Savings 
Bank, Atlantic Screw Works and the Hartford Better 
Business Bureau, all of Hartford, Conn. He is also a 
director of the Holo Krome Screw Corporation, Elmwood, 
Conn.; Peck, Stow & Wilcox Co., Southington, Conn.; 
the Humason Mfg. Co., Forestville, Conn., and the Ameri- 
can Reserve Insurance Co. of New York City. In addition 
to the foregoing, he is a trustee of the American School 
in Hartford for the Deaf, West Hartford, Conn.; Young 
Men’s Christian Association, Hartford, Conn., and the 
Worcester Polytechnic Institute. Worcester, Mass. When 
he has time to forget business for a while, he finds his 
principal relaxation in fishing. , 


JOSEPH E. STONE, vice-president in charge of 
sales of The Stanley Works, New Britain, Conn., was 
born December 20, 1874, and entered the hardware busi- 
ness slightly over 50 years ago on August 20, 1892, when 
he joined the forces of Stone Bros. of Urbana, Ohio. In 
1897 he transferred his allegiance to the Simmons Hard- 
ware Co., St. Louis, Mo., remaining with that firm until 
1901 when he became identified with Knapp & Spencer, 
Sioux City, Iowa. In 1907 he moved east to the Stanley 
rule and level plant of The Stanley Works, New Britain, 
Conn. He has been with the Stanley organization ever 
since. Mr. Stone is a past-president of the American 
Hardware Manufacturers Association and is, at present, 
a director of the New England National Bank and a 
member of the Board of Finance and Taxation, City of 
New Britain. His hobby is one of the best—the hard- 
ware business. 
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November 26, 1942 


Beeswax ceiling—On Nov. 9, 
O.P.A. set specific dollars-and-cents 
ceilings for imported industrial vege- 
table waxes, produced mainly in Brazil 
and Northern Mexico, and for domestic 
and imported beeswax. The new ceil 
ings offset price increases of the last 
two years, and hold quotations for most 
of the important types sold in the 
United States at levels prevailing in 
Oct., 1941. Hitherto, ceilings were es- 
tablished by the General Maximum 
Price Regulation at levels of last 
March, when prices had already re- 
flected increases of from 60 to 100 per 
cent since the fall of 1939. Ceilings 
on domestic beeswax are set somewhat 
above the Dec. 15, 1941, level, which 
basis, O.P.A. feels, will tend to encour- 
age production without having an in- 
flationary effect on retail prices. This 
basis also is in line with comparable 
imported beeswax prices. 


* * * 


Paper towels—Toilet tissue 
Cutting manufacturers’ prices of 
toilet tissue and paper towels from lev- 
els of March, 1942, to those generally 
prevailing in October, 1941, O.P.A. has 
issued Regulation No. 266, effective 
Nov. 26, setting ceilings for these prod- 
ucts on all sales, whether made by the 
manufacturer, wholesaler or retailer. 
The regulation reduces what O.P.A. 
called inflated margins which some 
wholesalers and distributors had ob- 
tained, and limits retailers to their 
March margins. Retailers’ prices may 
not exceed those which are calculated 
by adding to the current cost a margin 
no greater than that which was taken 
in March, 1942. 


* 7 * 


Sponge ceilings cut—Maxi- 
mum prices of packers and distributors 
for sponges were reduced approximately 
15 to 20 per cent from the individual 
seller’s March ceilings in a new O.P.A. 
regulation, No. 267, which sets specific 
dollars and cents peak prices for pack- 


80 


ers and distributors. Retailers’ ceilings 
for sponges will continue to reflect their 
highest March, 1942, prices under the 
general maximum pprice regulation. 
Specific dollars and cents a pound gross 
prices before customary discounts are 
established F.O.B. packers’ plant, for 
sales to distributors, and_ similarly 
F.O.B. distributors’ warehouse for sales 
by distributors, on 13 common varieties 


of sponges. 





Price Ceilings Advanced 


Certain bicycle tires. 
One bicycle tube. 





Wall paper output cut—Di- 
rect curtailment of wall paper produc- 
tion and reducing number of styles and 
colors has been ordered by W.P.B. Or- 
der L-177 provides that no manufac- 
turer shall purchase or put in process 
paper stock in excess of 50 per cent of 
the total tonnage of such stock used 
by him in production of wall paper dur- 
ing July 1, 1941, to June 30, 1942. 
Simplification and standardization prac- 
tices provide that no manufacturer shall 
use paper stock exceeding 19% in. in 
width to trim to 18 in., or use paper 
stock in excess of base weight previ- 
ously employed by him. Styles are re- 
duced by a percentage of those pro- 
duced by individual manufacturers 
during the 1941-1942 period. 


Razor restrictions—Razor and 
razor blade production and distribution 
restrictions have been tightened by or- 
der L-72 issued by W.P.B. Nov. 4. The 
amended order provides that safety 
razors can be produced only for the 
military forces,‘for export and for lend- 
lease purposes. Razor blades are allo- 
cated for the armed forces, export and 
lend-lease, and for civilians. Production 
of blades next year will be 12 per cent 
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greater than 1940 output and 20 per 
cent less than 1941 output, approximat- 
ing 2,750,000,000 blades. Production of 
straight razors has been cut substan- 
tially for the last two months of this 
year. On Jan. 1 their production will 
cease. The industry will be put to good 
use, however, in the making of war 
supplies. 


* * a 


Certain tire prices—Mansfield 
Tire and Rubber Co. has been granted 
permission by O.P.A. to increase the 
selling prices of two brands of bicycle 
tires and one brand of tube to relieve 
it of a squeeze under the general maxi- 
mum price regulation. Ceiling prices 
for jobbers of the three tires also have 
been raised, but on only one of the 
three may the retail maximum be in- 
creased. Effective Nov. 1, the 10 per 
cent excise tax is ended, as to rubber 
products except tires and tubes. Such 
mechanical rubber items are affected as 
steam and air hose, sheet and C.I. pack- 
ing, and many styles of belting. 


* * * 


Small firearms prices—Effec- 
tive Nov. 6, O.P.A. price regulation No. 
254 places the severely restricted supply 
of pistols, rifles and other new small 
firearms available to civilian purchasers 
under a ceiling based upon manufac- 
turer’s list prices of Jan. 10, 1942. All 
levels of distribution are covered by 
the measure. Many of the most popular 
models of small firearms, particularly 
shotguns, remain frozen, and _ only 
police, guards, plant defense and local 
defense forces may buy these “frozen” 
stocks. The new price regulation pro- 
tects these purchases, as well as those 
made by the public, against such undue 
rises as the scarcity has been causing 
in some quarters. 





Price Ceilings Lowered 


Beeswax. Paper towels. Toilet 
Tissue. Sponges (Packers, Dis- 
tributors’ Prices). 
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Seasonal goods ceilings—Re- | 
tail and wholesale ceiling prices for | 
leather jackets, hunting clothing, skat- | 
ing and ski clothing, lined and jersey | 
gloves, husking gloves and mittens, as | 
well as holiday decorations and wrap- | 
pings, calendars, diaries, and non-per- | 
sonalized greeting cards aré to be es- | 
tablished under the pricing method of | 
the “Fall and Winter seasonal commodi- | 
ties” regulation, No. 210. These rul- | 
ings were announced by O.P.A., effec- | 
tive Nov. 7. 

* * * 

Cast iron boilers—Production 
of low-pressure cast iron boilers, built 
to use oil or gas for fuel exclusively, 
has been prohibited after Dec. 1, by 
W.P.B.—while production of other cast 
iron boilers is also prohibited unless | 
they are used for essential purposes. | 
The order, L-187, defines a low-pressure 
cast iron boiler as one designed for 
hot water 6r steam heating, at a pres- 
sure of 15 pounds per square inch for 
steam, or 30 pounds per square inch for 
water. Manufacture of such boilers is 
ended because of the impossibility of | 
converting these to operate with other | 
fuels than gas or oil. 

* * * 


Wrenches—Tool boxes—Job- 
bers report increasing difficulty in get- | 
ting deliveries of any types of wrenches, 
due to the manufacturers being filled 
with top-rated government orders and | 
unable to procure or divert steel for 
lower ratings. Important wrench manu- 
facturers are promising service to regu- | 
lar trade only on A-l-a to AA-1l priori- 
ties, with no delivery promises whatever | 
on lesser ratings. With the market | 
completely lacking steel tool boxes, | 
many buyers are pushing the better | 
grades of wood or fibre boxes, stating, 
however, that deliveries on this type 
are slowing up, due to the rapidly rising 
demand. 

* * * 


Milk cans and fencing—The | 
Secretary of Agriculture has been au- 
thorized by the Office of Price Adminis- | 
tration to ration milk cans and farm 
fencing. Products covered by the 
O.P.A. directive are: (1) “Milk ship- 
ping containers possessing a substan- | 
tially cylindrical shape, a coating of | 
tin or substitute sanitary coating, and | 
a necked-in top, so that the opening is | 
smaller than any part of the body cy)l- 
inder.” (2) Farm fencing, defined as 
“barbed wire, woven or welded wire 
fence, poultry netting, and poultry floor- 
ing for use on agricultural properties.” 


* * * 


Barbed wire—Fencing—Net- | 


ting—By amending Limitation Order | 
| 


L-211, W.P.B. has sharply reduced the | 


NOVEMBER 26, 1942 


ANOTHER RB & W BUSINESS-BUILDER... 
TO BUILD STRENGTH INTO YOUR BUSINESS 


Empire Cold Punched Nuts are in 
great demand today by the Army, 
Navy and Maritime Commission. 
Orders placed for this product invar- 
iably carry high priority ratings. Ex- 
tending these high ratings to us in 
re-ordering Cold Punched Nuts for 
your own stock will insure quickest 
possible delivery. 


R B & W’s large one-purpose nut 
plant at Coraopolis, Pa., is now op- 
erating day and night. Its tremen- 
dous productive capacity — greatest 
in the world —assures your custom- 
ers that their needs will be filled. 
Your cooperation in obtaining and 
extending highest available ratings 
is the first requirement for prompt 
delivery. 


4. 


2. 


RB & W's 
BUSINESS-BUILDING 
PROGRAM 
FOR DISTRIBUTORS 


Product Suggestions — 
broadening your war-time sales 
opportunities. 


National Advertising — 
building your future market for 
R B & W products. 


Information Service — 
answering your war-time sales 
and priority questions. 











types and styles of barbed wire, wire 
fencing and poultry netting which may 
be produced as essential for the protec- 
tion of farm properties, crops and live- 
stock. The new order permits the man- 
ufacture of only one type of barbed 
wire (8 formerly), and will reduce from 
more than 100, to a very few, the items 
of fencing and netting permitted. These 
simplifications are considered helpful to 
distributors and users, as well as con- 


serving steel for war purposes. 


Brass and copper check-up 

The compliance division of the War 
Production Board has announced a sur- 
vey of operations of warehouses which 
stock brass and wire mill products. 
Particular attention will be paid to their 
degree of compliance with the orders 
restricting sale of copper and copper 
base alloys to customers whose purchase 
orders are high-rated. Inventories also 
will be checked against the require- 
ments of the suppliers’ inventory limita- 
tion order, L-63. By recent amend- 
ment, distributors may now sell “sheet, 
wire, rod, tube; and bare or insulated 
wire or cable for electrical conduction, 


made from copper or copper base alloy 


(brass)” only on orders rated AA-5 or 


Angeles warehouses. 


Standard mill coils—25 to 100 Ibs. 
ages—'% Ib., 2 Ib., 1 Ib. 


Wire sizes from .003 to .200. 


Complete stock in Worcester, Akron and Los 


higher. The extremely urgent war de- 
mand for these highly critical metals, 
is causing a close control over their 


distribution and use. 
* * * 


Use of lead eased—Restric- 
tions on the use of lead have been 
eased by the War Production Board to 
permit a number of essential uses which 
had formerly been prohibited. The new 
action removes restriction on the use 
of lead in certain building supplies, 
such as light sheets, flashings, pipe, 
traps and bends, in foil for packing cer- 
tain food products, cable sheathing, 
gaskets, and industrial name _ plates. 
Lead production has made great gains, 
and lead has now been removed from 
the list of metals, in order M-126, 
which are not permitted to be used as 
substitutes for iron and steel. 


* * * 


Fertilizer price ceilings— 
Frozen at Feb. 16-20, 1942, levels, may 
be raised by approximately 8 per cent 
shortly to cover increased costs of nit- 
rogen and transportation since that base 
period O.P.A. announced Nov. 6. A 
new price regulation, effecting this ad- 
justment by fertilizer production areas 
according to the increased costs in 
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each area will probably be issued within 
the next few weeks. The fertilizer in- 
dustry is now covered by Maximum 
Price Regulation No. 135 for mixed fer- 
tilizer, superphosphate and potash sold 
at retail; Maximum Price Regulation 
No. 108 for nitrate of soda, sulphate 
of ammonia and cyanamide at retail; 
and the General Maximum Price Regu- 
lation, whose March, 1942, ceilings ap- 
ply to sales of other fertilizers at retail. 
The General Maximum Price Regula- 
tion also covers all wholesale transac- 
tions for fertilizers and materials—ex- 
cept sulphate of ammonia. Wholesale 
prices of the latter are controlled by 
Maximum Price Regulation No. 205. 


Copper screen — Maximum 
prices which Metals Reserve Co. and 
its agents, including Copper Recovery 
Corp., may pay for idle or frozen 
stocks of copper base alloy insect screen- 
ing were established Nov. 4 by OPA. 
For such screenings, ceilings in sales to 
the Government agencies are to be the 
net price paid by the holder plus 10 
per cent of the net price, f.o.b., cars 
and trucks or, if shipped by water, 
f.a.s. shipping point. These ceilings are 
applicable to sales to the Government 
by retailers, wholesalers and fabricators. 
The screening is to be used in the war 
program. The maximum prices are 
identified and established in Order No. 
5 under Maximum Price Regulation No. 
204 (Idle or Frozen Materials Sold 
Under Priorities Regulation No. 13), 
effective as of Oct. 19. 


Shellac—The Defense Supplies 
corp., announced Nov. 14 that it will 
purchase stocks of shellac held in the 
United States. Offers must be received 
by March 1, 1943, and should be for- 
warded to the Associated Representa- 
tives, 155 John Street, New York City. 
Seedlac or lac which has been bleached, 
cut or incorporated in protective or 
technical coatings, will not be pur- 
chased. The purchase price, basis f.o.b. 
cars or trucks, Seller’s warehouse or 
plant, will be 10 per cent less than the 
prices specified for the particular 
grades in Maximum Price Regulation 
No. 245, issued by the Office of Price 
Administration, Oct. 21, 1942. On this 
basis, the purchase price for London 
TN shellac is 31.95 cents per pound. 
The customary allowances and penalties 
determined insofar as practical in ac- 
cordance with the rules and regulations 
of the United States Shellac Importers 
Association, will be deducted from these 
prices. If the shellac is matted or 
blocked, a further deduction will be 
made for condition. Prices for the 


HARDWARE AGE 








grades of shellac and for private brands 
not listed in the OPA Regulation, as 
well as forms upon which to submit 
offers, can be obtained upon applica- 
tion to the Associated Representatives. 
Shellac purchases will be handled for 
the Defense Supplies Corporation by 
the Associated Representatives, who are 
the former representatives of Indian 
shippers of shellac. Under War Produc- 
tion Board Conservation Order No. M- 
106, as amended, shellac can be used or 
sold only pursuant to WPB allocation. 
This restriction does not apply to sales 
to specified Government agencies, in- 
cluding Defense Supplies Corp., and 
holders of less than 10,000 pounds of 
shellac on July 31, 1942, can sell such 
shellac to established shellac dealers or 
importers. Holders of less than one bag 
of shellac (164 pounds) should consult 
with the Chemical Branch of the War 
Production Board before offering their 
shellac to Defense Supplies Corp. 


* * * 


Dis- 
tributors and dealers who buy from 


Refrigerator priorities 


manufacturers, and who need priority 
assistance to replenish their inventories 
of domestic non-mechanical (ice) re- 
frigerators should make application for 
rating to WPB, on form PD-IX, the 
distributors’ branch advises. Only those 
distributors who sold such refrigerators 
during the current year are eligible to 
make purchases. 


~ a mm 


Grass and clover seeds 


Representatives of the U. S. Agriculture 
Department emphasize the need for in- 
creasing production of grass and legume 
seeds in 1943, describing the 1942 har- 
vests as inadequate for 1943 require- 
ments, chiefly because of the “compe- 
The 


total 1942 production of alfalfa, red, al- 


tition” for raising other crops. 


sike, and sweet-clover seed fell off to 

86 per cent of the 1941 total for these 
crops. 

a ak Ke 

Steel drums and containers 

New steel drum containers and parts 

in the hands of manufacturers have 

allocation 

The 


order (M-255) prohibits manufacturers 


been put under complete 


control by WPB, in a new order. 
or delivering steel 


from selling new 


drums and parts (excepting flanges, 
after Nov. 16, 


authorization. 


plugs and cap seals) 
WPB 


Likewise, persons manufacturing drums 


without specific 


lacquers, lacquer thinners, lacquer 
stains and shellac. 
~ * ok 


Building rules clarified—To 
remove misunderstanding regarding the 
effect of limitation order L-41 on cer- 
tain classes of build'ng materials, 
WPB on Nov. 6 issued clarifying inter- 
pretations as to the use of coverings 
such as asphalt, cork and rubber tile, 
and linoleum; also roofing or siding 
materials. When a floor covering such 
as linoleum is made a part of a struc- 
ture by being cemented in place or in 
any way affixed to a permanent surface 
while building operations are in prog- 
ress, whether new or remodeling, its 
use is considered to be “construction” 
as defined in L-41. In the case of sid- 
ing or roofing, there is a permissible 
patching or replace- 


exception when 


ment takes place solely to mend or 
restore portions of a structure which 
has suffered damage or deterioration 
from ordinary wear and tear, or break 
age. When siding or roofing is applied 
to an entire wall or an entire roof, so 
as to match other work, and improve 
the appearance, the alteration would be 


classified as “construction” and would 


be subject to the limitations imposed 


by L-41. 


Steel production—In the cur- 
rent week reported the Nov. 19 issue of 
The Iron Age there will be more steel 
to be distributed, since ingot production 
is now at 100 per cent of capacity, a 
half point above last week’s level. Both 
pig iron and scrap supplies are some- 
what easier for the steel plants. Tempo- 
rarily, at least, some mills have been 
more “choosy” and are rejecting ma- 
terial which they were glad to get a 
few weeks ago. Others are discourag- 


ing remote scrap. Some companies 


which have been on a hand-to-mouth 
basis now have a few weeks’ supply of 
scrap. Success of nationwide cam- 
paigns to collect old metal went beyond 
expectations, providing stocks which to 
a large degree have not reached the 
mills, but which provide a hedge against 


a severe winter. 


* a * 


Sales by retailers—Large and 
small stores which have anything for 
sale suitable for holiday giving, find a 
tremendous and early demand for all 
Already, pre-holiday 


such activities. 












able use. 


MODEL 90 OVER & UNDER SHOTGUN 


| sg Over & Under in the popu- 

lar price field, Marlin’s Model 
90 was a major advance in firearm 
design. Simple, rugged, easy to 
handle, this fine shotgun is built 







one-piece frame, directline locking 
and straight line recoil. The gun is 
beautifully balanced, handsomely 
proportioned. It points easily, 


handles fast and gives even patterns 





for a lifetime of depend- 


— with far-reaching, hard- 
| Since early in 


hitting range. 
1942, engaged 








Marlin’s Model 90 is 
hammerless and cocks on 
opening. Featured are the 


for their own use, are prohibited from These are features worth 







solely in war 
using any drums which were not com- production. remembering after the war 








is won, 













pletely manufactured before Nov. 16, 
unless they have similar authorization. 


Another regulation, effective Nov. 30, 
THE MARLIN FIREARMS CO. 


ee CONN uu. &. & 






prohibits use of terneplate containers 









for packing varnish removers, liquid 
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MASTER 
DP /, 
A two-way rule 


with 
A two-way profit 


Here is the rule your customers 
want. In handsome chrome case, 
the STREAMLINE 6-ft. steel tape 
rule is not only accurate to 
.005”, but has the added advan- 
tage of being a precise inside or 
outside caliper. A feature which 
gives you repeat business and 
repeat profits is the easily re- 
placeable blade. 


Cash in on this fast moving rule. 
Made by Master for master- 


craftsmen. 


Send coupon today. 


MASTER 


WOOD AND TAPE RULES 











MASTER RULE MFG. CO., Inc. Dept. A 1! 
815 East 136th St., New York City 

We are interested in your streamline steel tape 
rule. Please send deoler details immediately. 
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sales are coloring favorably the weekly 
trade statistics. Department store sales 
in the Nov. 7 week were estimated by 
the Federal Reserve Board at 20 per 
cent above those in the similar 1941 
week, compared with 17 per cent in the 
Also, in the 
Nov. 7 week, nation-wide retail sales 


latest 4 weeks’ period. 


rose from 12 to 17-per cent over the 
corresponding period last year, accord- 
ing to Dun & Bradstreet, Inc. Most of 
the gain was attributed by the trade 
authority to authorized seasonal price 
advances, although unit sales were re- 
ported to be up moderately. 


Mail-order and chain figures 
—October sales, reported by Sears, 
Roebuck & Co. rose 1.8 per cent over 
a year ago, but for the latest nine 
months, there was a shrinkage of 6 per 
cent from the 1941 comparison. Mont- 
gomery Ward & Co. gained 11.6 per 
cent in October, and decreased 0.89 per 
cent for the year to date. Woolworth’s 
October increase was 17.9 per cent, 
with other variety chains doing even 
better. 


Price averages—Retail prices 
held unchanged in October for the third 
successive month, according to the Fair- 
child Publications retail price index. 
The index stood at 113.1 per cent of 
the Jan. 3, 1931, “par” on Nov. 1, un- 
changed from Aug. 1. There was, how- 
ever, a year-to-year increase of 6.5 per 
cent above November, 1941. 


Victory gardeners can expect 
adequate supplies of insecticides for the 
1943 season, according to a statement 
made Nov. 11 by Warren H. Moyer, in 
charge of Insecticides and Fungicides, 
Chemicals Branch, WPB. “While the 
supply of rotenone, one of the most 
popular materials for garden insecti- 
cides, is increasingly scarce because of 
interruption of imports and increased 
military needs,” he said, “the present 
Conservation Order (M-133) still per- 
mits use of rotenone in insecticides for 
small gardens. Rotenone supplies 
will be decidedly limited during 1943 
and every effort must be made to sub- 
stitute less scarce materials such as 
nicotine sulphate and cryolite, in the 
many cases where they will serve the 
” Detailed studies 
are being now made to review the entire 


purpose satisfactorily.’ 


insecticide supply and requirement 
situation, including available alternate 
materials, new developments, and food 
production goals. The U. S. supply of 
rotenone is entirely imported, and ship- 
ments from the Far East have been cut 





off. Producing countries accessible to 
us cannot meet our immediate needs, 
especially as two years are required to 
grow the plant from which rotenone is 
extracted. There are many essential 
civilian uses for rotenone which must 
be provided for in addition to military 
needs. For example, rotenone is the 
only known effective repellent for ticks, 
which transmit epidemics of Rocky 
Mountain Spotted Fever. Use for this 
purpose is a public health necessity. 
Certain essential food crops because of 
their nature and the character of their 
insect pests, require rotenone insecti- 
cides. 


Conservation of extinguishers 
—Practically the entire output of ap- 
proved fire extinguishers is being taken 
by the Army, the Navy, and manufac- 
turers with top priority ratings, so that 
other users are finding it impossible to 
obtain new extinguishers. Soda acid 
extinguishers have not been in produc- 
tion since the first of the year, nor have 
copper pump tanks, gas cartridge ex- 
tinguishers of water and _ anti-freeze 
types, and extinguishers of any type 
with seamless drawn shells. Foam ex- 
tinguishers are being made only in 
limited quantity and it takes a high 
priority to obtain them. Carbon dioxide 
extinguishers also are going only to 
those with ratings approaching the 
“triple A.” Even the vaporizing liquid 
extinguishers, of which there are more 
in service than all other types put to- 
gether, are difficult to obtain and one 
manufacturer is not promising deliveries 
to anyone with less than an A-l-J rat- 
ing. But recharging materials and re- 
placement parts can still be purchased 
without difficulty, and as long as this 
condition persists, existing equipment 
can be readily kept in service. With 
proper servicing approved equipment 
will last indefinitely, says the Safety Re- 
search Institute, 420 Lexington Ave., 
New York City. “Approved”  ex- 
tinguishers are those which bear the 
label of the Underwriters’ Laboratories 
or Factory Mutual Laboratories. All 
such extinguishers bear an instruction 
plate on which appear directions for 
recharging and inspecting the equip- 
ment. 
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SALES OF 1,325 INDEPENDENT RETAIL HARDWARE 
DEALERS IN THE UNITED STATES 


September, 1942 Comparisons 


SUMMARY 


Sept. °41 Aug. 42 


Sept.’42 Sept.’42  Sept.’42 
No. Stores vs. vs. 
Sept.’41 Aug.’42 
Total 1,325 l +4 $8,632,350 $8,695,939 $8,301,244 


First nine months, 1942 showed 12 per cent gain over 1941. 
1942—$93,055,893; 1941—$82,905,323 





Per Cent Change Cumulative 











Number Sept.’42 Sept.’42 Sales 
of firms vs. vs. Dollar Per Cent 
States by Regions reporting Sept.’41 Aug.’42 Sales Change 
New England 76 +. 3 + 4 514,532 +12 
Maine 9 +. 2 + 3 71,153 +13 
Vermont & New Hampshire * 
Massachusetts 37 -§ + 3 253,122 + 8 
Rhode Island 
Connecticut 17 +17 + 5 104,375 +27 
Middle Atlantic m #3 +28 + 3 887,055 +18 
Pennsylvania . 136 — 2 + 3 887,055 +18 
East North Central 401 - ] + 6 2,448,928 +13 
Ohio 113 4 + ] 743,134 +13 
Indiana 61 4.1] 4-12 347,323 +22 
Illinois 97 - ] + 6 565,366 +13 
Michigan 36 —2 + 8 266,087 +10 
Wisconsin 94 -3 + 8 527,018 +10 
West North Central 173 +10 ce 683,563 +14 ou 
Towa SME ciate bel gis 5 dans 55 + ¢ +15 236,668 +9 
Missouri 40 + 8 +14 146,323 +9 M 0 R b 
Nebraska 38 +33 +18 117,950 +29 
Kansas 40 +12 +] 182,622 +17 
South Atlantic 54 9 12 375,980 + 5 G R | N D | N G W i FE LS 
South Carolina 3 — 7 + 5 116,108 — 
Georgia 21 — 8 +9 129,031 +9 
Florida 20 +17 35 130,841 +5 Measuring 41%” by 18”, this 
East South Central 13 al +5 77,081 +12 new merchandiser takes 
Alabama 13 2 +5 77,081 +12 approximately half a square 
West South Central 118 +4 782,687 +410 foot of counter space. Yet it 
ame 20 +19 + 3 ran +24 effectively displays a dozen 
Oklahoma 36 +13 +17 59,9 +7 3 : as 
Texas 4 ™e pty 481952 La fast selling wheels ~coarse, 
medium and fine. Gives you 
Vountain 96 5 +9 842,692 + 6 ‘ . : 
Montana 24 2 47 192.856 ont . + ny — — Use this 
Idaho 19 5 417 135,131 +5 silent salesman”. . . 
Wyoming For Your Profit’ 
Colorado 25 418 4.22 132,494 420 ofit's Sake 
New Mexico 8 32 — 5 128,519 — 3 a 
Ariz 8 1 150, 4. 
a ° ‘ ™ _ 10 WATURAL GRINDSTONES + GRINDERS - KNIFE SHARPENERS 
Mewaile * SCYTHESTONES + WIRE AND FIBER WHEEL BRUSHES 
Pacific 258 — 4 4. ] 2,019,832 +12 
Washington 37 +29 +9 282.487 +23 
Oregon 28 + 2 + 2 335,327 +14 
California 193 —10 ] 1,402,018 +10 
Los Angeles, Cal. 22 30 —28 149,114 +18 


Portland, Ore. 10 434 +1 55.844 435 
San Francisco, Cal. 26 +11 +10 194,266 +24 A B R A S | V E S 











Division of 


* Note while stores in these states are included in grand total, figures for 
these states are not shown in this chart because of insufficient data. For states | 
marked # ~ change was less than 0.5 per cent. Compiled by the Bureau of the | THE CLEVELAND QUARRIES CO. 
Census, U. S. 2 e 
ensus Department of Commerce. rauavaae 41) OHIO 
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And Still Available for Hardware Distribution 


Glass Containers 
for Liquid Glue 


The Rogers Isinglass & Glue Co., 
Gloucester, Mass., is now packaging its 
liquid fish glue in new glass jar con- 





tainers. This company has replaced the 
critical materials that were formerly re- 
quired to package its fish glue by the 
use of glass jars, while preserving the 


attractiveness and the red and yellow 
color scheme. The various sizes from 
one gill to one quart are now packaged 
with uniform design. 


Water Pressure 
Drain Cleaner 


“Carter’”—a cleaner which utilizes the 
water pressure in the faucets to free 
clogged drains. Simple to use and 
works automatically. One end of the 
cleaner is inserted into the drain and 
the other end attached to the water 
faucet. The hot water expands the pipe 
separating the grease and corrosion from 
the metal. The cold water contracts 








and breaks up the grease and corrosion 
into small particles and the water pres- 
sure forces them out. Can be used to 
clean the drains of lavatories, bath tubs, 
kitchen sinks, laundry tubs, toilet bowls, 
etc. G. W. Onthank Co., 11th and 


Cherry Sts., Des Moines, Iowa. 


ce ”” e 

Permalon’” Plastic 
Screen Cloth 

Screen is woven of Saran cord. Maker 
states that it will not rust or corrode 
and will not be affected by sunlight, 
salt air or rain. Tests are said to have 
shown that even gasoline, oils, ordinary 
solvents and chemicals cannot affect the 
life or appearance of the screen. Manu- 


facturer claims that the color is integral 
and will not darken or fade. No paint- 
ing is ever necessary, according to the 
maker. Dust can be removed with a 
damp cloth. The maker says it has the 
tensile strength of mild steel and that it 
is flexible enough to withstand most 
mechanical injuries except cutting or 
burning. Pierce Plastics, Inc., Bay 
City, Mich. 





Fiber Curtain Rod 


Made with wooden brackets and 
fiber rod. Comes in two sizes, one to 
fit a window up to 36 in. wide and the 
other for windows up to 72 in. Can be 





put up easily and quickly and readily 
adjusted to size. Maker states that there 
are no sharp points or rough edges to 
snag curtains. Brackets are unpainted 
wood which can be painted or stained 
to match the woodwork. Said to be 
capable of supporting more than the 
weight of the average curtain or 
drapery. Clopay Corp., 1209 Dayton St., 
Cincinnati, Ohio. 


Wooden Tie Rack 


Made from solid walnut with birch 
dowels. Has a polished finish that 
brings out the natural beauty of the 
wood. Rack swings forward so that ties 
may be easily put on in orderly fashion 
and then pushed back against the door 
or wall to occupy a minimum of space. 
Will accommodate at least three or four 
dozen ties and any tie is easily remov- 
able. Comes completely assembled and 
packed in box with two screws for at- 
taching to wall or door. Met-L-Top 
Tables, Inc., Wood Products Div., Mil- 
waukee, Wis. 
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Plastic Household 
Pot Cleaners 


“V3"—pot cleaner is made of a 
plastic material and has the appearance 
of a metallic mesh bag. Maker states 





sts 
=7\ CLEANER 





that it will clean and scour pots and 
pans equally as well as any metal 
sponge. Also two other items: the 
“Kleen-up” Magic Scouring Pads in 
Triplets and Giant sizes. Both are 
made from fiber and treated with a 
plastic which is said to give the neces- 
sary qualities to make a good pot 
cleaner. These scouring pads will an- 
swer the purpose for people who have 
been accustomed to using cleaners made 
from steel wool, according to the manu- 
facturer. Attractively packaged. The 
Giant size is packed in a glassine bag. 
The Triplets packed in a cardboard box, 
three to a box, with three “V” openings 
which allow the product to be seen 
through the openings. Metal Moss Mfg. 
Co., 216 N. Clinton St., Chicago, Til. 


“Drier-Outer” 


Made of non-critical materials, this 
chemical is said to absorb excess mois- 
ture and odors from the air in confined 
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places. Can be used in clothes closets, Fruit and Vegetable 


lockers, food pantries, cellars, etc. x 
Comes in two forms, white block form, Decorative Plaques 
which is designed to impart a pleasant 
odor, in addition to absorbing moisture 
and gray block form, which contains an 
odor absorbing carbon to reduce certain 
odors in addition to absorbing moisture. 
Chemicals used are said to be harmless 
to touch and to fabrics and materials of 
all sorts. Two sizes—one that takes 
care of closet space and the other size 
made for basement use. Puritan Chemi- 
cal Co., 211 Peters St., S.W., Atlanta, 
Ga. 


Line of realistic fruit and vegetable 
plaques for kitchen and dining room 
decoration, 12 numbers in all. Molded 


Appliance Service 
Booklets 


The Coleman Lamp & Stove Co.., 
Wichita, Kan., has published two book- 
lets on the service of its appliances. 
One shows the simple, easy things that 
a user of some of the small Coleman 
appliances can do to get better and 
longer service from his lamp, lantern, 
iron or stove. It explains the parts and 
simple troubles that sometimes occur 





and shows how they can be remedied of plastic material, life size, and hand- 
by the user himself. The other booklet painted in natural colorings. They are 
is on oil heaters and is written for the lacquered and clean readily with soap 
users of oil burning space heaters of and water. Said to retain each precise 
any make or model. Here the company detail of form, texture and color, of the 
outlines the more important and simple actual fruits and vegetables represented. 
things that the user needs to observe to Sherwood Products, Great Lakes Bldg., 
get longer service from his o'l heater. Chicago, III. 





TWO-FISTED SALES WINNER! 


New Plastic Glue Sets New Records 


Home craftsmen, carpenters, cabinet mak- 
ers, mechanics, all are cheering the original 
plastic resin glue... WELDWOOD GLUE. Proof 
of its dependability is approval for use in 
aircraft by the U. S. Army, U.S. Navy, and 
Civil Aeronautics Authority when properly 
applied. 

Five convenient sizes —10¢, 25¢ and 50¢ 
cans. Attractively packaged in display car- 
tons for counter sales and 1 Ib. (85¢) and 
5 lb. cans. 


| Write for complete information or order 
Weldwood Glue and Counter Displays 
through your jobber. act Now — supply 
limited by UNCLE SAM’S WAR NEEDS. 


Weldwood Glue has everything: 
1. TREMENDOUS STRENGTH 


2. WATERPROOF, BACTERIA- 
| and-ROT-PROOF. “Makes the glue line the SAFETY line” 


3. QUICK and EASY to use. 
| No heating. No waiting. is L D WAY 
4. ECONOMICAL. 


q IED COLD, quick-setting. 
ee VWI NI -Y-J-Yole) are WU 3 








KS _— . UNITED STATES PLYWOOD CORP., 616 West 46th St., New York, N.Y. 
— ~ World’s Largest Producer of Plywood 
ELOWaO0 Please send literature, prices, discounts, samples 


¥ Plastic Resin 


y and information on WELDWOOD GLUE dealer plan: 


r WATERPROOF GLUE 


Name a 





“Bi. A. 11-26-42 





Address —— 











DETACHABLE BLADE 
KNIVES... for HOBBYISTS 


& EVERY ART & 
CRAFT! 








No other item you've ever handled 
returns you so much sound, steady 
profit, or your customer such com- 
plete satisfaction and that’s why con- 
tant repeats make your profits swell. Here’s 
healthy prosperity just waiting to be asked 
GRAB IT: 


Address inquiries to Alfred Field & Co., sole 
distributors in Hardware Field, 93 Chambers 
Street, N. Y. 







Get our deal 
for this beauti- 
ful silent sales- 





Let Sharp-Edged Advertising Help 


\ national ‘‘big push’’ in publications reaching the 


‘ecy people who buy from you plus strong, 
compelling Dealer Helps’’ and this handsome 
time-proved display cabinet containing ample stock 


these tozether make X-acto Knives with 8 in- 
terchangeable blade types PROFITABLE. Get all 
the facts today. 
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Mechanics Like This 


IMPROVED 
Hack Saw 


BLADE 


Made of a new steel containing 
molybdenum. That’s what 
makes this hand blade good. 
It’s hard throughout, yet 
tough—flexible—teeth will 

not strip. Unbreakable in 

a hack saw frame. Color- 

ful display assures fast 

sales, 


THE 





CAPEWELL MFG. CO, 


HARTFORD 





CONN 





S.A 
























HATS MEW 








Wood Shelving 





depths. Top, base, shelves, braces, arms 
and uprights are made of solid hard- 
wood. Side panels, back panels on 
closed type are %4-in. plywood. Finished 
with a green tinted preservative coating 
that is said to reduce moisture absorp- 
tion. Easy to set up. Features include 
dividers, bin fronts, adjustable shelves 


| and shelf boxes. Bulletin No. 1705, con- 


taining illustrations and _ specifications 
is available. Lyon Metal Products, Inc., 
3072 Clark St., Aurora, Ill. 


W axing-Cleaner 


“Sani-Wax” is a white lotion which 


is said to clean, wax and polish wood- 


work and furniture in one application. 








No mixing, rinsing, scrubbing or buf- 
ing required. Maker states that it is 
safe on the finest finishes and will not 
harm the hands or skin. Can be used 
on varnish, lacquer, porcelain and 
enamel finishes of all kinds. Available 
in pint, quart, half-gallon and gallon 
sizes. The Sani-Wax Co., 210 S. 
Broadway, Cleveland, Okla. 


Made in open and closed types. Sec- 
tions are 36 in. wide, 84 and 96 in. 
high and may be had in 12, 18 or 24 in. 





War Gas Extinguisher 


Said to be an effective fire extin- 
guisher and a decontaminator for three 
major war gases: chlorine, phosgene 
and chloracetophenone (tear gas). In- 
tended for use in combating automotive, 
airplane, industrial and marine fires and 
is said to be effective for gasoline, clean- 
ers, oil, paint and grease fires. Maker 
states that this product is non-injurious 
and will last indefinitely. Manufacturer 
claims that one cubic inch of the fire 
extinguisher upon contact with fire will 
produce over 1000 cubic inches of fire- 
smothering gases. Sold in one and three 
l-lb sizes. O. H. Adams Co., 2018 E. 
Thomas Ave., Milwaukee, Wis. 


Camouflage Finishes 
for Model Kits 


Maker states that these finishes are 
official U. S. Army Air Corps colors. 
Said to be water-proof, quick-drying, 
lusterless to diffuse light reflection and 
easy to apply with brush or spray. 





Can be used on solid wood plane mod- 
els, as well as over the doped surfaces 
of flying and scale models. Can also 
be used for model tanks, ships, trucks, 
guns and trains in wood or metal. Testor 
Chemical Co., Rockford, Ill. 


Blackout Lamp 


Designed to provide a quick, easy and 
economical method of supplying sufh- 
cient illumination for ease of movement 
during blackouts. An A-15 type bulb, 
coated black except for a l-in. aperture 
in the bulb end which emits an orange- 
red light. Has a 14-watt filament and 
is available in two voltage ranges: 115- 
125 volts and 30-34 volts. At present 
this lamp is available only on a priority 
rating better than A-2 and must be used 
in accordance with the instructions 
established by the War Department 
which are imprinted on a small wrap- 
per accompanying each lamp. Sylvania 
Electric Products, Inc., Lighting Div., 
Salem, Mass. 
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THERE IS ONLY ONE GENU- } 
INE WEAVER PRES -KLOTH. ! 
ORDER FROM YOUR JOBBER. 





FEATURE TRESKLGTH THIs CHRISTMAS 


PRES-KLOTH MAKES 
AN IDEAL,PRACTICAL 
AND ECONOMICAL 
CHRISTMAS GIFT. 






MANY PRES-KLOTHS WILL 
BE SENT TO THE BOYS IN THE 
SERVICES THIS YEAR. 

FEATURE PRES-KLOTH AND 
FEATURE THIS IDEA. IT WILL 
BRING YOU MANY EXTRA 
PRES-KLOTH SALES. 










Weaver Pres-Kloth Company 


4963 CENTER STREET 





OMAHA, NEBRASKA 
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Fittings and Joining Hardware for 


ARMY - NAVY - HOME - AND ESSENTIAL NEEDS 
CONTRACTORS—MANUFACTURERS 
ON WAR WORK 


See your Hardware Dealer or Jobber 


Balanced stock on hand of essential Hardware including many 
special fittings, for war work, 9.M.C., ORD., etc. 


CHAS. 0. LARSON CO. e STERLING, ILLINOIS 
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The 
World’s 
AN | Best! 
DEALERS, kindly bear with us until we can again 
serve you with your normal fishing requirements. 


They Hook 
and Hold 


Manufacture of snelled hooks and leaders for 1943 delivery 
will depend upon materials on hand. ‘Spinners and lures 
are out because of materials. Flies are obtainable in 
limited quantities. 

Most of our hook production is now being used to aid our 
government. We are suppyling large quantities of hooks 
for commercial fishing. These hooks are helping to pro- 
vide food for the United States and Allied Nations. 


If you are a commercial fishing concern located in or out 
of the United States, we are capable of serving you with 
fish hooks. 

Yours for victory, 


WRIGHT & McGILL 
CoMPANY 


1477 York Street - Denver, Colorado 


Buy War Bonds -- Save Strategic Materials 
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Red Circle 
SHANKS 


Make any saw better. Uni- 
form quality. Good clear- 
ance. Accurate fit, proper 
temper and spring. A good 
item tosell the portable mill. 


SIMONDS 


Profit-Building Line of Cutting Tools 


BlueTip BITS 


They hold their edges, without 
crumbling, in the toughest logs. 
Specially tempered for extra tough- 
ness ... and they cut higher-grade 
lumber. Packaged ready to ship. 





Simonds Sawand Steel Co.,Fitchburg,Mass. 
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This display on removable shelving brightened the 
store and helped create a seasonal gift atmosphere. 


Extra Display Space for Merchandise 


N many hardware stores there is 

insufficient space for effective 
display of all the extra gift lines. 
One way of overcoming this difficulty 
is to show Christmas goods on top 
of, or in front of, regular lines which 
are slow sellers at that season. 

This pyramided shelving shown 
was used successfully by Elliott 
Hardware, Toronto. Canada, on their 
regular cutlery display counters. 
This display did not conceal the 
merchandise shown on the counters. 
It was placed in front of a section 
of the paint and varnish department, 
where sales deperid less on store dis- 
play than with some other lines. 

The top shelf was fitted with a 
high rail across the back. This sec- 
tion was found particularly useful for 
displaying large games.and other 
cumbersome articles for which there 
was no space on the counters. The 
two shelves below were illuminated 
by means of showcase lamps which 
were concealed behind the strip 
across the top front. Lamps, china- 
ware, pottery, serving trays, electri- 
cal appliances and other lines sold 
rapidly from this prominent posi- 
tion. Concealed at the back was a 
pipe reinforcing which was run 
above head level from the woodwork 
to the shelves to prevent an acciden- 
tal spill. 

This display was located close to 
the store entrance and it proved to 
be very attractive, both to customers 
already in the store and to street 


shoppers who could see it through 
the glass door. Easily seen price 
tickets or tags attached to every ar- 
ticle shown greatly increased its 
selling power. 


Outdoor Clothing Aids 
War-Time Sales 


(Continued from page 37) 


hunting clothes, red mackinaws, 
red shirts and red caps, for gen- 
eral outdoor wear during the fall 
season and this' has helped to 
stimulate sales. 

Bowling shoes appeal to an 
ever increasing number of men 
and women who come in for sup- 
plies during the winter season. 
Shoes are still obtainable. They 
are displayed on an open table, 
because it has been discovered 
bowlers like to pick them up and 
inspect them. 

Summer slack suits sold very 
well during the past season. Many 
fishermen and vacationists have 
come in to buy supplies, have 
seen the suits and have made pur- 
chases. These suits and summer 
sports tie in very well together. 
The store plans to put in a larger 
stock next year. 
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Showing how suction 
line should be laid. 





: Pump and Water System Owners’ Manual 


TIMELY manual entitled, 


“Pumps and Water Systems 
Their Care and Maintenance,” which 
has been published by. The F. E. 
Myers & Bro. Co., Ashland, Ohio, 
is designed to help dealers eliminate 
unprofitable service calls by telling 
pump and water systems owners 
how to make minor adjustments and 
repairs. 

Here briefly are some of Myers 
recommendations for the various 
types of pumps in general usage: 


Inspection 


“The water system is frequently 
the most neglected piece of equip- 
ment on the premises. Installed in 
a well pit or a dark corner of the 
basement, it is seldom visited so 
long as it continues to render de- 
pendable service. It is well to make 
an inspection of the water system 
at regular intervals, say every 30 
days, with special attention to un- 
usual conditions which may result 
in freezing or flooding of the system. 
Watch particularly the condition of 
the oil, undue water leakage, un- 
familiar noises and the air supply 
in the pressure tank.” 


The Suction Line 


“Mysterious failures, reduced ca- 
pacity and sometimes noisy opera- 
tion of any suction pump are often 
traceable to the suction side of the 
pump, particularly the suction line. 
The following conditions are neces- 
sary for satisfactory and continued 
operation for all pumps classified as 
shallow well or suction types. 

“1—The maximum vertical suc- 
tion distance should not be more 
than 22 ft. 

“2—There must be no air leaks 
either in the pump or suction line. 

“3—The suction line should be of 
sufficient diameter to allow for fric- 
tion. No obstructions. 

“4—The suction line should slope 
upwards from well to pump. 

“5—Where the source of supply 
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is above the pump, the suction line 
should be throttled for pressure tank 
installation. 

“The suction line should be laid as 
shown in the illustration at the left 
with a gradual slope from the pump 
downward to the water supply. This 
facilitates drainage and _ prevents 
formation of air pockets. The slope 
should not be less than one inch to 
15 ft.” 


Hand-Operated Pumps— 
Shallow Well 


“Pitcher Spout, Kitchen Lift and 
Kitchen Force Pumps — All these 
types are of the shallow well or suc- 
tion type. consequently the general 
recommendations covered under Suc- 
tion Line will apply. Most pumps 
of the pitcher spout or kitchen type 
have what is known as ‘tilting 
check valve, which makes them 
easy to drain. By elevating the 
pump handle to the highest point, 
the plunger is forced down on the 
check valve, causing it to open, 
draining the pump and releasing the 
water in the suction line. It is a 
very easy matter to reprime such 
pumps. While the use of a foot 
valve on pumps of this type may 
help to hold prime, such a valve 
prevents convenient drainage. Foot 
valves should not be installed where 
either the pump or the suction line 
is exposed to freezing temperatures. 





Typical kitchen force pump 


“Renewal of plunger and check 
valve leathers for pumps of this 
type covers about all the servicing 
that is ever required. Such renew- 
als are a very simple job for any 
pump owner.” 


Horizontal Cylinder Hand- 
Operated Pumps 
“All horizontal cylinder pumps 
are of the shallow well or suction 
type. If correctly installed no ser- 
vice problems are involved except 
the occasional renewal of valves and 
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Because pliers are urgently 
needed in Defense work, ou 
best efforts are devoted 
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both types! 


WIREGRIP Belt Hooks that can 
be applied with any make lacing 
machines, have double (patented) 
aligning cards that hold hooks in 
perfect alignment, prevent han- 


dling and card-end loss — every 
hook saleable and usable. Made in 
6 sizes. 


STEELGRIP Belt Lacing is applied 
with a hammer. Comes in 8 sizes, 
in standard boxes, handy packages 
or long lengths for wide conveyor 
belts. Have 2-piece hinged rocker 
pins. 


Priority Business 


—is waiting on belt lacing at local 
plants, and schools. 


Write for Catalog 


ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 
5348 Northwest Highway, Chicago, U.S.A. 


PAINE 


TOGGLE BOLTS 
SPEED UP 


Fastening Jobs 


























FOR 
CARPENTERS 
PLUMBERS 
ELECTRICIANS 
FACTORIES 
INSTITUTIONS 
& 
In Lath and Plaster 
Hollow Tile © Sheet Rock 
Insulation Boards 






The largest building program in history is multiplying 
the demand for PAINE Pull-Out-Proof Spring Wing Tog- 
gle Bolts. Check your sub-contractor and builder cus- 
tomers, for priority work and get the Toggle Bolt and 
Lead Anchor business that goes into practically every 
building. PAINE Toggle Bolts are available in standard 
lengths with diameters from '/g” to '/o” in 7 difterent 
head styles. 
Ask Your Jobber Today—Prompt attention given 
Priority Orders 
THE PAINE CO. 
2963 Carroll Ave., Chicago, Ill. 
Offices in Principal Cities 


‘PAINE 
erred 141143) 
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leathers. Comparatively simple oper- 
ations.” 


Hand and Windmill-Operated 
Pumps—Deep Well 


“All hand and windmill operated 
pumps that have their cylinders 
down in the well are known as deep 
well pumps, regardless of the dis- 
tance to water. Wherever conditions 
permit, we recommend that the 
cylinder be low enough to be com- 
pletely submerged at all times and 
at all seasons. Installed in this man- 
ner, they will never need priming. 
Pumps of this type are rendered 
frost-proof by drilling a small vent 


in the drop pipe below the frost 
line.’ 
This outline merely scratches the 


_surface of the material contained in 


the Myers manual. There are many 
other important chapters which cover 
such important topics as: How to 
Order Repairs, Priming, Sanitation, 
Well Pits, Pressure Tanks, Air Vol- 
ume Control, Automatic Pressure 
Switch and many other too numer- 
ous to mention here. A sample copy 
and full particulars with reference 
to securing a supply of the new 
Myers manual for distribution may 
be had from The F. E. Myers & 
Bro. Co., Ashland, Ohio. 





Hardware 


Hornar 























“Pssst - WHEN THEY ASK FOR TOY SOLDIERS | SWITCH ‘EM 
TO SOMETHIN’ ELSE WERE ALL SOLD ovT” 
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% The Rockford Line now 
offers smartly styled Kitchen 
Cabinet Hardware with a 
beautiful, lustrous zinc plated 
finish! A coat of clear, baked 
enamel gives added protec- 
tion for many years to come. 
Stock up now on these “Styled 
to Sell’ patterns. It will 
mean added profits for you! 





Undiwn Latina 
13 (* = Ay 
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INDIVIDUALLY PACKAGED 


All items are individually packed in 





envelopes ... complete with screws, 
parts, and directions for application. 
Write Dept. 1142 For Catalog 
Showing Complete Line 


*% PACKAGE HARDWARE DIVISION 


PUY NATIONAL LOCK CO.. ROCKFORD. ILL] 





























names are constantly 
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Changes 


New products and new trade 


added to the listings for the 
next Directory Number of 


Therefore, if you do not find 
in the current issue of the 
Directory Number the prod- 
uct you are interested in, write 
to the “Who Makes It” Editor. 
He'll be glad to serve you. 


HARDWARE AGE 


100 East 42d St., New York City 











WITT production is be- 
ing called upon more 
and more to meet the 
nation’s needs. That 
means fewer cans for 
civilian uses—that’s why 
WITT CANS cannot 


meet all present calls. 









Helpful Suggestions 
How fo Care for WITT CANS 


Paint cans inside with asphaltum paint. 
Paint name or symbol om cans and lids 
—prevents icss or threft of cans, and 
helps to identify them. 











Never sprinkle or wet ashes before put- 
ting them in cans. Ashes contain sulphur 
and when wet, a mild sulphuric acid Is 
formed. 



























The WITT CORNICE Co. 


Winchell Ave., Cincinnati, Ohio 
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The Original 


SPUN 
ms WICK 


The wick that proved itself by 
f, outperforming all other wicks in 
/ American homes during the past 


Mies five years. 
Ve py Write today for 


| FLAMEMASTER | = 


Asbestos. wic 


Outstanding item in the stocks of 
the country’s leading jobbers. 
Due to ever-increasing military 















needs we cannot guarantee how = 3 
long Flamemaster will be avail- . 

able, but we will continue to fill Mfq. under U.S. Pat. Nos. 
your needs as fully as conditions 2,197,866 2,184,899. 
permit. 


Ask about special display deal! 




















LOWEST COST FOR 
HIGHEST DEPENDABILITY 





Their dependability is proved—by 
tests and by performance. Designed 
and built to give you pre-determined 
safety under severest weather con- 
ditions. Easy to carry. Easy to service. 
Burns up to 48 hours on one filling. 
It's the highway torch you've been 
looking for. 


Embury Mfg. Co.,Warsaw, N.Y. 


Ane you gelting 


YOUR SHARE OF 
INDUSTRIAL 
SOLDERING IRON 

BUSINESS? 


One thing is certain in these 
uncertain days—your best pros- 
pects are those plants engaged 
in defense production. You can 
sell DRAKE Soldering Irons to 
those plants—for DRAKE irons 
have the stamina to take the 
punishment of constant use. In- 
vestigate this “live” prospective 
market. 





Mlustrated here is No. 600-10 (100 
watts, %& in. tip) from the line of 
DRAKE Industrial Soldering Irons. 


ASK YOUR 
JOBBER FOR 
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INFORMATION 


DRAKE ELECTRIC WORKS, INC. 


3656 LINCOLN AVE. CHICAGO, ILL. 


The Rationing of New Farm Machinery 


(Continued from page 54) 


issued Conservation Order L- 
170 allocating steel for the man- 
ufacture of new farm ma- 
chinery and equipment. Late 
yesterday I tried to get a copy 
of the order, but there was none 
available. The full order will 
appear in the Federal Register 
this week, probably today or 
tomorrow. I did take down a 
few figures which may be in- 
teresting to you. The percent- 
ages represent the approximate 
level of production for each 
item which can be made with 
the steel allocated by WPB. The 
average for the years 1940 and 
1941 represents 100 per cent. 
Here are the percentages then 
for various types of farm equip- 
ment: 


Repair parts, 130 per cent of 
the 1940-41 average. In 
1942 repair parts were 
manufactured at the rate of 
150 per cent of 1940. The 
130 per cent probably is 
about 140 per cent of 1940 
production. 


Tractors, all types — 15 per 
cent. Without garden type 
tractors, the figure is 14 
per cent. 

Small combines, 34 per cent. 

Larger combines, 20 per cent. 

Milking machines, 64 per 
cent. 

Small incubators, 20 per cent. 

Small farm-type brooders, 30 
per cent. 

Poultry feeders and waterers, 
31 per cent. 

Beekeepers’ supplies, 60 per 
cent. 

Harness hardware, 65 per 
cent. 

Hand tools, rakes, scythes, 
etc., 50 per cent. 

Horseshoes and_ horseshoe 
nails, 75 per cent. 

Electric fence controllers, 66 
per cent. 

Although fencing is covered 
by another order, I understand 
that the allocations of steel for 
agricultural fencing in the last 
quarter of this year will be 
about one-third of the normal 
tonnage used, but with simpli- 
fication of design and other con- 
servation practices, it will be 
possible for manufacturers to 
turn out about half of the 


normal fencing in terms of rod- 
dage. As you understand, these 
figures I have given you are ap- 
proximates. 

The next problem is plenty 
tough. After WPB has decided 
what manufacturers will pro- 
duce what machine, the job will 
be one of production and dis- 
tribution. On the basis of all 
available information, machin- 
ery will be allocated by areas. 
Each state will be given a quota 
for each kind of new machinery 
that will be rationed. The 
USDA State War Board will 
then be responsible for dividing 
these quotas among the coun- 
ties. 


Essence of the Order 


The essence of the permanent 
rationing order is to have the 
rationed item on hand or avail- 
able at the time the farmer’s 
application is approved. We 
don’t want certificates to come 
back like a check marked “in- 
sufficient funds.” This is one 
reason why it has not been easy 
to prepare the permanent ra- 
tioning order and to set up the 
quotas and allocations by which 
machinery will move from fac- 
tory to farm. 

People who are working on 
this problem know that manu- 
facturers have over many years 
built up patterns of distribution. 
In arriving at State or area 
quotas, one big problem is to so 
handle it that existing patterns 
are maintained as much as-pos- 
sible in order to assure effec- 
tive distribution from manufac- 
turers to wholesalers and on to 
dealers. In some cases, how- 
ever, it is obvious that there 
will be no alternative but to dis- 
rupt existing patterns. 

Permanent rationing will go 
into effect on Nov. 1, or soon 
after. The order which froze 
sales under the regulations of 
temporary rationing will be 
lifted, and the plants can pro- 
duce new equipment under the 
permanent order. There should 
be some machinery available lo- 
cally to meet the most pressing 
needs until deliveries of the new 
manufactures begin. The man- 
ufacturer will be permitted to 
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PREMAX PRODUCTS 
GO TO WAR 


All facilities of Premax are now in 
essential war production. These du- 
ties are so important that none of the 
usual Premax Products ... solid steel 
rods ... letters and figures ... and 
other items are available for civilian 
use. 

However, Premax is planning for 
the days to come. ... when new prod- 
ucts and new ideas will again carry 
the Premax label to every dealer in 
the land. 


Pemax Poduch 


DIVISION OF 


CHISHOLM-RYDER CO. INC. 


4307 Highland Ave., Niagara Falls, N. Y. 


—_— 





THE HARD WAY? 


Time and material 
are precious! 

Many a job now milled out of a 
solid block of metal could be 
made faster out of wire, and the 
waste would be nil! Where you 
have leeway in your specifica- 
tions, we'll gladly give you the 
benefit of our long experience in 
making wire forms for a wide 
range of applications. 


(DEALERS: For the duration, our hard- 
ware deliveries must defer to war 
needs.) 


M. S. Brooks & Sons, Chester, Conn. 
Since 1848 


“‘BROGKS fr HOGKS® 
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complete the assembling of 
equipment already made. He 
will be able to distribute this 
equipment and also that which 
he has in excess of his L-26 pro- 
duction quotas. These supplies, 
plus what you have on hand, 
can be used to supply farmers 
who have the purchase certifi- 
cates. 

Any equipment and ma- 
chinery now in dealers stocks 
will be included in the quota 
that the State War Board will 
set up for each county. Dealers 
are to report by Nov. 10 their 
present inventories of the ra- 
tioned items. The inventory is 
essential if we are going to get 





a rationing system that will be 
fair to all. 

The problems of permanent 
rationing are great. Our job 
and your job will be difficult. 
You can help us by passing on 
suggestion as to how to improve 
the program. In turn, we may 
be able to help you out in your 
relations with retailers if you 
bring your problems to our at- 
tention. 

We are in this thing together. 
We are in this war together. By 
working together, we can fulfill 
the blueprint for victory and 
contribute to the defeat of the 
enemy and to the preservation 
of freedom. 





Iron and Steel Regulation M-126 


(Continued from page 56) 


more good as far as the indi- 
vidual is concerned to force 
the individual to live up to the 
restrictions of the order. 

If, by granting an appeal, he 
can be made more useful for us 
all, for this country, then the 
appeal is more than likely to 
be granted. If there is no par- 
ticular indication that a grant 
will thus make him more use- 
ful, he is not likely to have the 
appeal granted unless, in the 
relatively rare case, where the 
order, by accident, hurts the in- 
dividual and does absolutely 
no good to anyone or any part 
of our economy. 

However, I want to make it 
quite emphatic ‘that we don’t 
like to say “no” to an appel- 
lant and take his arm and ease 
him out of the door and say 
“good-bye” to him. If we don’t 
see our way clear to make_a 
grant, then we still feel a de- 
cidedly paternalistic responsi- 
bility towards that individual 
or that company. 

In that connection we have a 
very closely related liaison 
with the Materials Redistribu- 
tion Branch, and you all know 
that by this time the Steel Re- 
covery Corporation is in op- 
eration or about to be in op- 
eration, and I think I can safely 
tell you that practically every 
description of steel mill prod- 
uct will be absorbed sooner or 
later by that Branch, and thus 
relieve some of you from very 
burdensome inventories. It 


won’t be tomorrow, but I am 
sure it will be within the next 
few months. 

There has just been issued 
a Priority Regulation No. 16, 
which lists M-126 and quite a 
number of other large orders 
and says, in fact that here- 
after appeals from those 
orders can be filed in the field 
offices. During the last few 
months, we have been training 
a group of 200 field men and 
12 regional appeals managers 
to handle appeals in the field. 
The point of this is quite obvi- 
ous, that if an appeal has to 
be made, the appellant can go 
to a field office and get intelli- 
gent cooperation on his prob- 
lem, and he is relieved of the 
necessity for coming to Wash- 
ington and will save expense 
and time. Rest assured that 
your problem will come to 
Washington, and come prompt- 
ly, but it is entirely possible 
that the field man can help you 
and save you a great deal of 
trouble and time. 

Our problem becomes quite 
complex though on the face of 
it, it looks perfectly simple. 
We are very deeply interested 
in helping people in making 
substitutions and in making 
known substitutions, and we 
urge all manufacturers to share 
their discoveries in substitu- 
tions. 

We have got our order, our 
instrument to save steel, and 
we go beyond that. We find 
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- the most inspiring kind of co- 


operation from manufacturers 
everywhere. They are con- 
stantly bringing in different 
items to use; to show us how 
steel can be saved; offering 
them; telling us we can tell 
anybody about them. 

It is perfectly astonishing 
what the American manufac- 
turer has been able to do in 
substitutions. I suppose I 
could stand here all day and 
tell you of things that seem al- 
most miraculous. 


Feeling of Responsibility 


We don’t try to “kid” manu- 
facturers very much when they 
come down to see us. I think 
we have that reputation. We 
have a very distinct feeling of 
responsibility towards them 
and a very definite and clear 
realization that we, in our 
position, are only there because 
of the war, and we have the 
highest respect for manufac- 
turers who come in and a clear 
realization of what they are 
and who they are and what they 
have done, and we have no de- 
sire to do them an injury, and 
I am sure you will all believe 
that. We are all working for a 
common goal, and I think that 
there is just one thing that we 
have got to realize and keep 
before us more than anything 
else. That is, that we are in 
this war. 

I feel so strongly that we 
have got to not look at our little 
M-126, which happens to be the 
subject this morning, as some- 
thing that is a burden. It 
isn’t a burden. It is a help, 
and it is a poor weak thing 
compared to what I hope it will 
be some day. It is just some- 
thing written down on paper 
to attempt to indicate the way 
that we have got to handle 
our economy. Don’t try to in- 
terpret some relief for your- 
self in it, and don’t, if you can 
possibly avoid it, ask us to in- 
terpret relief into it. 

I will say, perfectly frankly, 
that our interpretation of every 
item of it is the most restrictive 
that we can possibly make it 
and still keep some reputation 
for common sense, and we will 
continue to be that way. There 
is no other way out of it, as I 
see it. We have got a battle 
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on our hands and I think we 
have all got to feel a very 
genuine and very true sense 
that our responsibility for the 
fight is just as great as the in- 
dividual in uniform. As a mat- 
ter of fact, it is far, far greater. 
Don’t come down to the War 
Production Board when it is 
possible for you not to and ask 
for this and for that, but 
rather tell your customer who 
is urging you to do this and 
that, that in your opinion it is 
not within the spirit of M-126 
or of M-9C or of M-11B and of 
the countless L Orders; that 
those Orders are restrictive, 
and restrictive for a purpose, 
and if there is any doubt about 
it as far as the matter con- 
cerns wanting any individual 
item, it may be assumed that 
it is restrictive concerning 
that item. 


I didn’t come here to say 
very much or to stay up here 
for a very long time and I am 
not going to go into any details 
about M-126. I have two or 
three questions that have been 
asked me and I am going to 
answer them or try to answer 
them the best I can, and may 
illustrate somewhat the way 
we look at M-126. 

This particular question says: 
“As all craftsmen are now on 
war work (no other construc- 
tion being allowed), and they 
must have wrenches, pliers, 
hammers, screw drivers, etc., 
to do anything, but can’t get 
tools with steel handles or steel 
shanks under M-126 without an 
Army or Navy contract, which 
they don’t have, how can they 
get their tools?” 

The answer is that M-126 
does not allow iron and steel 
for handles for tools, because 
it is unnecessary. I say that 
reservedly. I don’t know how 
we can make pliers’ with 
wooden handles. I think I do 
see how you can make ham- 
mers and screw drivers with 
wooden handles because I have 
used them. All of us have used 
them. We try to interpret the 
M-126 with the utmost re- 
strictiveness but with good 
sense. 

It will be possible that some- 
parts must be of steel or iron. 
There is nothing legal about it. 
It is just common sense. A 
















Arm-and-Hammer 


Leok for the 


Improved 


PIPE 
CUTTERS 


The Drop-Forged and 
“Combination” Pipe Cut- 
ters can be used as a 1 or 
3 wheel cutter. All are im- 
proved cutters, accurately 
made with hardened steel 
pins and rollers. Thrust 
rods of “‘Saunders” ty 

cuiter are hardened at the 
point and bear on embed- 
ded, hardened steel block. 
On “Barnes Type” the 
thrust is taken up by 
drop-forged steel sections. 
Parts are interchangeable 
with other standard makes. 
All are Cadmium Plated. 


“ARMSTRONG BROS.” 
Knife Blade Cutter Wheels 
cut much faster and eas- 
ier, hold their keen cut- 
ting edge for they are 
made of Vanadium Tool 
Steel, heat treated, hard- 
ened, and Cadmium Plated. 



























Write today for Cat- 
alog C-39, showlag 
the most complete tae 
of Pipe Tools made. 






ARMSTRONG BROS. TOOL COMPANY 
"The Tool Holder People’ 
314 N. Francisco Ave., CHICAGO, U.S.A. 
Eastern Warehouse & Sales: 
199 Lafayette St., New York 















SPRING BUTT 
HINGES 


Highest quality. Finely tempered spring 
can be regulated to any tension after door 
is mune: Anti-friction washers give easy, 
silent action. Packed 1 
pair in box with screws. 
SINGLE-ACTING 
Meets Federal Specifi- 
cation E-FF-H-l16A, Type 
2331-2331A. yt 9 
steel. Sizes: 3”, ‘ 
6", and 7”. 


i 


®@ 66 














lo 





DOUBLE-ACTING 
Meets Federal Specifi- 
cation E-FF-H-116A, 
Type 2330-2330A. 
Wrought steel. Sizes 3”,4’,5",6",7",and 8”. 

OTHER AVAILABLE ITEMS 
Full line and complete stocks of Builders’ 
Hardware as specified for wartime con- 
struction. Your “want” list on other items 
listed in our regular catalog will be filled 
to the extent that remaining stocks allow. 
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CY SPRING HINGE CoO. 
SHELBY, OHIO 








A popular buy-word 
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HARDWARE 














HE score of years that these fine 

products of builders’ hardware 
have been offered to the trade have 
been marked by dependability in 
service always. 


It is little wonder that the endorse- 
ments of the many users of National 
Hardware have created the popular 
demand that exists today. Discrim- 
inating builders ask for these prod- 
ucts by their trade 
name and insist 
on the genuine. 


If you do not car- 
ry this hardware, 
you should write today 
for full particulars. 





National Manufacturing 
Company 
STERLING - - « ILLINOIS 

















A WORLD-FAMOUS 


OT MELA 
¢ 


Distinguished visitors have 
made The Blackstone one of 
the World's most famous ho- 
tels. Beautiful appointments, 
quiet luxury, perfect service, 
excellent cuisine, sparkling 
entertainment. 

A. S. KIRKEBY, Managing Director 


The Blackstone 


South Michigan Ave. 
CHICAGO 
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hammer handle can be of wood 
but there must be a steel shaft 
through a pliers handle. These 
are common sense matters. I’d 
like to make that plain. 

We are going to stop all the 
iron and steel use that we pos- 
sibly can, and at the same time 
we don’t want to be in a posi- 
tion of stopping just because 
the order seems to say it ought 
to be stopped. There is just no 
sense to it at all. 

Now, a manufacturer in the 
field of which I am quite fa- 
miliar asks about his stan- 
chions. “Why was the phrase 
‘except hangers and fasteners’ 
included with cattle stanchions 
on list A?” Well, because it 
can be made of wood. The 
whole thing is decided on a 
common sense basis. If we can 
realize that, we can more fully 
understand the spirit of the 
Order, and when you come in to 
see and show us that we have 
not used common sense in a 
certain Order, we welcome your 
advice. I challenge anyone to 
write M-126 or any other Order 
like it and make it perfect. 

The second question seems 
somewhat repetitive. “If the 
terms ‘iron’ and ‘steel’ shall not 
be deemed to include screws, 
nails, rivets, bolts, or wire 
strapping or small hardware 
for adjoining or other essential 
purposes, is it then possible for 
us to make cattle stanchions 
using metal hangers and fast- 
eners and other small or join- 
ing hardware?” 

It is perfectly possible to do 
that, because it is an excep- 
tion, and if we don’t want to 
consider the hahging parts, it 
is perfectly all right. 


The other question has to do 
with L-26 which is a quota 
Order, which I am not prepared 
to answer now. 

Now, there is a question 
which might be a little em- 
barrasing to me, but I refuse to 
be embarrassed. “Why is it 
necessary in appealing for per- 
mission to assemble parts, to 
answer so many questions that 
are included in Appeal Form 
PD-500?” 

Well, Appeal Form PD-500 is 
designed, as is obvious, with a 
little study to find out what the 
manufacturer is up to; what 
his labor is up to; how much 
war business he has; what the 
situation is in general, and 
when we speak of assembling 
parts — well, there are parts 
that are worth several dollars 
a pound. There are countless 
types of parts. There just 
seems to be no way of dividing 
the appellants into various 
classes or classifications. The 
only practical way seems to be 
to make out that form. If a 
man is in a position where he 
has to appeal more than once, 
the job the second time isn’t 
very burdensome because much 
of the information is just ex- 
actly the same as it was put on 
the first form. It is quite neces- 
sary for us, if we want to come 
to a sensible conclusion, to 
have a pretty good idea of the 
picture of the manufacturing 
business, keeping in mind, par- 
ticularly now, the develop- 
ments of the Steel Recovery 
Corporation, and that many of 
these parts might well be 
bought by them before we are 
through, and scrapped. 





Repair, Maintenance and Operating Supplies 


(Continued from page 59) 


sooner or later, they were going 
to get orders that would enable 
them to sell that material. Of 
course, the privilege of a whole- 
saler being a producer in that 
definition only means that it 
enables them to get their main- 
tenance and repair material in 
operating supplies. It does not 
mean that they should antici- 
pate that they are going to re- 
ceive some maintenance and 
repair orders, and consequently 


use this order to purchase for 
stock. 

Before we go into the fourth 
classification, we might stop 
here and see what might happen 
to P-100 and what might hap- 
pen to the general maintenance 
and repair problem. Now, on 
P-100 we had a meeting the 
other day of all the branch 
chiefs that were involved in the 
industries that didn’t need as- 
sistance for their maintenance 
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THE NAME SILVER LAKE stampep on every FooT 
@ PACKED IN CARTONS @ 


OUR WEATHER PROOFED THE 
BETTER SASH CORD 


LOWER PRICED GRADES 
EDDYSTONE 
PELHAM 
Mill — Chatt ae OFF NUCORD 
SILVER LAKE C0. mene Chaise ad ’ 34, [eye 


Boston 


War or No War! 


ROGERS CARRIES ON 


With Exclusive Hardware Jobber Policy 


| | During these strenuous days we are doing our utmost to 
| | supply our customers with Rogers liquid fish glue as rapidly 
' as possible .. . and we are abiding by our exclusive policy 
of offering the hardware trade absolute protection by not 
selling to chain store groups, group buyers and mail order 
| houses. In fact, be- 

cause of the excel- 





























Power Centered | 
to Lick 1001 Jobs 








An Apology and a Promise 


lent cooperation that 
If you have suffered any delay in ob- 
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eveloped as a taining Rogers’ liquid fish glue, it is 
result of our strict because Uncle Sam is the man ahead 
hardware trade of you... we know that you won't 
mind waiting in line behind him. We 
policy, we are ex- assure you that we are doing our ut- 
panding the program most in research and production to 
for your ben fulfill all of your orders absolutely as 
y efit, and rapidly as possible. Please bear with 
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@ Improved dynamic design (patented) 
gives perfect balance plus unequalled 
efficiency for chopping, driving, pull- 
ing and ripping. Full force of each blow 
is focused at point of impact, as in sketch. 





Stock, display and profit with this 
universally sought and accepted tool. 








National advertising directs 10,000,000 
consumers to buy it in Hardware Stores. 
Produced only by the Makers of True 
Temper Products, Cleveland, Ohio. 


TRUE TEMPER 


PRODUCTS 


FORKS + RAKES + HOES + AXES » HAMMERS + HATCHETS 
SHOVELS + FISHING RODS AND BAITS + GOLF SHAFTS 





Phone Your Jobber for Free Project Sheets 
USE ROGERS LIQUID FISH GLUE 
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GLOUCESTER, MASS. 
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Easiest Cutting Pruner Made 0: 
Hedge Shears 
re semen 
Grass Shears 

Lopping Shears 










Thin, keen blade — easily cuts 34’ greenwood, twigs, even 
twine. Won’t pinch or blister hands. Preferred by women — 
demanded by all pruning experts. In handsome display car- 
ton with hardwood sticks to prove its cutting action. 


“SEYMOUR SMITH & SON, Inc., 100 MAIN ST., OAKVILLE, CONN. 
Specialists in Garden Shears for Three Quarters of a Century 













Oxide Finish 


Distributors 
JOHN H. GRAHAM & CO., Inc. 
105 Duane St., N. Y. City 
565 W. Wash. Bivd., Chicago 
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HELPS WARTIME MAINTENANCE 


Durham 
ROCK HARD 
WATER PUTTY 


Will Not Shrink - Sticks and Stays Put 


IMMEDIATE DELIVERY from your jobber 


Donald Durham or Des Moines, lowa 















° R IEST'S CLIPPERS 
A Complete 


Line— 


Ask 
Your Jobber 
75 Years’ Reputation in the Trade 
AMERICAN SHEARER MFG. CO. 


IASHUA, N. H. 

















Procé i 


‘SUN NSHINE 


cHAMO 


MADE IN U.S A 


“ASK YOUR JQBE8R 
FOR GUAR EXTRA VALUES 
SEWED PIECE CHAMOIS 


HOYT £& WORTHEN TANNING CORP 
HAVERHILL. MASS 
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(Patented), assures better workmanship 
and safety to user. A favorite for over 
40 years. 

TROY FILE WORKS 
Troy, Est. 1831. N. Y. 
Robertson 
Original ""Horseshoe Magnet"’ 
Hammers 





Made of superior forged 


The original. 
steel strongly and permanently magnetized. 
— for home, shop, 
= and other uses Also Patented 
ripper Clips for holding kitchen utensils, 

tools, golf = brooms, mops, ¢ 


Holds securely 


e GIBSON GOOD TOOLS, INC. e 
Box 268 Orange, Mass., U.S.A. 











Youll find 
REAL 


Sales Representatives 
advertising in the Sales 
Accounts Wanted 
Columns. 
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and repair material, and a plan 
was outlined. There is not much 
use in announcing the plan that 
has just been outlined because 
it is usually months before the 
final plan is evolved. 

However, we have been think- 
ing in the line of canceling 
P-100. 


Several months ago, Mr. Nel- 
son called us all together to a 
staff meeting and said that our 
thinking on maintenance and 
repair, which up till now has 
been that the production of a 
firm should be regulated on a 
basis of his production; if his 
production is not essential, then 
some branch in the War Pro- 
duction Board should issue an 
order either to reduce his pro- 
duction to a certain percentage 
or to completely stop it in that 
particular line of production; 
that the maintenance and repair 
section, in our work, should not 
determine whether or not a com- 
pany should be declined the use 
of maintenance and repair ma- 
terial. We felt that if a company 
was in existence and needed 
maintenance and repair to carry 
on their production that we 
should look at the economical 
situation involved there. Con- 
sequently, we have never cut 
down any person wishing main- 
tenance and repair material up 
until this time. 

However, at this staff meet- 
ing, Mr. Nelson did say that 
material was getting so tight 
that there would come a time 
very shortly where the mainte- 
nance and repair branch and 
section should determine who 
was going to get maintenance 
and repair material and who 
was going to be denied it. 

Now, that leaves us the fourth 
major classification and that is 
the number of establishments 
above the wholesaler level and 
that means retailers, apartment 
houses, hotels and the _ indi- 
vidual home owner. That prob- 
lem is a tremendous one if we 
establish bianket ratings. If 
you just stop and think, there 
are over 2,000,000 retail stores 
in the United States. To have 
them on a blanket rating for re- 
pair and maintenance material, 
unless you had them on such a 
low rating it would be impos- 
sible for them to get mainte- 
nance and repair material, and 
there would be no use in estab- 
lishing such a rating because 
the material could not be con- 


trolled. On top of the stores 
you have got your hotels and 
home owners. 

I remember sitting in on the 
first discussion on the forma- 
tion of the Distributors’ Branch. 
At that time they were design- 
ing an order which they called 
P-99. That superseded the M- 
67 and the L-63, but the order 
of P-99 in the preamble and in 
the preamble to M-67 is: “The 
policy of this order is to pro- 
vide material for maintenance 
and repair,” and the object of 
the P-99 was that if the mate- 
rial was released on an unrated 
basis, that assistance would be 
given to the distributor for a 
lift back into his stock. I don’t 
think that there has been any 
change in that conception of 
the organization of the Dis- 
tributors’ Branch. 

I think that they still have, 
in their determinations, if a 
wholesaler does release mate- 
rial above the P-100 level, just 
as much assistance will be 
given him in lifting back their 
stock as though they had re- 
leased it on the P-100 order in 
using the A-10 rating. 

The only way we can meet 
this fourth classification prob- 
lem is by stopping all priorities 
assistance at the distributors’ 
level. The distributors will have 
to be given assistance for the 
material they released for 
maintenance and repair and it 
will have to be given to and not 
above the people for individual 
ratings to the distributors or for 
the distributors to pass ratings 
on back to the manufacturer. 

I believe that if the PD-1l 
form was even working 75 or 
80 per cent, that it would tre- 
mendously lessen our loads on 
PD-1A’s, which at the present 
time runs between forty and 
fifty thousand applications a 
week. 

You have materials on your 
shelves that are only important 
because of the use that can be 
made of that material in its 
fabricated form. If that mate- 
rial is on your shelf and has no 
immediate means of moving 
into use, it could have been bet- 
ter utilized in the first place, by 
being diverted to guns, ships 
and airplanes and this can only 
be done by a tremendous effort 
on the part of the distributors 
to limit their stocks within the 
inventories prescribed under 
the L-63 order. 
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Established 


“Use Brushes of Meritt” 


“UNITED” 


FOR 





‘‘UNITED BRUSHES’’ 





VICTORY FOR PAINTING 








Buy U. S. WAR BONDS AND DECORATING 


UNION MADE-~A.F.L. SAA SS, 
UNI (AME JA RSS 
UNITED BRUSH MANUFACTORIES <r] Maes 


NEw yvors® 











































Aue | FOR DEFENSE 
N ETTI NG Spring Hinges of Quality 


We are proud that 
Chicago Spring Hinges 
have been specified for 
many of the country’s 
greatest defense plants. 


Orders for defense 
needs must be filled in 
=. ) «6the order of their im- 
Type BUT2001_ _— portance. Help us to 
serve you by showing all necessary priority 
Profitable are the heavier | and end use information on your orders. 
grades of hexagonal net- | 


ting. You give complete FOR VICTORY 


satisfaction when you sell 
WRIGHT. 








Buy U. S. War Bonds and Stamps 


GF WRI GHT se cl Chicago Spring Hinge Company, 


CHICAGO NEW YORK 
WORCES eee * MAS S. U.S.A. * 

















HERE’S AN EASY WAY TO SUBSCRIBE 


HARDWARE AGE 
100 East 42nd Street, New York, N. Y. 


Please enter my subscription to HARDWARE AGE for one year—26 issues. RATES: United States 
$1.00; Canada $2.00; Foreign $2.50. 


[] Attached is my remittance. 
] Send invoice. 





NOVEMBER 26, 1942 








-» Coming Conventions and Events «-« 


Corrected Each Issue According to Latest Data 


California Retail Hardware Associa- 
tion, annual convention, Feb. 15-16, 
1943. Sessions will be held at the West- 
ern Merchandise Mart, 1355 Market St., 
San Francisco, Cal. Hotel Headquarters 
at Hotel Whitcomb, San _ Francisco. 
LeRoy Smith, 417 Market St., San Fran- 


cisco, is secretary. 


Kentucky Hardware and Implement 
Association, annual convention, Jan. 
19-20, 1943, in Louisville, Ky. Hotel 
headquarters and sessions at the Ken- 
tucky Hotel. J. M. Stone, 315 Kentucky 
Hotel, Louisville, Ky., is secretary. 


Minnesota Retail Hardware Associa- 
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Help Wanted, Accounts Wanted 
Business Opportunities 


Sales Representatives Wanted 
Set solid, maximum, 50 words....... $4.00 
All capitals, maximum, 50 words.... 5.00 

Each additional word......... -08 


Positions Wanted 
(Special Rate) set solid, maximum 
FD WEEE ccccvcesccsccocsiss «++. $1.00 
Each additional word............... 05 
Allow Seven Words for Keyed Address or Your Address 


BOXED DISPLAY RATES 
Bae GD cdinseesenewcecsovessesve 0 
Each additional inch.......... 4.00 











ACCOUNTS WANTED 


Long, well established firm, financially 
secure, seeks contact with concerns who 
would appreciate the right handling of 
staple lines on country-wide or territory 
basis. We have national distribution, 
our own experienced salesmen, jobbers, 
and dealers. Ample storage facilities. 
Can make large cash investment in 
stock. What have you to offer in a 
line that will last for the duration and 
can be built into a real seller after 
the war? 

Address Box H-152, care of HARDWARE AGE 

100 E. 42nd Street, New York City 











POSITION WANTED BY YOUNG LADY 
experienced in wholesale, retail hardware business. 
Experienced bookkeeper, typist, monitor, switch 
board operator Capable taking full charge; also 
assist with inventory. Excellent at ficures Fa- 
miliar with latest line of tools, mill and factory 
supplies. College graduate 13 years with one 
concern Best references Address Box H-153, 
care of Harpware Ace, 100 E. 42nd Street, 
N. Y. City 

WANTED MANUFACTURERS’ LINE 
FOR VIRGINIA and the Carolinas on a commis 
sion basis. Have a strong following with depart 
ment stores, hardware stores and 5¢ to $1.00 
stores. Have a car. Can furnish best references. 
Address Box H-154, care of Harpware Ace, 100 
E. 42nd Street, N. Y. City 








SANDING MACHINE HOLT “WHIRL 
WIND” drum type In good condition Recently 
overhauled This model sands to within two 
inches of the baseboard. $95.00. Address—Ridge 
wood Hardware Co., Inc., Ridgewood, New Jersey. 
MANUFACTURER'S REPRESENTATIVE 
DESIRES LINE OF hardware or hardware spe 
cialties that are jobbed and marketed through sash 
and door companies, lumber and building supply 
companies, sheet metal and roofing distributors. 
and hardware distributors, in lower peninsula of 
Michigan and northwest section of Ohio. Address 

Russell H. Moehn, Corner U.S. 16 and U.S 


23, Brighton, Michigan 


WANTED--HARDWARE CLERK, EXPERI 
ENCED, WITH KNOWLEDGE of paints. Salary 
$45.00-$50.00 weekly Steady Address Box 
H-151, care of Harpware Ace, 100 E. 42nd 
Street, N. Y. City 
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YOUNG MAN, 33 YEARS OF AGE, 18 
years’ experience in hardware, paint and elec 
trical lines, seeks position. Have been in my own 
business for 5 years. Can run or manage any 
business, large or small. Willing to travel to any 
part of country. All travelling expenses to be 
paid by employer. Address Box H-156, care of 
Harpware Ace, 100 E. 42nd Street, N. Y. City. 


TRAVELING SALESMAN-—-WELL ESTAB 
LISHED AND qualified now selling the hard 
ware, mill supply and industrial trade in Tennes 
see, Kentucky and adjoining territory wants allied 
line on commission basis. Excellent following 
among the well-rated retail and wholesale accounts, 
A-1 references. Address Box H-149, care of 
Harpware Ace, 100 E. 42nd Street, N. Y. City. 


SALESMEN—PLUMBING SUPPLIES AND 
SPECIALTIES experienced Southern Territory 

Virginia to Miami—-Drawing account. Address 
Box H-148 care of Harpware Ace, 100 E. 42nd 
Street, N. Y. City. 











WANTED—SALESMAN WITH FOLLOW 
ING AMONG hardware, paint, department and 
chain stores to carry highly ‘profitable, sure-fire 
seller on liberal commission basis. No priority 
restrictions and no competition. State in reply 
territory covered and lines carried. Address Box 
H-147, care of Harpware Ace, 100 E. 42nd 
Street, N. Y. City. 


WANTED: CONNECTION SALES REP 
RESENTATIVE WITH irreproachable manu 
facturer dealing with jobbers exclusively. Will 
resign executive position in Government War 
Agency. Wide knowledge Government problems. 
Consider Southern U. S. and D. C. Seventeen 
years as sales and advertising manager. Personal 
contacts with jobbers throughout nation. Write 
for brochure of business history and references. 
Address Box H-155, care of Harpware Ace, 100 
E. 42nd St., New York City. 





SALESMAN, WITH OVER 400 active ac 
counts of well-rated jobbers, wholesalers and 
major dealers, is open for any line in Connecticut, 
New York and New Jersey, including Metropol- 
itan District. Commission basis. Address Box 
H-146, care of Harpware Ace, 100 E. 42nd 
Street, New York City. 





WANTED LINES FROM MANUFACTUR 
ERS: Padlocks, night latches, inside lock sets, 
We call on hardware, building material, general 
stores, wholesale groceries, department stores, on 
straight commission, with exclusive sale in the 
South East. Address H-143, care of Harpware 
Ace, 100 E. 42nd Street, N. Y. City. 


tion, annual convention and _ exhibit, 
Jan. 26-28, 1943, in St. Paul, Minn. 
Headquarters, sessions and exhibit in 
the St. Paul Hotel. C. J. Christopher, 
Nicollet at 24th St., Minneapolis, Minn., 
is secretary. 


Missouri Retail Hardware Associa- 
tion, annual convention, Feb. 16-17, 
1943, in St. Louis, Mo. Hotel headquar- 
ters and sessions at the Jefferson Hotel. 
Louis C. Kreh, 323-324 Wainright Build- 
ing, 7th and Chestnut Sts., St. Louis, 
Mo., is secretary. 


Mountain States Hardware & Im- 
plement Association, annual convention, 
Jan. 19-20, 1943, at Cosmopolitan Hotel, 
Denver, Colo. John J. Bartlett, 637 
Pine St., Boulder, Colo., is secretary. 


New York State Retail Hardware 
Association, annual convention, Feb. 
9-10, 1943, at Hotel Syracuse, Syracuse, 
N. Y. Nicholas H. Kiley, 508 Hills 


Building, Syracuse, N. Y., is secretary. 


Ohio Hardware Association, an- 
nual convention and exhibit, Feb. 16- 
19, 1943, in Cincinnati, Ohio. Head- 
quarters, convention sessions and ex- 
hibit all at the Netherland-Plaza Hotel. 
John B. Conklin, 175 S. High St., Co- 
lumbus, Ohio, is secretary. 


Southern California Retail Hard- 
ware Association, annual convention and 
exhibit, Feb. 24-25, 1943, in Los An- 
geles, Calif. Convention headquarters, 
sessions and exhibit at the Elks Club. 
J. V. Guilfoyle, 509 Rives Syrong Build- 
ing, Los Angeles, Calif., is managing 
director. 


Virginia Retail Hardware Asso- 
ciation, annual convention, Feb. 22-23, 
1943, at the Hotel Roanoke, Roanoke, 
Va. G. T. Omohundro, Jr., Scottsville, 
Va., is secretary. 


Western Retail Implement and 
Hardware Association, annual conven- 
tion and exhibit, Jan. 25-27, 1943, in 
Kansas City, Mo. Headquarters will be 
at the Hotel President, convention ses- 
sions at the Little Theater, Municipal 
Auditorium and exhibit at the Mu- 
nicipal Auditorium. Frank H. Spink, 
322 Scarritt Bldg., Kansas City, Mo., 
is secretary. 


Wisco Hardware Co. annual conven- 
tion, Jan. 26-28, 1943, at the company’s 
headquarters, Madison, Wis. J. A. 
Fitschen is secretary and_ general 
manager. 


Wisconsin Retail Hardware Associa- 
tion, annual convention, Feb. 2-3, 1943, 
at the Hotel Schroeder, Milwaukee, Wis. 
H. A. Lewis, Stevens Point, Wis., is 
secretary-treasurer. 
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What Other Cleaner 


@ Works in COLD Water, HARD Water, SALT Water? 

@ Makes Suds Without Soap? 

@ Makes 40 Gallons per Pound? 

Write for FREE SAMPLE and Selling Information! 

SAVOGRAN Heavy Duty CLEANER SAV j 
CRACK FILLER + REMOVER & BLEACHER 











1-Ib. can 25¢ 


za COLDFOAM 


THE COLD WATER SOAPLESS SOAP POWDER 
THE SAVOGRAN CO., India Wharf, BOSTON, MASS. 


PRODUCTS SAVOGRAN WOOD PUTTY e PAINT BRUSH CLEANER 


STRYPEEZE Semi-Paste REMOVER 





Changing Your Address? 


If you are, please send your new address 
to the CIRCULATION DEPARTMENT 


at least 3 weeks before you move. 


HARDWARE AGE 


100 East 42nd Street New York, N. Y. 





Edges Won’t 
Curl nor Split 


—because their blades are 
made of TEM-CROSS Inger- 
soll Process Steel. 

It is eross-rolled to give an 
interlocking, mesh-grain struc- 
ture and heat-treated to hold 
edge keenness and to resist 
curling and splitting. Write for 
prices on ul 


INGERSOLL SHOVELS 
Available in all types and grades. 
Address Dept. H.A. \ 
INGERSOLL STEEL & DISC DIVISION 


Borg-Warner Corporation 
New Castle, Ind. 




















5 World’s Standard for Half a Century 


SAND’S LEVELS 


TELL THE TRUTH 
SAND’S LEVEL & TOOL CO. 


SAND'S-STEVENS 
SURFACE AND LINE 


“FACTORY 





CARPENTERS’ WOOD 
AND ALUMINUM 


TILE SETTERS’ WOOD 
AND ALUMINUM 


8631 Gratiot Ave. Detroit, Mich. 





WRITE 





BUILT-IN ACCURACY” 


FOR CATALOG 





e__f__O 





POINT DRIVER 


l- PAINT CONDITIONER 
e PUTTY KNIFE 
d ‘ 
\o 
, , 2 
Ra w 


wood 
SCRAPER 


a a i 5 ’ <Nes mr There are no substitutes for quality—buy RED DEVIL Modern-line 





GLASS CUTTERS, glaziers and painters tools and machines. 


: LANDON P. SMITH, Inc., Irvington, New Jersey, U. S. A. 















REAL sales representa- 











. tives advertise in the 
‘ "Sales Accounts Wanted" 
; columns of the classi- 
; fied advertising section 
of HARDWARE AGE. 
\. 

al r 


We're making only war 
4 _ materials now — to hasten 
be the day when we may 
in _ serve you again with.. 
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MOLDED RUBBER GOODS SPECIALTIES 


Plain and Mushroom Bumpers — Suction Rubbers 


Rubber Head Nails Toilet Seat Bumpers 
Crutch Tips 


Chair Tips 


Se 


THE ELASTIC TIP CO. 


370 ATLANTIC AVE. 
BOSTON, MASS. 





SEND FOR CATALOG 
OF COMPLETE LINE 



















DEALERS! 
CHICAGO LOCKS 
Give You 
MORE fo Sell! 


The Famous 


DOUBLE LOCKING 


Chicago Padlock 


Hardware Dealers! — Investigate 
the CHICAGO LINE—where ALL 


Locks — lock BOTH sides of 
shackle . . . and see how this 
“Double Locking’’ Security will 


step UP sales—for YOU! ... and 
remember — there’s a CHICAGO 
Lock for EVERY PROTECTION 
need! 


CHICAGO LOCK CO. 
2024 N. Racine Ave., Chicago, Ill. 

















Users 


solder 


wa. Y 


* CHAMPION 


Screen Hanger 


The Champion 356 Screen 
Hanger. 
famous Champions that 
meet Government speci- 
fications 








everywhere 


quality. Display the 


4821 So. Campbell 


know the advertised 
Gardiner trade-mark as a sign of highest 
famous 
Gardiner Repair-All Kit and you'll 
win the cream of the big home mar- 
ket. Ask your jobber for prices and 
derails. 







atin fardiner | 





Ave., Chicago, ! 4 





Another of 


for 


Housing. 


Full-length Screen Hanger, 


Type No. 1825, Champion 


the 


Defense 





Government 
No. R-356. 


wrought steel, 
No. 356. Offset, 


THE CHAMPION HARDWARE COMPANY 


9ENEV 


51 Murray Street, NEW YORK, N. Y 








Genui"° DOMES & SILENCE 





SLIDE SILENTLY - SOFTLY- SMOOTHLY 







= SET-10¢ SET-10c SET 







SAVE FURNITURE 
& FLOORS - CREATE QUIET 


Look for name 
“Domes of Silence” 





Domes of Sil — | 


lated Cushion Glides 





For Tile, M 


chairs and all 


Ask your Jobber. If he 


arble, Cement and Bathroom Floors. 


Noiseless. Sizes for metal beds, wood beds, large 


furniture. 


is not supplied write to 


DOMES of SILENCE, Inc., 35 Pearl St, N.Y. C 
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Ackermann- -Steffan & Company... 16| Magor Car Corp. .. F 13 
American Chain & Cable Co. Inc. 26| Marlin Firearms Co. 83 
American Chain Div. csueeeeese 26| Master Rule Mfg. Co. . 4 
American Fork & Hoe Om 3.5: 99 | McCambridge & McCambridge . 107 
American Shearer Mfg. Co. 100 | McKinney Mfg. Co. . & 
American Steel & Wire Co. 22-23 | Miller, Inc. Robert E. 104 
American Thermos Bottle Co., The 53| Minnesota Mining & Mfg. Co. 68 
Archer, Daniels, Midland Co. ... 69 Myers & Bro. Co., F. E. 12 
Armstrong Bray & Company 92 
Armstrong Bros. Tool Co. 97 
Atkins & Co. E. C. : pha 8) 
Atlas Ansonia Co. , 20 N 
Atlas Asbestos Co. ‘ 93 . -o eneueestee & pasar 
National Lock Co. 93 
National Mfg. Co. 98 
National Screw & Mfg. Co., The.. 9 
8 ee ey Se 24 
Berea Abrasives oo... §5 | Noblitt-Sparks Industries, Inc. . 103 
Bethlehem Steel Co., Inc. 10-11 
Blackstone Hotel . 
Bond Anti-Freeze 77 re) 
Boston Woven Hose & Rubber Co. 5 
Briggs & Stratton Corp. Okonite Co. 72 
Brooks & Sons, M. S. 
Pp 
(o Pe Ge, FO cess cin ncenscosese 92 
Patterson-Sargent Co., The ...... 21 
Capewell Mfg. Co., The 88 | Phoenix Mfg. Co. . 1 
Carborundum Co., The . , 19 | Porter, Inc., H. K. . 20 
Carnegie-illinois Steel Corp. 22-23 | Premax Products .. % 
Champion Hardware Co. ... 104 | Progressive Mfg. Co. ‘ 95 
Chicago Lock Co. ..... ... 104} Puritan Cordage Mills . 20 
Chicago Spring Hinge Co. 101 
Cleveland Cooperative Stove Co. 66 | 
Columbia Steel Co. ... -. anaes | R 
Columbian Rope Co. 57 7 | 
Columbus-McKinnon Chain Corp. 18 | Railway Express Agy., Inc. (Air 
Congoleum Nairn Co. 5! Express Div.) ... a 
Crescent Tool Co. 14 Remington Arms Co., Inc. ii ae 
Rogers Isinglass & Glue Co. 99 
Russell, Burdsall & Ward Bolt & 
Nut Co. ..... I 
D 
Disston & Sons, Inc., Henry 55 
— x eee 104 $ 
rake Electric Works, Inc. ....... 94 Work FL] 
Durham Co., Donald . . 100 _—— ET E. _— ey ae 
Sand's Level & Tool Co. ea 
Savogran Co. ‘ieee ae 
Schatz Mfg. Co., "The. 16 
E Scholihorn Co., William . ‘ 67 
Shannon & Co., J. Jacob 76 
Edlund Co. caaweeeeee 95 | Shapleigh Hdwe. Company ...... 108 
BEE PPM os ok snscdsccases 103 | Shelby voy Hinge Co. 7 
Embury Mfg. Co. Shaws beeen We ee By GA, dine coe ccc ce ceases 9 
Enterprise Mfg. Co. .... || Simonds Saw & Steel Co. 90 
Smith. Inc., Landon P..... : 103 
Smith & Son, Inc., Seymour ...... 99 
Southington Hdwe. Mfg. Co. .. 20 
F Stanley Works, The 7 
Federal Tool Corp. 64 
T 
; GS a ape Coal, Iron & wmaen _ 
Gardiner Metal Co. ............. 104| Tennessee Valley Associated ‘ie 
Gibson Good Tools, Inc. . 100) keters .... . 76-77 
| Textile Mills ‘Corp. ae 
Troy File Works . 100 
H 
Hazard Insulated Wire Wks. ..... 72 | U 
Heller Bros. Co. a 0a | a 23 
eS ae Sy See ; | United Brush Manufacturies 101 
United States Plywood Co. (Weld- 
wood Div.) ' 
! United States Steel Corp. . .22-23 
- 3 Utica Drop Forge & Tool Corp. .. 9 
Ingersoll Steel & Disc Div., Borg- 
EY TL. cs concecaseccauss 103 | 
| Vv 
J | Vaughan Novelty Mfg. Co., Inc. BL) 
Jennings Mfg. Co., The Russell. . 71 | 
Johnson Steel & Wire Co., Inc. 82 | w 
Warren Tool Corp. 78 
| Worren Pres-Kloth Co. -ckens ae 
K Witt Gentes Se. — pais * 
: + , aia 
Klein & Sons, Mathias 6} | Weight & McGill Co. .. 89 
| Wright Steel & Wire Co., G. F... 101 
L x 
Lamson & Sessions Co. ...... S | X-Acto Crescent Prods. Co., Inc... 88 
Larson Co., Charlies O. ..... 


Lloyd Products Co. 


—_ ~ a sapceciinse<sh** Y 
ockwo we. Mfg. Co. 
Lo Temp Chemical Wks. 76 : Yale & Towne Mfg. Co., The ..... 3 
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Actual size of sheets 9% by 12 inches over all; writing area 
8! by II inches. Sheets printed on both sides of 
white bond paper, with 28 entry lines on each side. PRICE $1! 
for 200 sheets (400 pages) plus 25¢ mailing charge. 





You can make your annual inventory taking an 
easier, surer job by using the HARDWARE AGE 
WHITE INVENTORY SHEETS which 1,000 


leading retail hardware dealers helped us design. 


From the many suggestions received this sheet 
was designed to sell at a new low price — 200 
sheets for only $1, plus a 25¢ mailing charge. As 
these sheets are printed on both sides of ‘good 
white bond paper, this means you really get 
400 pages of inventory record sheets. Each side 
of the sheet has room for 28 items. Your $1.25 
investment provides inventory space for 11.200 
items. 


During the past years, thousands of retail hard- 
ware dealers and wholesalers have used millions 
of HARDWARE AGE Inventory Sheets because 
they found them simple. convenient and handy 


to use. The WHITE INVENTORY SHEETS are 


TO 


HARDWARE AGE 
100 East 42nd Street, New York, N. Y. 


Gentlemen: 
| errr Please send me........... hundred white HARDWARE AGE Inventory Sheets (200 for $1.00. plus 25¢ mailing 
charge). Also send me.......... Binders (50¢ each). Send these to me by return mail. 
I bake ree chk tdeloss ios taped aioe eeheea nme mesenamene ceonnae FIRM NAME .......... 
ADDRESS PUR ie ceuab hancacoe se pihsasces 4 weer ke 
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Simplify Your Stock Taking with the 


Harpware Ace Wuire Inventory SHEETS 


























































the best ever—they are even more simpie, more 
convenient and easier to use. Our entire effort 
was directed toward making vour annual inven- 
tory taking an easier and surer undertaking. 


These WHITE INVENTORY SHEETS will 
fit the HARDWARE AGE Inventory Sheet Bind- 
ers which are used by thousands of dealers who 
reorder their Inventory Sheets from us year in 
and year out. 


Due to the exceptional low price at which 
these sheets are sold and which applies to the 
United States and its possessions only, please 
have your money order or check accompany 
your order. 


Make your inventory taking this year easier 
and surer with these WHITE INVENTORY 
SHEETS. Use the coupon below to order your 


supply today. 


I ieinecncnccnenonnes ausadsiaiinlemniie 
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THE 21ST EDITION 


OF THE 





HARDWARE | 
| AGE . 


| suee Oo, teas 





WAH LATTE Wenn 


QUICK FACTS ABOUT 
THE VITAL USEFULNESS 
OF THIS 21ST EDITION 


1. 739 pages of Product Listings & 
Condensed Catalogs—streamlined to 
help hardware retailers and whole- 
salers meet today's wartime condi- 
tions. 


2. 330 pages of Product advertis- 
ing—the ad-catalogs of 525 manu- 
facturers. 


3. Over 20,000 manufacturers’ 
brand and trade names under ap- 
proximately 7,500 Product-Headings 
—all streamlined and modernized 
for quick and easy reference. 


4, More than 30 Editorial Refer- 
ence pages present needed data on 
a variety of subjects vital to hard- 
ware merchants. Included are sum- 
maries of war-time and priority “P” 
orders affecting hardware merchan- 
dise. 


5. Special listing of trade names 
and house brands owned by and 
originating with hardware jobbers. 


6. The most complete and compre- 
hensive Directory Number ever pub- 
lished of manufacturers of Hardware, 
Tools, Household and Kitchen ware; 
Farm, Garden and Dairy Equipment; 
Insecticides, etc.; Paint, Stoves, 
Electrical Appliances and Supplies; 
etc., plus hundreds of merchandise 
Htems made of non-critical materials 
to meet war-time conditions. 
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MERCHANDISE 
DIRECTORY 
NUMBER OF 
HARDWARE AGE 


Is now actively performing a 
vital wartime service for wholesalers 


and retailers of hardware 


UST off the press, this new edition has been streamlined to meet the 
urgent needs of 26,000 Hardware Buyers. 


In one book they can locate all important hardware manufacturers for 
substitute or alternate products of non-critical materials to make up for the 
loss of sales and revenue on normal products which are now unavailable. 


This makes the new edition more useful, more needed, than ever before— 
a veritable lifesaver—a key to gearing their merchandising activities for a 
more profitable survival under today’s conditions. 


Equally important is the Editorial Reference Data presenting a summary 
of war-time orders affecting hardware store merchandise, priority “P” 
orders and up-to-the-minute data on a variety of subjects vital to hardware 


merchants. 
In every way this 2lst coming-of-age edition of “Who Makes It” is a 


splendid example of the editorial service that has made HARDWARE AGE 
the acknowledged leader in the field. 


HARDWARE AGE 


A. B. ©. © Charter Member @ A. B. P. 
PUBLICATION 


HARDWARE AGE 


100 East 42nd Street, New York, N. Y. 
A CHILTON 1) 











FIENDOIL 


Wins 
Victory Production 
Citation 


In the World War, McCam- 
bridge & McCambridge was 
given the War Department 
Award of Merit “for war 
work aiding materially in ob- 
taining victory.” On Sep- 
tember 22, 1942, Outdoor Life 
presented the manufacturers 
of Fiendoil the WPB approved 
Victory Production Citation. 
The firm of McCambridge & 
McCambridge has spanned the 
period from the World War to 
this war with Fiendoil stand- 
ards maintained and even ad- 
vanced as a gun cleaner and 
rust inhibitor. Its products 
take their place on the Out- 
door Life Roll of Honor with 
no less pride than vou should 
have in placing Fiendoil in 
the forefront of recom- 
mended repeat sales items. 


math 


— ———— 
Ameria Wore an fur bane 


NO RAM-ROODING:: 
ANING 
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THE new VICTORY BoTTLe 
For new FIENDOIL sates! 


Metal must be saved. Fiendoil has switched to bottle from 
tin to help us win the war. It’s today’s greatest favorite 
with dealers who want their firearms customers to have 


THE BEST RUST REMOVING, GUN 
CLEANING PRODUCT OBTAINABLE 


FIENDOIL in Bottles Packed in 
New Counter Sales Display 


When ger: present stocks of tins are sold, your 
Fiendoil\ orders will be filled with the new 2 Oz. bottle 
in the sttiking counter display carton. Men who know 
guns know\Fiendoil — recommending it recommends you. 


DEALER PRICE: 
2 Oz. Bottles, $2.80/per Dozen 
Retail Price per Bottle, / 35c 


Tins No More Until 
After the War -—— 
Bottles Now 


Order Through Your Jobber - 
For Special Literature Write 


America at War 
Creates Record 
Sales for 


FIENDOIL 


Not only do our fighting 
men prefer Fiendoil to keep 
their firearms protected 
against rust and cleaned free 
of primer fouling and pow- 
der pitting without manual 
labor, but our big war plants 
use Fiendoil. The corrosive 
effect of sea air, the damp 
of the tropics, the frost of 
the tundras — Fiendoil 
keeps steel safe from their 
rusting ravages. The man 
whose life depends upon his 
gun, depends on Fiendoil — 
no wonder it sells the ci- 
vilian, too, whether he hunts 
big game or his marksman’s 
aim is a record feat at shoot- 


ing skeet. 


McCAMBRIDGE & McCAMBRIDGE 


Baltimore, Md. 
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Peace on Earth 
Good Will Jeward Men 





Shapleigh National Series Number 2396 








